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CPCU Curriculum 
Is Revised to Meet 
Basic Transitions 


Social and Economic Changes in 
Last Decade Affect Property 
and Casualty Insurance 


CHANGE EFFECTIVE IN 1960 


Outline of Original Curriculum Re- 
tained, With Additions, Deletions, 
Changes in Emphasis 

















Effective with the June, 1960, ex- 
aminations, CPCU candidates will be 


tested with respect to their knowledge 
of the subjects included in a substan- 
tially revised curriculum. This revision 
has been announced by the American 
Institute for Property and _ Liability 
Underwriters after more than two years 
of intensive study. 

The revised CPCU curriculum 
been designed to meet the social and 
economic transitions affecting the prop- 
erty and casualty insurance industry. Its 
general objective is to give CPCU ex- 
aminees a better balanced exposure to 
the knowledge deemed essential for a 
professional person who should possess 
both a depth and breadth of under- 
standing of property and casualty insur- 
ance and their use and functions in our 
present day economy. 

Basic Curriculum Prepared in 1941 


The basic curriculum of the American 
Institute was prepared in 1941 and ex- 
cept for frequent changes in the sug- 
gested texts, reference books and sup- 
plemental aids, it has remained un- 
changed since that time. Because of the 
numerous changes in business life—and 
insurance business life specifically—in 
recent years, some major adjustments in 
the CPCU curriculum were deemed 
essential. 

In order to ease the transition to the 
revised curriculum, the broad outline of 
the original curriculum has been re- 
tained. Within this broad outline there 
have been additions, substitutions, trans- 
fers and changes in emphasis. More 
specifically, the subjects of human mo- 
tivation and marketing, with emphasis 
upon distribution methods in insurance 
will be introduced. Government regula- 
tion of and Government relationships to 
business will be substituted for the 
Present study of American Government. 
The subject of social insurance legisla- 
tion will be studied in conjunction with 
Private methods of handling _ risk. 
Greater emphasis will be placed upon 
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NOW... 


INCREASE YOUR PRODUCTION WITH THE 
PREMIUM BUDGET PLAN DESIGNED WITH 
THE AGENT IN MIND! 


KEMPER INSURANCE PLAN 


FOR INDIVIDUALS. .. FOR BUSINESSES 










THIS IMPORTANT NEW SALES TOOL IS 


...easy to understand and use 
(Plans can actually be set up over the phone.) 







. economical 
(Eliminates much office detail.) 


. timely 


(Your prospects and policyholders are looking for time pay- 
ments and budget payments. BE SURE YOU’RE THE 
ONE TO OFFER SUCH A PLAN TO THEM.) 









For full information about the 
KEMPER INSURANCE PLAN 


write Agency Production, Home Office, Chicago 40 











Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 
American Manufacturers Mutual Insurance Company 

Federal Mutual Insurance Company 
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Midyear Meeting of 
NALU Views Broad 
Business Problems 





Minneapolis Convention Sees In- 
flation Chief Threat to Insurance 
and Its Policyholders 


SOME PROGRAM FEATURES 


President Pritchard Tells of Year’s 
Progress; Committees Make 
Midyear Reports 


By E. L. Roney 


Minneapolis—The midyear meeting of 
National Association of Life Underwrit- 
ers held here at Hotel Leamington this 
week stressed some broad business prob- 
lems, called inflation the chief threat to 
insurance, weighed the effects of the 
sale of policies with premium financing 
features and general public relations of 
the business. 





Stand on Inflation 


Inflation came in for a lot of attention 
at the Wednesday session. Lester O. 
Schriver, managing director, urged the 
members to impress on Congress the 
importance of a balanced budget. 

“Congress has not heard much about 
our fears as yet but they have heard 
much about the pressures which are 
coming for bigger and better and easier 
spending,” Mr. Schriver said in his re- 
port Wednesday. “We have on our 
hands a hard fight, a long fight, we will 
be vilified, sometimes in our own house, 
but the preservation of our financial 
integrity is essential to the survival of 
the institution of life insurance and our 
survival as a nation.” 

In a report on his activities for the 
year President Oren D. Pritchard said 
in part: “For the most part my talks 
with associations as well as with other 
groups have centered on the problem 
of this malignant inflation affecting our 
national economy, the savings of our 
millions of policyholders—a malignancy 
that might spell tragedy to the Govern- 
ment of the United States as we know it. 

“In spite of Mr, Eisenhower’s call for 


support from the grass roots, there is 
little forthcoming to date. We, 78,000 


salesmen strong, can be of great as- 
sistance. We have a stake in the ulti- 
mate results of the deficit financing of 
our Federal Government.” 


General Agents and Managers 


At the General Agents and Managers 
Session Tuesday William J. Hamrick, 
vice president, Gulf Life, Jacksonville, 
Fla., set the stage for the program by 
commenting on the trend in the business 
from the home office standpoint. 

Thomas R. Buchanan, New York Life. 
Washington, D. C., told what he would 
expect from his manager if he was enter- 
ing the insurance business. 

Robert W. Osler, Rough Notes, In- 
dianapolis, predicted that the field man- 
agement would have to decide if an 
agency is to be built by package selling 
with a “pitch man” or an agency made 
up of career men. 

William F. Steiner, Liberty National, 


(Continued on Page 31) 
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MUTUAL BENEFIT LIFE ‘IN’ FLORIDA 





H. BrucePalmer Defines“TrueSecurity” 


Mutual Benefit Life President Says It Awaits Individuals Using 


Their Own Initiative With Understanding of Their Full 


Responsibilities; Company 


Tightening Underwriting 


Regarding Bank Loan and Minimum Deposit Business 


Boca Raton, Fla—H. Bruce Palmer, 
— Mutual Benefit Life, strongly 
urged a “reaffirmation of faith” in the 
Ti itional full values of life insurance, 
in a speech before the company’s general 
agents association at the Boca Raton 
Club March 12. 

Mr. Palmer also warned that regula- 
tion of the business must come from 
within, or there will be further regula- 
tion by State Insurance Departments to 
correct some of the “divisive selling tech- 
niques” that exist today. 

“It behooves us all, the home office 
and the field as well, to put such re- 
straints upon our sales methods as are 
necessary to preserve all those funda- 
mental principles that have made life 
insurance great,” he declared. “If we do 
not regulate ourselves, more restrictive 
state supervision is coming. 

“In the use of minimum deposit and 
bank loan techniques we sometimes 
overlook the true role of the reserve as 
a means of leveling premiums. Any sales- 
prompted hypothecation of that reserve 
is tampering with the basic purpose of 
the reserve and can only result in poor 
persistency and diminished confidence 
in our business. 

“Our own company will tighten under- 
writing rules in regard to bank loan and 
minimum deposit business. We believe 
we should reject any business not sold 
on a sound basis of need and on the 
ability of the policyholder to undertake 
permanently premium payments over the 
lifetime of the contract.” 


Mutual Security Funds 


Turning to the controversy over mu- 
tual funds Mr, Palmer told the general 
agents: “There has come into existence 
another divisive selling technique which 
has made use of other investment media 
for the reserve portion of the policy. 
The agent is under a dual commission 
inducement when he sells mutual funds 
to replace the investment feature of the 
reserve. We have no quarrel with the 
investment use of such funds, but ask 
you to regulate voluntarily such divisive 
selling before it is necessary to impose 
company regulations. 

“Some of these sales trends of today 
are not in the long term best interest 
of our policyholders, our company or our 
industry.” 

In discussing the corporate image of 
business Mr. Palmer explained that the 
true character of any corporation lies in 
the character of its product, its repre- 
sentation and its services—and in the 
case of life insurance, in financial trus- 
teeship. But a company can also be 
known for another personality outside 
of these fundamental characteristics, he 
added. 


What “True Security” Means 


The Mutual Benefit, he said, has 
chosen to create a public image around 
the “True Security” theme. Being a se- 
curity institution, it is right that we 
should attempt to correct some of to- 
day’s unfortunate connotations of the 
word ‘ ‘security” he explained. In doing 
$0, the company has directed its thoughts 
to serving men and institutions in ways 
which will help them find security in the 
three areas where men search for se- 
curity, in the financial, business and 
social areas. 

“Today more than ever before we see 
an accelerated changing stream of life,” 
Mr, Palmer continued. “Therefore, we 


hear more and more questioning of the 
foundations on which we stand. The 
question of true security is being asked 


Fabian Bachrach 
H. BRUCE PALMER 


more often than ever. Throughout the 
country we hear businessmen questioning 
the security of their businesses and their 
security rel: itionships to businesses. 
“Business security awaits the man who, 
through his own individual initiative, 





undertakes the full responsibilities that 
give opportunities in the free system 
of business we have in this country. We 
in our company have contributed to true 
security thinking in American business 
with our True Security Executive De- 
velopment Program, directed primarily 
at attitudes rather than to the techniques 
of management. We have helped estab- 
lish sound security concepts in the youth 
of the country this year with our well 
implemented Youth Security Program 
which we have co-sponsored with the 
United States Junior Chamber of Com- 
merce. In 2,500 high schools, senior class 
members have been invited to prepare 
essays on what true security means to 
them. Their thinking is stimulated by a 
motion picture and other guidance ma- 
terial. 

“We have helped older people find 
retirement security with our book, ‘Begin 
Now to Enjoy Tomorrow,’ and we have 
other implementations in mind in this 
area in which men search for security. 

Role of Government 

“As man searches for true social se- 
curity, he should recognize that govern- 
ment was not created to give this kind 
of security. In so doing it only stifles 
individual initiative, The role of gov- 
ernment is to regulate human behavior 
only when established laws are broken, 
to protect man in his enterprise, to 
recognize his human dignity and_ his 
right to freedom. Government gives or 
grants nothing. A Government loan is 
a taxpayers loan. The ‘let Government 
do it philosophy’ takes government 
away from the people who give Govern- 
ment its power. Here again we are 
taking the intiative in sound security 
concepts in prompting increased _busi- 
nessman participation in the political 
party of one’s choice. 

“Finally, I most earnestly believe: The 
man who has learned to speak for him- 
self will not quickly yield to being told 
what to say. 

“The man who has learned to think 


Manager Must Be Sound Business Man 


Vice President C. G. Heitzeberg, Mutual Benefit Life, Calls 
This a Paramount Requirement of Agency Heads 
Which Companies Must Help Develop 


Boca Raton, Fla.—One of the broadest 
jobs he has observed in the business 
world is that of head of a life insurance 


agency, Charles G. Heitzeberg vice 
president of Mutual Benefit Life, in 
charge of the company’s agencies, told 


its general agency convention here last 
week. 

“A many-sided job, the general agent 
finds it extending all the way from 
selection, training and supervision of 
agents down to one of his final acts— 
providing succession,” he said. “The 
continuous trai ning of associates is one 
of your prime responsibilities as well as 
one of your principal opportunities for 
agency development, And training of 
field sales management and agents must 
be continuous for supervisors and gen- 
eral agents themselves as well as the 
field force. The addition of numerous 
supervisors to the rank of the general 
agent in the past few years is living 
evidence of the ability of our general 
agents. 

“However, I have the feeling that we 
must do a more effective job in training 
general agents. Learning by experience 
we are constantly developing new tech- 
niques and procedures geared toward 
on-the-job training, particularly in such 
an important area as that of business 
management.” 

Mr. Heitzeberg in commenting on the 
necessity of helping general agents be- 
come better business men called this 
one of the knottiest problems facing the 
home office sales management staff. He 
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did not believe that the reason some 
men fail in general agency work is due 
to technical incompetence. Nor do they 
fail for lack of abilities in training and 
supervision. 

“Almost without exception,” he com- 
mented, “it is because they are poor 


” 





for himself will not supinely succumb to 
being made a slave. 

“And the man who has learned to 
plan for himself so that he can stand: 
on his own feet will never agree to plans 
for himself or his fellowman that would 
drive them to their knees. 
“Never before in our history have we 
so needed individual maturity and self- 
reliance among the grez at body of our 
citizens and the sense of true security 
which it brings.” 





Murrell Agency, Mut. Ben. 
Life Led That Co. in 1958 





H. Bruce Palmer (center) with Wey- 
mouth L. (left) and Thomas G. Murrell. 


The top ranking agency of Mutual 
3enefit Life last year was that of the 
agency operated by Thomas G. and Wey- 
mouth L. Murrell. Its record last year 
also included leading the agencies in 
number of men paying for over a 
million; also in number of new men 
paying for over a million; and in num- 
ber of men in Mutual Benefit’s “top 100 
producers.” 

The agency was established by the 
Murrell brothers in 1937, and both were 
appointed co-general agents in San 
Francisco as well in 1942, Thomas 
G., a graduate of the Naval Academy 
at Annapolis, served with the Navy for 
five years before deciding to enter life 
insurance. He was the first president 
of Chicago Chapter of CLU and also 
served in that capacity with the New 
York Chapter. At Mutual Benefit con- 
vention in Boca Raton last week he 
made a talk as president of Mutual 
Benefit General Agents Association. He 
is a past president of Los Angeles 
General Agents and Managers Associa- 
tion. 

Weymouth L. Murrell, 
officer in both World Wars, began his 
career as an agent of the Travelers, 
wrote a large production and later be- 
came a Travelers manager and then an 
assistant superintendent of agencies for 
the midwest. He is a past president of 
Mutual Benefit Life General Agents 
Association and of Los Angeles General 


an Army 


(Continued on Page 27) 





business men. They do not grasp their 
dual responsibilities in both roles of 
sales manager and business manager. 4 
He saw improvement in the situation 
as the number of men with qualities of 
becoming competent business men is 
increasing, 

“In many cases we have _ involved 
ourselves in the business management 
of newer growing agencies,” he con- 
cluded. “We have that obligation to 
those general agents just as you have 
that obligation to all your agents who 
are not thoroughly established.” 
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age, Dr. John H. Furbay, director of 
Air World Education for Trans-World 
Airlines, 


Sales Congress of 


Annual 


New York City 


Association 





“Selling in the Space Age—ICBM” was the theme of the 39th annual sales 
congress of the Life Underwriters Association of the City of New York held on 
Thursday of last week at the Hotel Astor. General chairman was Vera Sundelson, 
associate agency manager of Equitable Life Assurance Society, the first woman to 
chair a sales congress of the association. Confronted with two. disappointments by 
scheduled speakers, Malcolm Wilson, Lieutenant Governor, New York, and Con- 
gressman Eugene J. Keogh, New York, who were unable to appear due to the 
pressure of legislative duties, and the heaviest snowfall in New York for the entire 
winter, Miss Sundelson was outstanding in her role as chairman. A last minute 
substitution was that of Carlyle M. Dunaway, general counsel, NALU, for Repre- 
sentative Keogh. 

Others on the program included Dr. John H. Furbay, director, Air World 
Education, Trans-World Airlines, New York; Arthur F. Priebe, CLU, Penn Mutual, 
Rockford, Ill.; John E. North, director of agencies, The Prudential, Baltimore; 
Charles C. Robinson, communications consultant, Wellesley Hills, Mass., and 
Daniel H. Coakley, New York Life, Boston. 


John H. Furbay Discusses 
Human Relations on Global Scale 


in a completely different kind of world, 
with everyone on Earth within 24 hours 
of everyone else, and anyone in the 
selling field must be aware of the 


Interpreting the air age, the global 


said that today we are living 


changes and keep up with them. He 
traced the story of the primitive man, 
whose business was within a_ ten-mile 
radius and said that all he had to know 
was within that area. Since that time 
man has catapulted out further; he has 
expanded his mentality and today men 
are dealing with people who are getting 
civilization for the first time. 

“In our lifetime,” Dr. Furbay said, 
“has come a great event for man—as far 
as selling is concerned and as far as 
transportation is concerned. This event 
is man’s conquest of the skies, Only 
about 10% of the world’s people got in 
on trade and civilization during the first 
4,000 years on the water. During the last 
few centuries, with the rise of railroads 
and automobiles, about 25% more of the 
world has been penetrated. This means 
that only a total of about 35% of the 
world was open, civilized and trading 
when we came on the scene. Two-thirds 
of the world never opened up until our 
lifetime. This only started in 1903 and 
since that time the development of the 
plane has been fabulous. Our jet air 
schedule is five and one-half hours from 
New York to Los Angeles, six and one- 
half hours from New York to London. 
We never dreamed of all the people that 











going over. In the process, 


insurance has become old hat. 


Hartford, Conn. 


Halsey D. Josephson, C.L.U., General Agent 

Simon A. McAvoy, Assistant General Agent 

Louis Neidenberg, C.L.U., Assistant General Agent 
Raymond P. Hoffman, Office Manager 


555 FIFTH AVENUE, NEW YORK 17, N. Y. 














Many things are changing—travel speeds; concepts of war and peace; 
the conquest of outer space. Life insurance, too, has seen many changes. 
Types of policies, merchandising methods and premiums have had a good 


some people seem to think that cash value life 


This agency stands four square behind permanent life insurance and 
growing cash values. Even the new concepts of the space age have not 


convinced us that there is a sounder method of accumulation. 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 


[he Josephson Agency 


William Schur, C.L.U., Assistant General Agent 
Herb Righthand, Brokerage Supervisor 


Space Age Selling 
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Arthur F. Kramer, Brokerage Supervisor 
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would be our neighbors. In our century, 
in our lifetime, the biggest frontier ever 
seen by mankind has been opened in 
front of our eyes—Central and South 
America, all the interiors, the continent 
of Africa, the Middle and Far East, the 
North and South Polar regions. Man has 
moved from his ten-mile radius out of 
his state and his nation. We are now 
operating in the world, and in order to 
do this we’ve got to know something 
about the people we are dealing with. 
In this jet age, some of the false notions 
and prejudices we grew up with are not 
going to fit. We are going to have to 
expand the minds and the knowledge 
of the people of the world. 

“Human relations on a global scale is 
needed if we are to cash in om this new 
worldwide business. It’s going to be a 
competitive job, and whoever knows how 
to deal with people best, may walk away 
with the business even though his goods 
may not be the best. We are going to 
have to expand our mentality to go 
along with the expanded physical hori- 
zons of marketing. We must become 
up-to-date in our knowledge of these 
markets, and we have to understand 
people if we are going to do business 
with them. The psychology of dealing 
with people is not always the same as 
it is here in the U. S. For instance, we 
pride ourselves on what we call high- 
pressure salesmanship, whereas in other 
parts of the world this type of salesman- 
ship would be the biggest flop.” 

As an example of this Dr. Furbay told 
of an incident when he was an educa- 
tional attache in the American Embassy 
in Colombia, S. A. One of his jobs was 
to introduce American businessmen to 
their prospective clients and he had to 
explain to them about not using high- 
pressure salesmanship on the Colom- 
bians, suggesting they use low-pressure 
salesmanship. 

On one occasion the Colombian gov- 


ernment was going to buy some $50 — 


million worth of telephones. Salesmen 
traveled to Colombia from many differ- 
ent countries. A big American salesman 
went down there too, made his contact, 
but did not get the order. He didn’t get 
the order because, over the coffee tables, 
the way they do business, he showed 
himself to the Colombians as one who 
knew nothing about their culture, art, 
literature, history, their heritage, or 
their way of doing business. The Ameri- 
can salesman didn’t get the order, not 
because he didn’t have a better product 
or couldn’t produce a better price list. 
He lost because he didn’t take the time 
to try to know the people he was to do 
business with. 

“This is a new way of doing business,” 
Dr, Furbay said, “and there is a great 
deal we have learned. You have to get 
the psychology of the people you are 
going to do business with, and this can 
be learned from many things, and these 
things are different for each of the nef 
ples you must contact.” 

No matter what the product, Dr. 
Furbay said, the basis of good selling 
boils down to good human relations. To 
sell we have to understand human beings 
and we have to understand what goes 
on inside them. “When you walk into 
a man’s office to sell him something, if 
you in any way slight his personal dig- 
nity, you won’t sell him a thing, in fact 
you couldn’t give him your product, and 
yet sometimes we go around the world 
without realizing that all people have 
human dignity, and yet most of them 
have never been given the right to be 
first class citizens. We cannot expect the 
people of the world to respect us,” Dr. 
Furbay said, “if we say to them that we 
only want the good things and the good 
life for some, 
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“Our markets have gone from the tet 
mile radius to the whole world,” Dr. 
Furbay said, “and our minds must also 
expand. We must develop a global men- 
tality, understanding what the people 
want in the whole world and if we @ 
that, salesmanship is on the verge 0! 
the greatest era it has ever known in 
this world, and you will be in it.” 
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ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


Now from The Travelers 
New Life Insurance Rates! 
““More-for-Less’’ 


Premium Discounts! 


There’s never been a better time to talk with your clients and prospects about 
bringing their life insurance in line with the standard of living they want for their 
families tomorrow. 


Here are two solid reasons why . . . reasons that will help you sell more life insurance 
and increase your commission dollars. 


First, Travelers lowers rates on most forms... offers new contracts... and 
even more favorable rates for women. 


Second, Travelers gives new More-for-Less discounts. The more Travelers 
life insurance your client buys the less each dollar’s worth costs him. His cost per 
thousand goes down in a continuous sliding scale as the amount of insurance increases. 
So he can buy exactly the amount of insurance he needs and enjoy a maximum dis- 
count of every dollar’s worth. 


The new M-f-L plan starts with policies of $2,500. New rates and the M-f-L dis- 
count are not available as yet in Canada. In Kansas rates vary as required by state 
regulations. 


Get full details on The Travelers new Life program. Call the nearest branch office 
or general agency. Or send the coupon for information. 


shealaiententeanienbeaeatentemaneatemmatentantententeneneatantetaen 


Perry T. Carter, Vice President 
Life, Accident and Health Agency Department 
The Travelers, Hartford 15, Connecticut 


I’m interested in learning more about The Travelers new Life 


program featuring More-for-Less discounts. 


HARTFORD 15, CONNECTICUT 
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Sales 
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— New York City Association 





Arthur F. Priebe Outlines 
“My Five Favorite Fears” 


Arthur F. Priebe, CLU, Penn Mutual, 
Rockford, IIl., taking for his topic “My 
Five Favorite Fears,” outlined them as 
prospecting, present: ition, rated cases, 
competition and closing. 

Prospecting, Mr. Priebe 
by a wide margin, “largely because this 
is the first hurdle we have to get over 
to get established in this profession of 
For some, prospecting becomes 
as the years go by, but for others 
it remains an all-time problem.” Each 
year more and more business should 
come from an agent’s own clients, Mr. 
Priebe feels and from those they influ- 
ence. Clients are prospects, he said, and 
it will pay an agent not to forget it. 

On cold canvassing, Mr, Priebe said 
that it is not necessary to do it forever, 
not if you are a career underwriter. 
“There are two solutions, the quantity 
of your prospecting and the quality of 


said is first 


ours. 
easier, 


your prospects.’ ’ No one need fear pros- 
pecting if “we do it every day, lifted up 
by the healthy philosophy that it will 
surely and eventually pay off.” 

If the reason for the fear of a weak 
presentation is ignorance, Mr. Priebe 
recommends taking every opportunity 
“to learn more about the business, so 
as to help clients solve their problems, 
in a sound way.” If you run into a ques- 
tion that you can’t answer tell your 
client, “That question is unique with me, 
I’ve never met it before, but it won't 
take long for me to get the answer and 
I'll be glad to look it up for you.” You 
don’t have to be ashamed for not having 
the answer, Mr. Priebe said, so long as 
you can go into an interview, confident 
that you have almost everything of im- 
portance in the storehouse of your mind. 
And when you don’t have the answer, it 
can be handled without tarnishing your 


prestige. “You need have no fear of the 
presentation, if you have taken the time 
to develop the problem, and if you have 
the knowledge to recommend the sound 
solution.” 

On the third fear, rated cases, Mr. 
Priebe said that if your client says there 
is a reason why he might have trouble 
passing a regular physical examination, 
“don’t take him to the examiner, and 
hope that the home office doctor will be 
blind the day that the medical crosses 
his desk (he never is), use the pre- 
liminary inquiry technique and fill it 
in right there in front of him, and let 
him see what you write. “Tell him you 
are no doctor, nor home office under- 
writer, that you don’t know how serious 
the information is nor at what price 
they will issue, if any. But you assure 
him that this is the harmless way for 
him to find out just what is his true 
class, the price he deserves to pay for 
insurance. And if you use this preliminary 
inquiry technique, out the window go 
most of your declines. But what is more 
important, on the rated case you start 
laying the groundwork right then and 
there, to place that case, by virtue of 
the very fact that you are using the 
inquiry technique.” 


Competition 

The fear of competition for me, Mr. 
Priebe said, “is now almost non-existent, 
since I began to realize that no one 
company, including mine, had all the best 
policies. That no one company, including 
mine, had the lowest net cost on all its 
policies. I tell this to my prospective 
clients and they believe, because when 
you get right down to it what your client 
really wants to hear is not that you're 
cheaper, or better, or both. What he 
really wants to hear from you is that 
he is doing the right thing for his fam- 
ily, and for himself, that this is a sound 
move on his part, and that you are the 
best man to help him to do it. And even 
if there is a money difference, that it’s 
worth it to get your services. 

“One of my favorite phrases, at the 
end of a discussion about some competi- 
tive policy, is this: ‘John, you wouldn’t 
make any mistake doing business with 
a company of that stature, but over a 
period of years, the amount you save 
probably w ouldn’t buy more than a pack- 
age of cigarettes. And in the process of 
spreading your business around, you 
don’t make it worth-while for any career 
underwriter to give you the good service 

(Continued on Page 8) 








Our agency has conceived a new method 
of merchandising. Stated simply, it may 
be described as Estate Planning for 
business. We call this concept Corpo- 
rate Programming. 


Structurally it is divided into three 
parts. 


Part 1 is our ability to systemati- 
cally develop and implement Stock Re- 
tirement plans, Buy and Sell agree- 
ments, Key Man Insurance, Pension 
and Profit Sharing Plans, Deferred 
Compensation plans, Disability Busi- 
ness Insurance and all the traditional 
business sales plans. 


Part 2 consists of formalizing con- 
cepts that we feel are within our do- 
main as underwriters with practical 
experience in dealing with business 
men. For example: The proper use of a 
Board of Directors, the development of 
a Personnel Program, Sales Manage- 
ment Training, the development of a 
Successor Management Program and 
background material for Training 
Heirs in management responsibility. 





hilliard n. 
rentner 
agency 


ME 
© 


Part 3 consists of the use of an Ad- 
visory Board comprising many “out- 
side” specialists. On the Board, there is 
an industrial engineer, a personnel spe- 
cialist, a public relations counsellor, a 
management consultant, an industrial 
designer and a trust officer. These spe- 
cialists, at our request, have provided 
us with material of a general nature 
that indicates when the need for their 
specialty arises. Of course, in these 
areas, we can only point to the prob- 
lems, just as in Estate Planning, we 
can only indicate the need for hiring 
counsel to execute wills, trusts and busi- 
ness agreements. 

All material relevant to these three 
parts of Corporate Programming have 
been incorporated into a master Pro- 
cedural Manual. 

We know that in practical use Cor- 
porate Programming will not only build 
our clientele and our prestige, but will 
better equip us to truly analyze business 
insurance needs It is our belief that this 
concept is a reflection of our perpetu- 
ally unswerving intention in creating 
new and better merchandising methods. 


“CORPORATE PROGRAMMING” 


640 Fifth Avenue, New York 19, N. Y. * CIrcle 5-1900 
BERKSHIRE LIFE INSURANCE COMPANY 


. Family Plans 


Look to Northeastern Life for 


DIVERSIFICATION and FLEXIBILITY 


Northeastern has created special developments 
you should know about in: 


. Preferred Risk Endowments 
Low Guaranteed Cost Life Policies 


1 
2 
3. Special Women’s Policies 
4 


5. Credit and Mortgage Insurance 


6. Baby Group and Large Group Coverage 


We have the flexibility that your special underwriting problems 
require and we are willing to give the fullest consideration to 








them. 
NORTHEASTERN TODAY IS SERVING 
OVER 350,000 policy holders with more than 
$700,000,000.00 in existing insurance 
NEW GENERAL AGENTS are being 
appointed on the basis of proved 
— ff = production records, administrative and 
eo organizational qualifications. 














NORTHEASTERN LIFE Insurance Company of 


17 East Prospect Avenue, Mount Vernon, N. Y. 


CONTACT DELBERT DUMONT, 
Vice President and Director of Agencies 





New York 
Telephone MOunt Vernon 4-5580 
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Well Deserved Tribute 


We can’t pass up this opportunity to pay tribute to all the full-time Marks-men of 
our agency who contributed in 1958 to the biggest paid-for Ordinary record—$38.,- 
000,000—we have ever produced. 


Behind this achievement is a teamwork spirit which permeates the entire organi- 
zation. It is particularly in evidence among our newer men who outdid themselves in 
paying for $20,000,000 last year, about 45% of our total Ordinary volume. 


It’s an old saying that “records are made to be broken’. So we have set our goal 
for 1959 at over $40,000,000 in Ordinary paid-for, exclusive of the sizeable volume 
of Group business we write. Judging from the results of the first two months, this ob- 


jective will not be hard to reach. 


One of the biggest factors in agency building is a continuous training program, 
both for the new and older agents. Application of the knowledge acquired cannot help 
but make our men more successful in closing bigger cases. As proof of this fact we 
now have 17 Million Dollar Round Table members and 34 with more than $500,000 


annual production. 


Co 


DAVID MARKS, Jr., C.L.U. 


General Agent 


NEW ENGLAND 
Midd LF E fee ey 


THE COMPANY THAT FOUNDED MUTUAL, LIFE INSURANCE IN AMERICA—1635 


666 Fifth Avenue, New York 19, N. Y. 
Phone: ClIrecle 5-2300 
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Arthur F. Priebe 


(Continued from Page 6) 


you deserve.’ Try that, not with conceit, 


but with sincerity and with calmness, 
and watch it work for you, most times. 
“It’s a strange thing about competition, 


what you do about any competing com- 


pany or agent depends not so much on 
the number of years you have been in 
the profession, nor by the initials you 
can write after your name, but what 
you do about competition depends on 
your standing in your profession, by 
your stature, your prestige.” 
Closing 


Outlining his fifth fear, closing, Mr. 
Priebe asked, “Why should you be afraid 
to close? Why should there be any men- 


tal tug-of-war between the prospective 


client and yourself? At this stage of 
your interview, what’s your client trying 
to do? Solve his problem! And what 
are you trying to do? Solve his prob- 


Sales Congress 


lem! It’s the same thing you’re both 
trying for, And why should the prospec- 
tive client have so many reasons for 
postponing action? Once in awhile there 
is a good reason, and in that rare case, 
you are smart to postpone action your- 
self and maintain his respect as _ well 
as your own. If it’s too big a sacrifice 
you can say so, but if you shave taken 
the time to develop the problem, and 
you have the knowledge to recommend 
a sound solution, you can be just as firm 
in not postponing action.” 

None of these fears have a right to 
exist, Mr. Priebe said in conclusion, for 
they are like barnacles on a ship, they 
cling to you and slow you down, until 
you sweep yourself free. “For your liv- 
ing is determined,” he said, “not so much 
by what life brings to you as by the 
attitude you bring to life; not so much 
by what happens to you, as by the way 
you look at what happens to you. Surely 
circumstances and situations do color 
life, but you have the right to choose 
what that color shall be. Your life and 
mine, as life underwriters, are at least 
00% attitude, the thoughts you live with, 
the faith you live by, the things you 
habitually say to yourself, these deter- 
mine the way you live.’ 





sonnel. 





90 John Street - - - - 


Announcing State Mutual Life’s 
EXECUTIVE 65 


A Key Man Policy 


This new policy, already well received by our agents and brokers, 
is specifically designed for corporations wishing to provide deferred com- 
pensation plans plus life insurance protection for their executive per- 


It has been found to be the perfect answer to your 
“Corporate Clients". 


Because of the increasing attention being given by corporations to 
Executive Compensation plans the future growth of this wide-open mar- 
ket appears to be very promising. 

Ask us for a complete list of the advantages to the employer and to 


the employe. These advantages include Special Disability Benefits, Guar- 
anteed Values, Liberal Dividends, three-year Rate-down Credit for Females, 


Term Conversion Privileges where riders have been used. 


NOTE: State Mutual's Legal department is offering material for the use 
of attorneys to enable them to function more effectively in con- 


nection with deferred compensation plans. 


LOUIS A. CERF, Jr., General Agent 


“Pat” Klyne, CLU, Associate General Agent 
STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


WORCESTER, MASS. 


Phone: WOrth 4-3891 


“Always a Brokerage Agency” 








New York 38, N. Y. 


LIFE PRODUCERS and BROKERS: 


“We Know Your Problems 
and We Have The Answer’ 


AMSTER-GOLDSCHMIDT AGENCY 


General Agent 
NORTHEASTERN LIFE INSURANCE COMPANY 


Mount Vernon, N. Y. 


33 West 42nd Street Phone: 


PE 6-3757 





New York 36, N. Y. 


Carlyle M. Dunaway Outlines Some 
Features of Keogh-Simpson Bill 


Carlyle M. Dunaway, general counsel, 
National Association of Life Under- 
writers, substituting for New York Con- 
gressman Eugene J. Keogh, discussed 
some of the highspots of the Keogh- 
Simpson Bill. This Bill, which was in- 
troduced on the opening day of the 











86th Congress on January 7, by Repre- 
sentative Keogh, would encourage self- 
employed people to set up retirement 
programs by making their contributions 
to such programs tax deductible. At the 
same time, Representative Richard 
Simpson (Rep., Pa.), following in the 
footsteps of his now retired Republican 
colleague, former Representative Thomas 
Jenkins (Ohio), introduced an identical 
measure. Both bills are in exactly the 
same form in which the old Keogh bill 
was passed by the House of Representa- 
tives last summer. 

The amount of the annual deduction 
the bill would permit self employed 
people to deduct each year could not 
exceed the lesser of $2,500 or 10% of 
a participating individual’s net earnings 
from self-employment, although he would 
be entitled to a more liberal deduction 
if he happened to be age 50 or older 
before January 1 of this year. There 
would also be an over-all ceiling of 
$50,000 on the total amount that he 
could deduct during his lifetime. 

To be deductible the payments would 
have to be invested in (1) a “restricted 
retirement fund” trusteed with a bank. 
(2) premiums for a “restricted retirement 
policy,” or (3) certain so-called “face- 
amount” certificates, as defined in the 
1940 Investment Company Act. Broadly 
speaking, any form of annuity, life in- 
surance or endowment contract (other 
than a term contract)—either new or 
existing—could qualifv as a “restricted 
retirement policy.” However, the con- 
tract (1) could not provide life insurance 
protection bevond age 70% and (2) would 
have to provide for nayment if its entire 
value to the insured under one of sev- 
eral nermissive options not later than 
age 70%. The insured could also desig- 
nate one or more heneficiaries to receive 
anv proceeds pavable under the contract 
in the event of his death. 

Tf a self-insured person invested his 
monev in a restricted retirement policy 
providing life insurance protection, he 
would not be allowed to take a deduction 
for that part of the premiums attribut- 
ahle to the term cost of such protection. 
Put another wav, he could deduct onlv 
that part of the premiums attributable 
to the cash value of the policy. 


Endorsement of NALU 


The National Association of Life Un- 
derwriters endorsed the principle of the 
Keogh-Simpson Bill since it (like its 
predecessor in the 85th Congress) now 
very properly recognizes the use of life 
insurance. Mr. Dunaway also said_ that 
the NALU also agrees generally with tt 
in detail, although “we feel that it cer- 
tainly will require one important amend- 
ment and that it may require additional 
changes of a technical or clarifying 
nature. 

The one “important amendment’ re- 
ferred to is to permit foreign (e.g, 
Canadian) as well as domestic companies 
to issue restricted retirement policies, 
since there seems to be no reason for 
this discrimination. By and large NALU 
feels that the bill is a good bill and 
merits the support of all life under- 
writers. 
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RICHARD J. KATZ 


Massachusetts 
Mutual 


Richard J. Katz of the Rochester 
Agency is honored as the most 


tt Ot ke Kt OE OE OE OE 









outstanding member of our entire 
field force in 1958. This is a repeat 


performance, as he was named 









ons 
oe Man of the Year for 1955. 
the 
can 
veal This honor is in recognition of the 
ica 
the excellence of service to his clients, his 
~ agency, his company and the life 
' insurance business. 
10n 
yed 
“a * 
ce) 
ngs The record of his successful career includes these * 
_ noteworthy achievements: . 
1 
ne @ A Life Member of the Million Dollar Round Table, * 
a he has qualified for 15 consecutive years. * 
id @ His Massachusetts Mutual production has aver- * 
ted aged over $2,500,000 annually in the past five years. + 
k. 
“ @ In 1958 he placed $3,340,500 on 441% lives, an ‘ 
ha average policy of $75,067. ne 
lly @ He has been one of our 100 Top Producers for the * 
n- 
wee past 25 years. * 
Re @ He has been a member of the Massachusetts * 
yn- Mutual Leaders Club in each of the 17 years * 
e 
ld since its inception. * 
wt @ He has received the National Quality Award for : 
an each of the 15 years since this recognition pro- a 
sl gram was started. ‘a 
t 
He is an active member of the Estate Planning Council 
“ of Rochester, the Rochester Life Underwriters Asso- 
he ciation, and other professional, civic and religious 
“a groups. 
re Mr. Katz entered the life insurance business with our 
dle Rochester Agency in 1929 at the age of 21, and this 
year will celebrate his 30th anniversary with the 
company. 
ne 
he 
its 
YW 
fe Massachusetis Mutual 
. LIFE INSURANCE COMPANY 
T= ORGANIZED 1851 SPRINGFIELD, MASSACHUSETTS 
d- 
al 
ng 
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Your clients are the most important 
people in the world. Their personal pro- 
tection needs are not met without GUAR- 
ANTEED RENEWABLE ACCIDENT 
AND HEALTH. Let me tell you about 
our modern, flexible plans, all backed 
by a mutual legal reserve company li- 
censed in New York State since 1886! 
Call me today for details. 


PAUL FISHMAN 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-579 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





Sales 


Congress 





of New York City Association 








Left to right—Charles Anchell, association president, Vera Sundelson, program chair- 


man and Dr. John H. Furbay, director of world education for Trans-World Airlines. 


Sales Congress Committee 


Assisting Miss Sundelson on the sales 
congress committee were Donald C. 
Martin, CLU, and Mark C. Muller, vice 
chairman. Chairman of the attendance 
committee was Rudolph T. Schlesinger, 
Jr. Members of this committee also 


included Seymour Cummins, Alfred 
Fredericks, John W. Judd, William 
Pechslin, Milton Rifkin, CLU, Bruce 
Robbins, David Rose, Jules Roseman, 


Lionel A. Schiff, William Schur, Myron 

I. Specht and John T. Vivian, Sr. 
Branch attendance committee chairman 

was Herbert L. Lee, CLU. Also on this 








LIFE — ADMIN. OPENINGS 
$12,500 - $7,500 


1. Midwest — Life-Assistant Controlier, age 
range thirty-forty, min. seven years Home 
Office Life Controller Department expe- 
rience. $12,500. 


2. East — Group Sales Supervisor, age 
range thirty-forty, college graduate, min. 
five-seven years experience. $10,000. 


3. Midwest — Life Underwriting Supervisor, 
age range twenty-five-thirty, min. three- 
four years of experience, college manda- 
tory. $7,500. 


Hundreds of other Life—A & H Adminis- 
trative openings available all areas of the 
country. A postal card will bring "HOW 
WE OPERATE." No obligation to register— 
no contracts to sign. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














committee were Lambert G. Aloisi, 
Maurice Blond, Herbert J. Budnick, Wil- 
liam Krauss, CEU. 

Chairman of the reception committee 
was William M. Treharne, CLU. Other 
members of this committee were Paul 
A. Beluche, Edward J. Curtin, CLU, 
Herbert A. Davis, Albert T. Dittmann, 
Larry Dubow and John A. Newman, 

Chairman of the publicity committee 
was Bernard Samons, CLU. Other mem- 
bers of this committee were Lowell C. 
Camps, Sandford R. Johnson, Charles 
Krasne, Mandel Klinger, Harold  S. 
Schlesinger, CLU, Murray Waldman, and 
\lfred H. Winston. 

President of the New York City Asso- 
ciation is Charles Anchell. 

Jack R. Manning is managing director. 





Life at 200 East ¢2ud Street 





Looking for sales ideas and proposals that produce 


BUSINESS 


PENSION 


INSURANCE? 


PLANS? 


PROFIT SHARING PLANS? 


You will find the improved facilities of our new Agency quarters provide 


prompt and effective assistance. 


We shall continue to give Agents and Brokers a competent and complete Life 


Insurance Service, still . . . 


NEW ENGLAND 


Mil LY FE ieee Bey 


THE COMPANY THAT POUNDED MUTUAL LIFE INSURANCE I AMERICA—1038 


ust a few steps from Grand Cisteal ° 


Chester Agent and Associates 


MUrray Hill 7-5560 


EDMOND J. NOURI, Associate General Agent 
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FOUR YEARS IN A ROW 
..as CAC's National Lieenibinn 


Thank You Again! 


¢ This is the fourth time in a row you've done it for us. 


We can't express our appreciation strongly enough! 


© To all our agents and friends within this Association who 
have helped us maintain our leadership . . . our heartfelt 


thanks for your assistance and cooperation. 


We'll continue to do our best for you! 


¢ We hope you'll permit us to keep right on serving you. For 
our part, we'll continue, as always, to do our very best for 


you... in all possible ways. 


Thank you again for your help! 


DAVE CARR e MIKE WILTON ° BOB SIENTZ ° BILL BARTON 


DAVID A. CARR AGENCY, INC. 


CONTINENTAL ASSURANCE COMPANY, CHICAGO 


50 EAST 42nd STREET @© NEW YORK 17, N. Y. 


OXford 7-3424 





























Page 12 





March 20, 1959 








New York City 








Left to right—Charles C. Robinson, Charles Anchell, 
Sundelson, Alfred S. Howes, Arthur F. Priebe, Dr, John H. Furbay and John E. North 


Sales 





John E. North of Prudential Features 
“Magic Formula” in Selling Life, A.@H. 


director of agencies 
Baltimore, told 


that the 


E. North, 
for The Prudential in 
the New York S 
inseparable 


John 


ales Congress 
three ingredients of “the 
magic formula in selling” are the 
of faith, the ability to 
and the will to succeed. 


power 


overcome fear 


Mr. North, who is well known for his 


training clinics and his ability 
cate his agents with qualities that lead 


to incul- 
to success, impressed upon his audience 


the importance of belief in one’s self. 
“You must believe that you can do well 


or you won't have a chance for success. 





THE LEE NASHEM AGENCY 
"The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 

for top grade executive 

class business. 

Ideas! Ideas! Ideas! 


Ist Yecr Cash Values 
Extremely high early cash values! 
Dividends Ist Year (contingent on pay- 
ment of at least 4 of 2nd year premium). 


One Year incontestable—not two! 
Ideas! Ideas! Ideas! 
“We are easy to do business with." 


Headquarters 








Daniel H. Coakley, Mrs. 


eS ee Om 


110 East 42nd Street 
New York I7, N. Y. 





self-evaluation and an ap- 
your job as a career life 
he emphasized. 
formula in selling 
accident and sickness insurance was 
recommended by Mr. North who said: 
“Unless we apply this belief in self to 
our selling of accident and_ sickness 
insurance we will not be able to convey 
properly that A. & S. is really protection 
of life insurance.” 

Putting A. & S. in its proper light, 
the speaker said that it should be de- 
scribed to clients as “protection of earn- 


This means 
preciation otf 
underwriter,” 

Use of his magic 


ing power.” They should be told that 
in case they become disabled and are 
protected by & S., they won’t have 


to use up the cash values in their life 
insurance policies. In addition, an A. & S. 
policyowner is guaranteed that if he 
should ever lose his income due to dis- 
ability or sickness his family would not 
have to part with the money saved over 
the years in life insurance. 

In presenting this concept of A. & S., 
Mr. North gave credit to Benjamin N. 
Woodson, president, American General 
Life of Houston, whose article in the 
CLU Journal on “The Miracle of Paper 
and Ink” had impressed him very much. 

Mr. North gave his New York audi- 
ence a surprise demonstration of Alad- 
din’s Lamp and remarked: “When we 
think of the magic miracle of selling we 





LIBERA 


Your ‘Special Problem’ Cases Are Satisfied 
With Eastern Life’s Liberal Attitude 


If you have not been able to obtain policies for prospects with 
“special problems,” then you need Eastern Life’s new liberal 


policies and plans. 


You need Eastern’s new unique service that provides coverage 
for prospects up to age 70 for every income group — from 
the lowest to the highest, and for “special” cases. 


How liberal? Eastern Life gives all your applications the 
benefit of up-to-the-minute experience with the latest scien- 
tific advances in hygiene and health. Ratings up to 1,000%. 


Eastern’s L F P (Liberal Flexible: Protection) can pay off big 
— for you! Here’s what I. Arthur Yanoff, progressive Eastern 
“The right policies and Eastern’s 
superb service gives you a combination that helps make sales.” 


Life General Agent, says: 





Home Office: 


Connecticut, Delaware, District of 


Pennsylvania. 


Communicate with: MURRAY APRIL, Director of Agencies 


INSURANCE COMPANY 
OF NEW YORK 


386 Fourth Ave., N. Y. 16, N. Y. 


GENERAL AGENCY fof pie tar tone J AVAILABLE IN: 
olumbia, 


New York and 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT —: BROOKLYN 1,N. Y. 
TRiangle 5-7362 











must think of the miracle of Aladdin's 
Lamp in gratifying its possessor’s fond- 
est hopes. While we don’t have an 
Aladdin Lamp as such today we can 
use our own lamp to achieve the magic 


power. If we do so, it will spell the 

difference between mediocrity and suc- 
” 

cess. 


The Three Inseparable Ingredients 


The speaker then proceeded to de- 
scribe each of the three inseparable in- 
gredients in the magic power of selling. 
Discussing the power of faith, he defined 
it as a grounded sense of well being, a 
confidence which enables the agent to 
face his prospects with the knowledge 
that he will close the sale. “Faith is the 
art of believing,” he said. “If we can 
keep this belief in ourselves, then and 
only then can we continue to climb the 
ladder of success. When we can trans- 
late this faith in terms of the importance 
of income protection, we will begin to 
get results in A. & S. selling.” 

In making the A. & S. sales approach 
Mr. North advised against getting in- 
volved in technicalities. “The prospect 
is interested in just one thing: what can 
the policy do for me?” he stressed. For 
this reason Mr. North recommends the 
simple approach of telling the prospect 
that “I have an idea which will pay 
you an income any time you are sick or 
hurt.” If he asks: “Is this insurance ?” 
give him a low pressure sales pitch. You 
can say: 

“T have no meats of knowing whether 
you are insured, But this plan of ours 
will pay you $100 a month in case you 
are sick or become disabled. I would like 
to show you how it works. 

“If the prospect should then say that 
he could not possibly afford to live on 
$100 a month and would need at least 
$600 a month, ask him the point blank 
question: ‘How much do you now carry?’ 
One time when I put this question I 
got the embarrassed answer, “only $100 
a month.” 

One technique Mr. North has _ used 
effectively in announcing himself to the 
prospect’s secretary or to the recep- 
tionist is to turn his back after giving 
her his name. Not often does the girl 
ask him his business! 


A. & S. Prospect Must Qualify 


In the midst of the interview Mr. 
North will frankly tell his prospect: 
“This is one of the broadest contracts 
that money can buy. You have to be 
good to qualify for it.” With a proposal 
form in his hands he will ask such 
questions as (1) have you ever been 
sick or in the hospital; (2) have you 
ever suffered a serious injury; (3) when 
was the last time you saw a doctor? 

He asks these pertinent questions in 
order to find out early in the interview 
whether his man is in good health and 
whether he will have to sell him a 
rated contract. Persistently during the 
interview he will concentrate on the 
$100 a month idea. For example, he will 
say: “If your income should stop tonight 
could you get by on $100 a month?’ 
The quick response is ‘no, of course not. 
If the prospect is in average circum- 
stances he may say $300 a month. Then, 
instead of giving him a long spiel on 
what he has to have in the way 0 


(Continued on Page 14) 
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Why every family should have a family doctor... 


| dees family should select and become 
acquainted with a doctor before illness 
strikes. Yet, many families wait until sick- 
ness or emergency requires a last-minute 
decision about the doctor they will call. 


A family doctor, usually a general practi- 
tioner or an internist, can care for about 
85 percent of the illnesses your family is 
likely to have and should you need spe- 
cialized care, he can arrange it. 


Perhaps the best way to select your doc- 
tor is through your local medical society or 
community hospital. They will give you 
the names of several physicians—and you 
may choose one of them with assurance 
that you will be in good hands. 


Then, call the doctor you have chosen. 
Make an appointment and go to see him 
for a friendly talk—about fees, night calls, 
the hospitals he’s associated with, and 


whatever else is on your mind. 

Then ask yourself these questions: did 
you like him... feel at ease with him... 
would you trust him during those critical 
situations which illness often creates? 


These questions are of great importance, 
for without mutual friendship and under- 
standing, a warm doctor-patient relation- 
ship can never exist. 


What are the advantages of having a 
regular doctor? For one thing, he will get 
to know you and your family intimately— 
your “medical history,” your response to 
certain drugs, your normal blood pressure, 
your emotional reactions, and other facts 
which may be very helpful whether your 
trouble is minor or serious. 

He can also give you the benefits of 
preventive medicine. For example, if you 
have young children, he will want to see 


them at intervals to check their health— 
and to keep their protection against com- 
municable diseases up to date. 

For others in your family, he can be a 
health counselor. 

For instance, if ycu’re bothered at times 
by seemingly trivial complaints—indiges- 
tion, headache, nervousness, or fatigue— 
you might hesitate to go to a doctor whom 
you do not know. But with a family doc- 
tor, you’d feel free to talk over any condi- 
tion that upsets you now and then. 


Select your family doctor now. Keep his 
name, address, telephone number and office 
hours posted in a spot known to everyone 
in your family. 

REMEMBER, the continuing supervi- 
sion of a family doctor can help your chil- 
dren grow up strong and well—and help 
you live a long and healthy life. 





COPYRIGHT 1959-—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 
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A WELL-BALANCED COMPANY 





NEW IN 1959 


... Executive Special—30 Payment Life 
$20,000 minimum. Especially designed 
for Personal Estate and Business Insur- 
ance Plans. Term Riders may be added. 
Disability Benefits, both Waiver and 


Income. 


...- Lower Rates for Women 


3-year set-back in age on four major 
Fidelity minimum amount policies. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 
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“An Experiment Becomes an Experience” 


Pioneers always excite admiration. ‘“‘Who was the first man who ever ate an oyster?” 
Most men love history; great men make it. 

And the thrill comes from watching a brave soul blaze a new trail through the wilder- 
ness. There were no marked routes to guide the founders of the Fund. Life insurance, 
as we know it now, did not exist. Contracts 
were made with confidence but with no pat- 
terns to follow. 

Now insurance has become a way of life. 
The security of the clergy who join the Fund 
is established beyond question. Over 200 
years of paying claims without a single con- 
test is a matter of history. 

Best of all the venture of faith in the union 
of sympathy and good sense has become a 
matter of exciting experience. The Fund 
stands out in America as a leap of faith 
that found its feet on a mortality table. 





PRESBYTERIAN 

1759-1959 “== 
' Rittenhouse Square, 
Philadelphia 3, Pa. 


ALEXANDER MACKIE, 
PRESIDENT 


Program Chairman 





VERA SUNDELSON 


Vera Sundelson, first woman to chair 
a sales congress of the New York City 
Association, entered the life insurance 
business in 1933, with the Equitable 
Society’s Rae Wilner Sundelson Agency. 
At the passing of her mother, Rae W. 
Sundelson in 1951, she was appointed 
associate agency manager of a branch 
which has led her company’s New York 
metropolitan department in production 
during 1955, 1956, 1957 and 1958. 

A graduate of University of Michigan, 
Miss Sundelson attended New York Uni- 
versity Graduate School in business law, 
management and economics. She has 
completed many advanced life insurance 
courses. During World War II, from 
1941 to 1944, she served as a recruiting 
consultant to the Bureau of Labor sta- 
tistics, Department of Labor, Washing- 
ton, D. C. and as an economic analyst 
for the Office of Price Administration. 

Long active in the affairs of the New 
York City Association, Miss Sundelson 
has served as contributing editor, de- 
partment editor. and editor-in-chief of 
the association’s official monthly publica- 
tion, “The Bulletin’; as a member of 
the board of directors; as chairman of 





Pictured above is Vera Sundelson, sales congress chairman, with some of het 
company’s home office officials: Left to right—John M. Hines, 2nd vice president, 
Equitable Society; Margaret Carlsen, president, New York CLU Chapter; Ralph M. 
Thykeson, Equitable vice president; Mrs. Sundelson; Eugene D. Badgley, director, 
special service division, Equitable; Joseph H. Morrow, field vice president, Equitable. 


John FE. North 


(Continued from Page 14) 


A. & S. protection, come right to the 
point and ask him if he could get by 
on $200 a month. If his response is 
‘yes,’ start writing the application.” 


Ability to Overcome Fear 


The speaker then discussed the ability 
to overcome fear, the second ingredient 
of the magic power in selling. He ex- 
plained that “it started early in our 
lives when we were taught protective 
measures against fear, and it has con- 
tinued to crop up in our business lives.” 
He put the question: “How are you 
going to develop the ability to control 
or overcome these fears? 

“Actually fear is the anxiety of not 
acquiring that which we started out to 
acquire. We all have 13 billion brain 
cells. How can we use them to the best 
advantage? Certainly not by worrying 
about something which may never hap- 
pen. Concentrate these cells on finding 
the solution to the things we really want 
in life.” 

Mr. North referred to “an unseen 
cord” between the salesman and_ his 
prospect, saying: “He will sense quickly 
if we present our proposal to him in 
a negative fashion. After all, if we 
spend our energy on negatives we will 
get that way in everything we do. So, 
acquire the habit of thinking positively.” 


The Will to Succeed 


As the final ingredient, the will to 
succeed was described by Mr. North 
as the quality which successful men and 
women possess and which signifies that 
they have a definite goal in life and 
are confident of realizing their objective. 
“Without that goal we will not succeed,” 
he stated. So his final word of advice 
was to set certain objectives, work un- 
ceasingly toward them, and in so doing 
“you will sell more life and A. & S. 
insurance than ever before in your lives.” 





various committees; and as a member 
of the faculty of the Monthly Life 
Agents’ Training Qualification Course. 
She is also a member of the _ public 
information committee of NALU, New 
York City League of Life Insurance 
Women and the NALU Women Lead- 
ers’ Round Table. 
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GEORGE P. BURKE, JR. 


Appointments of George 
Jr., and J. Harold Talbot, Jr., 
directors of the Group Pensions Divi- 
sions have been announced by Massa- 
chusetts Mutual Life. f 

An alumnus of Northeastern University, 
Mr. Burke launched his life insurance 
career as a clerk with the Massachusetts 
Mutual in 1951. He was named Group 
underwriter in 1954 and manager of the 
underwriting and contract section, Group 
Pensions Division, in 1956. 


as assistant 


P. Burke, 


J. HAROLD TALBOT, JR. 


Mr. Talbot holds bachelor’s and 
master’s degrees, respectively, from Am- 
herst College and Brown University, and 
has done graduate work at University of 
Massachusetts. He also entered life in- 
surance as a clerk with Massachusetts 
Mutual in 1951 and was appointed man- 
ager of the administrative secton, Group 
Pensions Division, in 1956. 

Both men are members of the New 
England Pension and. Profit-Sharing 
Discussion Group and Mr. Burke is cur- 
rently secretary of that : organization. 
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business expansion. The company enters its 89th year 
of public service justifiably proud of its representatives 
and the product they market—personal and family 
protection and security through life insurance. 


HIGHLIGHTS OF THE YEAR 


New life insurance sold during 1958: $990,409,536. 
Life insurance in force at Dec. 31st, 1958: $8,357,666,274. 
Assets at Dec. 31st, 1958: $2,214,955,531. 
Liabilities at Dec. 31st, 1958: $2,054,863,562. 


Paid to Sun Life policyholders and beneficiaries 
during 1958: $159,337,179. 


Total benefits paid since organization: $3,455,292,753. 
Dividends payable to policyholders in 1959: $36,261,000. 


A copy of the Sun Life Annual Report for 1958 is being sent to policyholders. 


SUN LIFE ASSURANCE COMPANY OF CANADA 
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Barry Reports Steady Growth 
For Reserve Life in 1958 


. H. Barry, president of Reserve 
Life of Dallas, reported to stockholders 
at the company’s annual meeting that 
1958 was another year of increases, 
bearing out his prediction of a year ago 
He pointed out that this continuing 
growth “is evident in all phases of Re- 
serve Life’s operation.” 

Highspotting the results he said: 

“Total assets increased from $55,774,194 
to $62,536,060, a gain of $6,761,865 

“Surplus and capital funds increased 
from $27,032,018 to $30,721,234, up $3,689,- 
215 in just one year. 

“Premium income, the important yard- 
stick for any life and disability company, 
went up from $47,194,564 to $51,126,065, 
an increase of $3,931,501.” 


Life Insurance in Force Topped 


$140 Million 


Mr. Barry noted that life insurance 
in force increased from $125,130,608 at 
the end of 1957 to $140,651,649 as of 
December 31, 1958, an increase of $15,- 
521,041. He attributed much of this 
growth “to a modern portfolio of com- 
petitive par and non-par life policies,” 
and the public’s confidence in the com- 
pany. 

Mr. Barry also spoke of the safety 


Reinsures Seminole Life 

Walter H. Lenhard, Jr., president of 
Quaker City Life of Philadelpha, an- 
nounced the reinsurance and assumption 
of all the weekly Industrial life, acci- 
dent and health, hospitalization and 
Ordinary insurance business of the 
Seminole Life of West Palm Beach, 
Florida, in the Miami, Ft. Lauderdale, 
Lakeland and Orlando areas. 

This most recent acquisiton is con- 
sistent with Quaker City’s policy of p!an- 
ned expansion. It increases the number 
of agents servicing Florida policyhold- 
ers by 40% and gives the company broad 
coverage in Florida where it is now 
operating branch offices in Miami, Or- 
lando, Fort Lauderdale, Jacksonville, 
Tampa and Homestead. 





margin reflected in Reserve Life’s state- 
ment. “We have always made it a policy 
to provide a strong safety margin for 
any contingency. Our capital funds last 
year provided $1.94 of resources for 
every $1 of liabilities. We are even 
stronger this year with a $1.96 to $1 
ratio.” 

In reporting on benefit payments to 
policyholders, Mr. Barry said that during 
1958 Reserve Life had paid an average 
of over $100,000 every working day. 











Announcing — 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 

Father Age 30-$5,000; Mother Age 30-$1,000. 

All Children and New Arrivals—$1,000. All this for one 
LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


$225 Million in Force in 6 Years of Active Operation. 


SGENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 






































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
Policy Death Paid- Cash Paid- Cash 
Year Benefit up or Death up or 
End Insurance Loan Benefit Insurance Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 . 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 

















ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (gq) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 


in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 
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Adding a “best seller” 
to a history of service 


Nineteen FIFTY-EIGHT was indeed a “best seller” 
for Provident Mutual. In this, the 94th year of its 
history, the Company established new records in 
sales, and increased its services to the policyowners; 
Provident Mutual insurance in force increased to 
$2,301,000,000. 


The wide range of new Provident Mutual pro- 
grams developed during 1957, and backed by enthu- 
siastic and informed representatives, accounted for 
the Company’s well-defined growth pattern of 1958. 
Sales of individual life policies reached an unprece- 
dented $234 million, exceeding by 26% the previous 
all-time high. In the broad field of group insurance, 
the Company continued to expand its life, accident 





and health insurance and pension coverages. 


This record of a record year reaffirms, with 
strength and simplicity, Provident Mutual’s con- 
tinuing objective: 


to provide the best in modern insurance pro- 
tection, at the most economical cost possible, 
for the thousands of men and women who buy 
insurance—and to render, through trained 
Provident Mutual representatives, the personal 
and individual service that best meets their 
needs. 


The results of 1958 afford tangible evidence of how 
well Provident Mutual is fulfilling that responsibility. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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| Annual Sales Congress of New York City Association 








Dan Coakley, Boston, Gives Techniques 


In Selling Business Keyman Insurance 


As the final speaker on the Sales 
Congress program Daniel H. Coakley, 
MDRT member who is a New York Life 
agent in Boston, gave an inspirational 
lift to his audience in his concept of 
“Package Selling—Advanced Life Under- 
writing Ideas.” In introducing him Vera 
Sundelson spoke of his achievement in 
writing over $1,000,000 year after year 
and said that in 1958 Is paid-for was 
$4,000,000 on 88 lives, exclusive of Group. 
He is tireless in his pursuit of stream- 
lining and modernizing sales presenta- 


tions, she said. 
At the outset of his talk Mr. Coakley 
said that the sales ideas, which seem 


new today are actually the old ones in 
new garb. “Fundamentally we are all 
doing what the old-timers did years ago. 
When I started out in 1946 I was for- 


tunate to receive this good advice: ‘Make 
sure you get the habit of attending life 
underwriters’ meeting.’ I have observed 
this practice over the years, never miss- 
ing these gatherings or the meetings of 
the Million Dollar Round Table. One of 
the first speakers I heard was Irving 
Bendiner of Philadelphia, whose facile 
line and sense of humor fascinated me. 
He had a definite effect on the past 
12 years of my life.” 

Although good work habits are of tre- 
mendous importance, Mr. Coakley said 
that fundamentally the most important 
thing is to acquire a love of one’s busi- 
ness and a love of life insurance. He 
maintained that a life insurance agent 
should believe in his product to the ex- 
tent that he owns proportionately more 
of it than he sells. He also insists that 
the agent’s love of his business should 
be likened to that of a missionary’s zeal 





ARE YOU AS SUCCESSFUL 
AS YOU WANT TO BE? 


BE YOUR OWN 
GENERAL AGENT! 


Postal’s Agency Expansion Program provides 
: an unusual opportunity for the qualified man 











| IF YOU ARE 
| 


. currently writing at least a 
half million dollars annually 


a potential executive—or have 
had previous experience as 
an agency supervisor or an 
assistant manager 


. located in Connecticut, Dela- 
ware, District of Columbia, 
Illinois, Indiana, Maryland, 
New York, Pennsylvania or 
Virginia 








POSTAL OFFERS YOU 





.. aneffective and unusual program 


for securing business for your 
agency. 

a fully integrated development 
program including Home Office 
indoctrination, frequent agency 
visits, annual conferences, agency 
conventions and management 
schools, 


the prestige of a 53-year-old New 
York company whose complete 
line of highly competitive con- 
tracts plus sound and liberal | 
underwriting has helped its agents | 
break all sales records in 1958. | 














GET THE COMPLETE POSTAL SUCCESS STORY... 


Find out what opportunities await you as a Postal 
General Agent! Write today—in complete confidence 
of course—to Donald L. Smith, Director of Agencies. 


POSTAL LIFE 


Srswrance (lompary, 


GEorGE Kotopny, President 


511p FIFTH AVENUE, NEW YORK 17, N.Y. 


for his calling. He quoted Isaac Kibrick, 
famous New York Life agent of Boston, 
as saying that “we are underwriting 
men’s dreams.” 


Generous With Prospecting Ideas 


Mr. Coakley recommended to his audi- 
ence that they acquire the habit of regu- 
lar reading. He mentioned among others 
a recent article by W. Robert Jenkins, 
president of Columbian Mutual Life, 
which if read carefully could not help 
but inspire agents to do a bigger and 
better job of selling. He then said: 

“Your job is to get the names of peo- 
ple in your community whom you feel 
to be likely prospects for life insurance. 
Find out all you can about them before 
you put them on your list. The more 
‘case history’ you have the better. Actu- 
ally, your job has just begun when you 
have -done this preliminary work. The 
big problem is to get to meet them 
under the most favorable auspices.” 

Mr. Coakley admitted that early in 
his life insurance career he fell into 
the bad habit of sticking in the office, 
or going out for coffee, when he should 
be out in the field making calls. Then, 
in 1950, he woke up to the fact that 
he would never make a success unless 
he spent practically all of his time in 
the field. Since then he has not sold a 
single policy in his own office. 

Even when he has dictation to give to 
his secretary he will ask her to meet 
him at Hotel Statler, Boston, and give 
her his letters right in the main lobby‘ 


Talks With People All Day Long 


In the first year that he hit the million 
dollar mark and achieved membership 
in MDRT it was not because of having 
more knowledge than other life insur- 
ance agents. Mr. Coakley maintained 


that it was the result of better work 
habits, meeting new people and talking 
them all day 


with long. He said: “I 


VYVVVVVVVVVVVVV 


OPPORTUNITY 


For those who want and deserve the 
best in new challenging positions with 
top Companies who are utilizing our 
more than 20 years of insurance re- 
cruiting know-how to staff their ex- 
panding operations. 


Write us in confidence. We have a 
full line of openings in all phases of 
home office operations—life, accident 
and health, group, fire and all casualty 
lines. 

""FROM TRAINEE TO EXECUTIVE" 
Salaries from $6,500 to $21,000 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 
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don’t close five sales a day but I do 
talk with 15 to 20 people every day. 
I make a point of being at places where 
people congregate. It may be a meeting 
at a hotel or private club, or in a res- 
taurant. I keep myself exposed con- 
stantly. I always have a date for lunch 
and while eating I can’t resist the temp- 
tation of table hopping if I see someone 
I know.” 

He spoke about a tax letter which he 
sends out monthly to 300 people. He 
doesn’t have the time to follow up all 
these names with personal calls but he 
is convinced that the letter pays for 
itself because when meeting new people 
they will often tell him that his tax 
advice has been helpful. 

As to his daily routine, 


(Continued on Page 23) 


he said: “I 




















Assistant to General Agent 
“A Stepping Stone for a Go-Getter” 


Please don’t pass up answering this ad if you 
have your heart set on a bright future with a pro- . 
gressive downtown New York agency of one of ; 


America’s leading life insurance companies. 


We have an opening for a "go-getter" as Assistant 
to the General Agent. The right man must possess 
the know-how to keep our present brokers happy 
and to make new brokerage contacts. 


We'll pay the man we select a good salary plus 
commission on his personal business. And if he 
makes good it will lead in a few years to a top post, 


possibly that of General Agent, in our agency. 


If interested in this attractive opportunity send 
full details about yourself to Box 2688, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 
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New York City Sales 


Congress 





Dr. John H. Furbay 
Dr. John H. Furbay graduated from 


ithe Ohio State University, New York 


University (M.A.) and Yale University 
(Ph.D.) and these studies led him to 
professorships in several universities, 
culminating in the presidency of the 
College of West Africa in Monrovia, 
Liberia. He could have rested there and 
faced possible educational oblivion but 


'for his wide and energetic talents which 


found him subsequently associated with 
the U. S. Embassy in Costa Rica and 
Columbia. During World War II, he 
served as a colonel for special assign- 
ments during the North African inva- 
sion. Add to the above such variegated 
activities as syndicated newspaper col- 
umnist; guest lecturer at the World 
Seminar in Geneva, Switzerland; di- 
rector of the Casa Pan-American at 
Mills College; and senior specialist for 
the United States Office of Education 
and you have a few of the factors mak- 
ing for this fascinating personality. As 
director of the Cultural and Educational 
program of Trans-World Airlines, he 
travels a quarter of a inillion miles a 
year, covering 25 countries and four con- 
tinents. He has delivered 66 lectures in 
65 days in these 25 countries and his 
knowledge of several languages and easy 
intimacy with the world have made him 
known as the “philosopher with the 
world reach.” Coupled with this back- 
ground is a fine stage presence, irrepres- 
sible wit, a flare for the dramatic and a 
shrewd talent for evaluation. 

Arthur F. Priebe 


Arthur F. Priebe, CLU, entered the 
life insurance business with the Penn 
Mutual Life in 1935 as an agent and 
has never had any other company affiia- 
tion. He received his Chartered Life 
Underwriter designation in 1939, and is 
a life member of the Million Dollar 
Round Table. He has been a qualifying 
member of that exclusive production 
dub for 13 years and was its national 
chairman in 1956. Mr. Priebe has ad- 
dressed local life underwriters’ associa- 
tions from Nova Scotia to Victoria, and 
Vermont to Honolulu. He has appeared 











on advanced underwriting seminars at 
the Universities of Purdue, Kansas, II- 
lnois, Wisconsin, Tennessee and British 
Columbia. For a period of 12 years he 
has described his programming methods 
m every class to graduate from the 
Extension Division of Purdue University 
in Life Insurance Marketing. His early 
history in the life insurance profession 
Was extremely disheartening to him as 
te made slightly over $1,200 in his first 
year in the business. Mr. Priebe has 
tarned the National Quality Award every 
year since its inception and enjoys a 
tmarkable persistency record. He wrote 
3 lives in 1956 and 203 lives in 1957. 
His total production for 1958 was nearly 
million on 321 lives. 


John E. North 


John E. North began his life insurance 
ateer in 1936, with The Prudential in 
te home office in Newark. He later 
Ptcame a district agent in Cleveland, 
where he was one of the area’s leading 
ll@ insurance producers. He was ap- 
hinted field supervisor for the entire 
‘yd England area in 1945 for the Loyal 
‘otective Life Insurance Co. He joined 
¢ Paul Revere Life Insurance Co. of 
‘orcester, Mass., four years later as 
“tector of field training. He left that 
sition to return to The Prudential as 
tector of sickness and accident sales 
11951. He was elevated to the position 
director of agencies in 1956. Mr. 









Careers Of Sales Congress Speakers 


North has specialized in sickness and 
accident insurance throughout most of 
his career. He has conducted many 
training clinics on sickness and accident, 
and hospital and surgical protection and 
is recognized as an authority in this 
field 


Charles C. Robinson 

Charles C. Robinson entered the life 
insurance business in 1921 as an agent 
for the Aetna Life operating in western 
Michigan and in Pittsburgh. Before he 
left the Aetna in 1929, he was elevated 
to assistant general agent. For the next 
13 years he was editor, The Insurance 
Salesmen Magazine; author of several 
books on life insurance and selling, and 
of the Life Agent’s Qualification Hand- 
book; and co-author with Robert Osler 
of The Life Insurance Handbook. He 
served as an officer in the Army Air 
Force from 1942 to 1945, and upon his 
release from service became connected 


with the Guardian Life as director of 
public relations. Mr. Robinson became 
vice president of Columbian National 
in 1948, and served in that capacity 
until 1955. He has served as chairman 
of the public relations committee of 
the Life Insurance Agency Management 
Association and is currently a communi- 
cations consultant to numerous life in- 
surance companies; author and publisher 
of specialized monthly letters used by 
agents and general agents. 


Daniel H. Coakley 


Daniel H. Coakley graduated from 
(Continued on Page 23) 





J. ARTHUR COPE entered the life insurance business as Agent in 1936. He became Home Office Agency Assistant; and later served 






...the man who thinks he knows all that’s to be learned is 
losing important selling opportunities. What he knew yes- 
terday isn’t enough to keep up with competition today.” 


“That’s a pitfall any salesman can drop into easily enough, 
Mr. Cope. How do you help your producers avoid it?” 


“By actually showing them how much they have to learn, 


no matter how long they’ve been selling. Berkshire’s con- 
tinuous Training Program does this successfully by using 
such advanced techniques as Cinematic Learning. This 
enables the Agent himself to pinpoint his own competitive 


weaknesses and helps him overcome them. The program 


makes it possible to continuously improve and increase 


production and income.” 


“That sounds like the sort of program that makes the 
difference between a job and an opportunity.” 


isn’t a ie 
‘know-it-all’s’ » 
business..4.3 7) 


Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. » A MUTUAL COMPANY + 1851 


as Assistant Manager in Detroit, and in Hartford. He was appointed General Agent in Hartford for Berkshire Life Insurance Co. in 1953. 








“Right. And you set the limits of that opportunity accord- 
ing to your desire and ability to grow with a Company whose 
108-year reputation for sound management and service to 
policyowners has attracted some of the industry’s finest 
Home Office and Field Management men. I would advise any 
young man who seeks a future in Life Insurance that 
today Berkshire offers the greatest potential for per- 


sonal growth in 
the industry.”’ 
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Annual Sales Congress of New York City Association 





Dan Coakley, Boston, Gives Techniques 


In Selling Business Keyman Insurance 


As the final speaker on the Sales 
Congress program Daniel H. Coakley, 
MDRT member who is a New York Life 
agent in Boston, gave an inspirational 
lift to his audience in his concept of 
“Package Selling—Advanced Life Under- 
writing Ideas.” In introducing him Vera 
Sundelson spoke of his achievement in 
writing over $1,000,000 year after year 
and said that in 1958 his paid-for was 
$4,000,000 on 88 lives, exclusive of Group. 
He is tireless in his pursuit of stream- 
lining and modernizing sales presenta- 
tions, she said. 

At the outset of his talk Mr. Coakley 
said that the sales ideas, which seem 
new today are actually the old ones in 
new garb, “Fundamentally we are all 
doing what the old-timers did years ago. 
When I started out in 1946, I was for- 


tunate to receive this good advice: ‘Make 
sure you get the habit of attending life 
underwriters’ meeting.’ I have observed 
this practice over the years, never miss- 
ing these gatherings or the meetings of 
the Million Dollar Round Table. One of 
the first speakers I heard was Irving 
Bendiner of Philadelphia, whose facile 
line and sense of humor fascinated me. 
He had a definite effect on the past 
12 years of my life.” 

Although good work habits are of tre- 
mendous importance, Mr, Coakley said 
that fundamentally the most important 
thing is to acquire a love of one’s busi- 
ness and a love of life insurance. He 
maintained that a life insurance agent 
should believe in his product to the ex- 
tent that he owns proportionately more 
of it than he sells. He also insists that 
the agent’s love of his business should 
be likened to that of a missionary’s zeal 





ARE YOU AS SUCCESSFUL 
AS YOU WANT TO BE? 


BE YOUR OWN 
GENERAL AGENT! 


Postal’s Agency Expansion Program provides 
an unusual opportunity for the qualified man 








IF YOU ARE 





. currently writing at least a 
half million dollars annually 


«++ a potential executive—or have 
had previous experience as 
an agency supervisor or an 
assistant manager 


located in Connecticut, Dela- 
ware, District of Columbia, 
Illinois, Indiana, Maryland, 
New York, Pennsylvania or 
Virginia 








POSTAL OFFERS YOU 





eee 


an effective and unusual program 
for securing business for your 
agency. 








. a fully integrated development 
program including Home Office 
indoctrination, frequent agency 
visits, annual conferences, agency 
conventions and management 
schools, 


the prestige of a 53-year-old New 
York company whose complete 
line of highly competitive con- 
tracts plus sound and liberal 
underwriting has helped its agents 
break all sales records in 1958. 











GET THE COMPLETE POSTAL SUCCESS STORY... 


Find out what opportunities await you as a Postal 
General Agent! Write today—in complete confidence 
of course—to Donald L. Smith, Director of Agencies. 


POSTAL LIFE 


_Preswrunce Company, 


GerorcE Kotopny, President 


511D FIFTH AVENUE, NEW YORK 17, N.Y. 





for his calling. He quoted Isaac Kibrick, 
famous New York Life agent of Boston, 
as saying that “we are underwriting 
men’s dreams.” 


Generous With Prospecting Ideas 


Mr. Coakley recommended to his audi- 
ence that they acquire the habit of regu- 
lar reading. He mentioned among others 
a recent article by W. Robert Jenkins, 
president of Columbian Mutual Life, 
which if read carefully could not help 
but inspire agents to do a bigger and 
better job of selling. He then said: 

“Your job is to get the names of peo- 
ple in your community whom you feel 
to be likely prospects for life insurance. 
Find out all you can about them before 
you put them on your list. The more 
‘case history’ you have the better. Actu- 
ally, your job has just begun when you 
have -done this preliminary work. The 
big problem is to get to meet them 
under the most favorable auspices.” 

Mr. Coakley admitted that early in 
his life insurance career he fell into 
the bad habit of sticking in the office, 
or going out for coffee, when he should 
be out in the field making calls. Then, 
in 1950, he woke up to the fact that 
he would never make a success unless 
he spent practically all of his time in 
the field. Since then he has not sold a 
single policy in his own office. 

Even when he has dictation to give to 
his secretary he will ask her to meet 
him at Hotel Statler, Boston, and give 
her his letters right in the main lobby‘ 


Talks With People All Day Long 


In the first year that he hit the million 
dollar mark and achieved membership 
in MDRT it was not because of having 
more knowledge than other life insur- 
ance agents. Mr. Coakley maintained 


that it was the result of better work 
habits, meeting new people and talking 
with them all day long. He said: “I 
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OPPORTUNITY 


For those who want and deserve the 
best in new challenging positions with 
top Companies who are utilizing our 
more than 20 years of insurance re- 
cruiting know-how to staff their ex- 
panding operations. 

Write us in confidence. We have a 
full line of openings in all phases of 
home office operations—life, accident 
and health, group, fire and all casualty 
lines. 

"FROM TRAINEE TO EXECUTIVE" 
Salaries from $6,500 to $21,000 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 
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don’t close five sales a day but I do 
talk with 15 to 20 people every day. 
I make a point of being at places where 
people congregate. It may be a meeting 
at a hotel or private club, or in a res- 
taurant. I keep myself exposed con- 
stantly. I always have a date for lunch 
and while eating I can’t resist the temp- 
tation of table hopping if I see someone 
I know.” 

He spoke about a tax letter which he 
sends out monthly to 300 people. He 
doesn’t have the time to follow up all 
these names with personal calls but he 
is convinced that the letter pays for 
itself because when meeting new people 
they will often tell him that his tax 
advice has been helpful. 

As to his daily routine, he said: “I 


(Continued on Page 23) 

















Assistant to General Agent 
“A Stepping Stone for a Go-Getter” 


Please don’t pass up answering this ad if you 
have your heart set on a bright future with a pro- 
gressive downtown New York agency of one of 


America’s leading life insurance companies. 


We have an opening for a "go-getter" as Assistant 
to the General Agent. The right man must possess 
the know-how to keep our present brokers happy 
and to make new brokerage contacts. 


We'll pay the man we select a good salary plus 
commission on his personal business. And if he 
makes good it will lead in a few years to a top post, 
possibly that of General Agent, in our agency. \4 


If interested in this attractive opportunity send 
full details about yourself to Box 2688, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 
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New York City 


Sales Congress 





Careers Of Sales Congress Speakers 


Dr. John H. Furbay 
Dr. John H. Furbay graduated from 
the Ohio State University, New York 
University (M.A.) and Yale University 
(Ph.D.) and these studies led him to 


professorships in several universities, 


culminating in the presidency of the 


‘College of West Africa in Monrovia, 


Liberia. He could have rested there and 
faced possible educational oblivion but 
for his wide and energetic talents which 
found him subsequently associated with 
the U. S. Embassy in Costa Rica and 
Columbia. During World War II, he 
served as a colonel for special assign- 
ments during the North African inva- 
sion. Add to the above such variegated 
activities as syndicated newspaper col- 
umnist; guest lecturer at the World 
Seminar in Geneva, Switzerland; di- 
the Casa Pan-American at 
Mills College; and senior specialist for 
the United States Office of Education 
und you have a few of the factors mak- 
ing for this fascinating personality. As 


‘director of the Cultural and Educational 


program of Trans-World Airlines, he 
travels a quarter of a inillion miles a 
year, covering 25 countries and four con- 
tinents. He has delivered 66 lectures in 
65 days in these 25 countries and his 
knowledge of several languages and easy 
intimacy with the world have made him 
known as the “philosopher with the 


‘world reach.” Coupled with this back- 


ground is a fine stage presence, irrepres- 
sible wit, a flare for the dramatic and a 


‘shrewd talent for evaluation, 


Arthur F. Priebe 


Arthur F. Priebe, CLU, entered the 
life insurance business with the Penn 
Mutual Life in 1935 as an agent and 
has never had any other company affiia- 
tion. He received his Chartered Life 
Underwriter designation in 1939, and is 
a life member of the Million Dollar 
Round Table. He has been a qualifying 
member of that exclusive production 
club for 13 years and was its national 
chairman in 1956. Mr. Priebe has ad- 
dressed local life underwriters’ associa- 
tions from Nova Scotia to Victoria, and 
Vermont to Honolulu. He has appeared 
on advanced underwriting seminars at 
the Universities of Purdue, Kansas, II- 
linois, Wisconsin, Tennessee and British 
Columbia, For a period of 12 years he 
has described his programming methods 
in every class to graduate from the 


| Extension Division of Purdue University 


in Life Insurance Marketing. His early 
history in the life insurance profession 
Was extremely disheartening to him as 


phe made slightly over $1,200 in his first 


year in the business. Mr. Priebe has 
tarned the National Quality Award every 
year since its inception and enjoys a 
remarkable persistency record. He wrote 


225 lives in 1956 and 203 lives in 1957. 


Is total production for 1958 was nearly 


8 million on 321 lives. 


John E. North 


John E. North began his life insurance 
Career in 1936, with The Prudential in 
the home office in Newark. He later 


became a district agent in Cleveland, 


Where he was one of the area’s leading 


life insurance producers. He was ap- 
Pointed field supervisor for the entire 


New England area in 1945 for the Loyal 
Totective Life Insurance Co. He joined 


the Paul Revere Life Insurance Co. of 


Worcester, Mass., four years later as 
rector of field training. He left that 
position to return to The Prudential as 
itector of sickness and accident sales 
i 1951. He was elevated to the position 
% director of agencies in 1956. Mr. 


North has specialized in sickness and 
accident insurance throughout most of 
his career. He has conducted many 
training clinics on sickness and accident, 
and hospital and surgical protection and 
is recognized as an authority in this 
field. 


Charles C. Robinson 

Charles C. Robinson entered the life 
insurance business in 1921 as an agent 
for the Aetna Life operating in western 
Michigan and in Pittsburgh. Before he 
left the Aetna in 1929, he was elevated 
to assistant general agent. For the next 
13 years he was editor, The Insurance 
Salesmen Magazine; author of several 
books on life insurance and selling, and 
of the Life Agent’s Qualification Hand- 
book; and co-author with Robert Osler 
of The Life Insurance Handbook. He 
served as an officer in the Army Air 
Force from 1942 to 1945, and upon his 
release from service became connected 


with the Guardian Life as director of 
public relations, Mr. Robinson became 
vice president of Columbian National 
in 1948, and served in that capacity 
until 1955. He has served as chairman 
of the public relations committee of 
the Life Insurance Agency Management 
Association and is currently a communi- 
cations consultant to numerous life in- 
surance companies; author and publisher 
of specialized monthly letters used by 
agents and general agents. 


Daniel H. Coakley 


Daniel H. Coakley graduated 
(Continued on Page 23) 


from 





J. ARTHUR COPE entered the life insurance business as Agent in 1936. He became Home Office Agency Assistant; and later served 
as Assistant Manager in Detroit, and in Hartford. He was appointed General Agent in Hartford for Berkshire Life Insurance Co. in 1953. 
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...the man who thinks he knows all that’s to be learned is 
losing important selling opportunities. What he knew yes- 
terday isn’t enough to keep up with competition today.” 


“That's a pitfall any salesman can drop into easily enough, 
Mr. Cope. How do you help your producers avoid it?” 


“By actually showing them how much they have to learn, 
no matter how long they’ve been selling. Berkshire’s con- 
tinuous Training Program does this successfully by using 
such advanced techniques as Cinematic Learning. This 
enables the Agent himself to pinpoint his own competitive 
weaknesses and helps him overcome them. The program 
makes it possible to continuously improve and increase 
production and income.” 


“That sounds like the sort of program that makes the 
difference between a job and an opportunity.” 


“Insurance a ae | 
isn’t a ee 
a 


‘know-it-all’s 


business... 3, 












“Right. And you set the limits of that opportunity accord- 
ing to your desire and ability to grow with a Company whose 
108-year reputation for sound management and service to 
policyowners has attracted some of the industry’s finest 
Home Office and Field Management men. I would advise any 
young man who seeks a future in Life Insurance that 
today Berkshire offers the greatest potential for per- 

sonal growth in 

the industry.”’ 
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LIFE INSURANCE ; CoO. 


Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President oe 
PITTSFIELD, MASS. * A MUTUAL COMPANY « 1851 by — 
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Scamell and Quinlan Get 
New Life Co. of NA Posts 


Two promotions in the Group depart- 
ment of Life Insurance Co. of North 
America have been announced by Milton 
F. Chauner, Group vice president. 

Vincent 


A. Scamell has ‘been ap- 





VINCENT A. SCAMELL 


pointed manager of Group services and 
John J. Quinlan has been named man- 
ager of Group sales. 

Mr. Scamell will serve as special as 





JOHN J. QUINLAN 


sistant to Mr. Chauner and as operations 
head of the various Group divisions in 
the home office. Mr, Quinlan will be in 
charge of company’s 10 Group field 
offices across thé country and will also 
work with the home office Group divi- 
sions. The two new posts have been 
created in order to expedite, and co- 
ordinate the company’s growing Group 
activity. 

Mr. Scamell has been director of 
Group field service since January 1958. 
A graduate of Rutgers University, he 
is a veteran of 10 years experience in 
the Group insurance field. 

Mr, Quinlan spent 10 years in Group 
field management in several territories 
and in sales work with agents and 
brokers before joining Life Insurance 
Co. of North America in October 1957. 
For the past 15 months he has been 
Group regional manager in the Phila- 
delphia Metropolitan service office. He 
is treasurer of the Philadelphia Group 
Representatives Association. He is a 
graduate of Admiral Farragut Academy 
and Amherst College. 


Colonial Life Appoints 
Massey in Lancaster, Pa. 


The opening of a new Colonial Life 
Ordinary branch office in Lancaster, Pa., 
and the appointment of Norman G. 
Massey, Jr., CLU, as manager were 
announced by Richard B. Evans, presi- 
dent. The Lancaster office will serve 
the following counties in eastern Penn- 
sylvania: Adams, Cumberland, 
Dauphin, Lancaster, Lebanon and York. 

Mr. Massey has been associated with 
the life insurance business in Lancaster 
County since 1938 when he began his 
career with the Metropolitan Life, Later 
he was promoted to office account repre- 
sentative in the Lancaster district for 
that company. 

Prior to joining Colonial, Mr. Massey 
was a district manager with the Jeffer- 
son Standard Life. 

During World War II, he served with 
the Army for 3% years in the Asiatic 
Pacific Theatre. 

Active in the Lancaster Life Under- 
writers Association, he is an LUTC 
instructor and recently qualified for the 
Chartered Life Underwriter designation 
of the American College of Life Under- 
writers. He is also a member of the 
Lancaster Kiwanis Club, 


Berks, 





CASE 


SPECIALISTS 





TOUGH  Bernarp A. HAAS AGENCY 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3963 





Asst. Agencies Director 


For Midland Mutual Life 


Robert E. Richard has joined Mid- 
land Mutual Life as assistant director of 
agencies at the home office in Columbus, 


Ohio. 

Mr. Richard comes to Midland Mutual 
with a broad personal insurance back- 
ground covering 23 years in both field 
and home office work. He was with 
Security Mutual of Binghamton, N. Y. 
for 18 years, most recently as super- 
intendent of agencies. 

A New Jersey native, Mr. Richard was 
graduated from the New York State In- 
stitute of Arts and Sciences. During 
World War II, he saw almost five years’ 
Army service. He has been active in 
many community and insurance industry 
organizations, including the public re- 
lations committee of Life Insurance 
Agency Management Association. 
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Equitable Life 





Like the “Key to Security”, the “Key to Business 
is designed to help you do a better and 
sounder job of selling. It decisively dramatizes the 
business insurance needs of the sole proprietor, 
the partnership, the close corporation and the key 

man. It is one of many Equitable Life of Iowa’s 
*% widely acclaimed sales aids designed to assist 
ane the Career Life Underwriter along the 
RIGHT ROAD. 
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LIFE INSURANCE COMPANY OF IOWA 
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FOUNDED IN 1867 IN DES MOINES 
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Insured Homeowner 
Mortgages 
Interest Rates per Annum 
One Family Homes | Two Family Homes 





To 19 Yrs. @ 4%4% |To 19 Yrs. @ 5%4% 
To 25 Yrs. @ 5% To 25 Yrs. @ 52% 
Call 
I. ARTHUR YANOFF, General Agent 


202 W. 40th St., New York, N. Y. 
LAckawanna 4-4469 


Eastern Life Insurance Co. of N. Y. 
Home Office: New York, N. Y. 











General Agent at Miami 





D. R. DUCKWORTH 


Security Mutual Life of Binghamton, 
N. Y. has appointed Delbert R. Duck- 
worth as general agent with offices in 
Miami, Fla. Mr. Duckworth joins Se- 
curity Mutual after eight years with 
Massachusetts Indemnity & Life, wit! 
which he was associated first in Rich 
mond, Ind., and later in Miami, Fla. 





LAA Western Meeting 


The second Western Life Insurance 
Advertisers Association Round Table 
will be held in the Ambassador Hotel in 
Los Angeles on May 24, 25, and 26, 
according to Richard W. Marsh, Roun( 
Table chairman and director of adver- 
tising and sales promotion for Califor: 
nia-Western States Life Insurance (Co 

Others on the Planning Committe 
are Wayne Thompson, manager of ad: 
vertising for Western and Southern Life 
Insurance Co.; and Larry Aasen, Pacifi 
Coast representative, New York Lith 
Insurance Co, ; 

Program chairman for the event is # 
Dixon Trueblood, vice president, Occ'f 
dental Life of California. 

The Round Table will get underwé) 
Sunday night, May 24, with registratio 
and a reception. The conference wW! 
feature round table discussions on toplt 





selected by the members. All the sf 
sions will have a “How to Do It” ett 
phasis, Mr. Trueblood said. 4 

The keynote address at the Routé 
Table will be given by Ed Leader, pres: 
dent of the LAA vice president @ 
Bankers Life Company. 
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A statement on “SOUND MONEY and JOBS” 


from New England Life’s Annual Report for 1958 


An era ended in 1958 


America’s position in the world has entered 
a new phase and with it the battle for sound 
money has taken on.a different aspect. 

Let us examine what has happened. The war 
ruined the productive capacity and finances of the 
industrial nations of Western Europe and of 
Japan. As a result, the United States was in a 
unique position. We, and only we, had the facili- 
ties to supply the machinery, equipment and 
much of the capital that the non-communist 
nations needed so desperately. The dollar was in- 
disputably the anchor currency of the world. 

In 1958, however, signs became unmistakable 
that the United States was no longer in a 
sheltered position in international trade and 
finance. No longer were other nations forced to 
turn to us for the goods they needed, regardless 
of our costs and prices, because we were the only 
country that could supply them. By 1958, 
Western Europe and Japan had largely recovered 
and for the most part had restored their curren- 
cies. They were able to compete aggressively 
against us with lower prices in a long list of items. 

One example shows the trend. In 1958 some 
375,000 Americans purchased foreign automo- 
biles in preference to American cars, an increase 
of about 270,000 in two years. In the same period 
exports of American cars dropped to 110,000, 
a loss of nearly 80,000. How many jobs did this 
shift of 350,000 cars — 270,000 more imported, 
80,000 fewer exported — cost Detroit and the 
assembly plants throughout the nation? 

During America’s sheltered period before 
Europe had recovered, we could absorb our in- 
flation of costs and prices and still have high em- 
ployment with few ill effects other than a gradual 
rise in the cost of living. What did it matter if we 
pushed up wages faster than we could improve 
our productive skills? What did it matter if we 
turned more and more to Federal and _ local 
governments for subsidies and increased spend- 
ing? Or if, as a consequence, our taxes kept 
going up? What did it matter if, when we found 
we were spending more than we were earning, we 
artificially created new money so that we could 
borrow it? 

By these practices we put our economy on stilts. 
Last year we discovered that other nations could 


get in underneath us and invade not only foreign 
markets we had thought were ours but the Ameri- 


can market as well. We had priced ourselves out of 


a lot of business and a lot of jobs. 

Faced with the spread between high American 
and low foreign costs, faced with aggressive and 
skillful competition, can our country continue 
to threaten American jobs by raising our costs 
still higher? 

Surely we can procrastinate no longer in com- 
ing to grips with basic issues. Procrastination 
would not only be folly, it could be suicidal. 

First, we must restore confidence in the sound- 
ness of the dollar. It is already weakened, and 
could be destroyed. Our country has been going 
on the theory that the way to maintain prosperity 
is for the government to spend more money. Yet 
what nation, in all history, has ever spent itself 
rich? We must therefore not only balance the 
budget, we must have budget surpluses in pros- 
perous times. 

Finally, we must recognize that the resurgence 
of international competition and our necessity of 
having the means to buy elsewhere essential 
materials we now lack have put America at the 
crossroads. The stake now is not whether we can 
tolerate creeping inflation, be it caused by big 
government, by big business or by big labor. 
Wherever the blame may lie, inflation must be 
stopped, for what is at stake from now on is jobs 
and the dollar itself as the symbol of America’s 
economic and moral strength. 

















OTHER HIGHLIGHTS FROM 
OUR ANNUAL REPORT 


* Average size, new individual policy 
— $10,434 


* New Life Insurance Issued — 
$931 million 


* Total Life Insurance in Force — 


$6.1 billion 


* Net Interest Earned from All In- 
vestments — 3.97%. (After expenses 
but before taxes) 


* Net Interest Earned from New In- 
vestments in 1958 — 4.97% 

* Total Resources $2. billion, 
24 million (A gain of $148 million) 


* Obligations — $1 billion, 880 


million 


* Unassigned Surplus — $143 
million (Not including two Security 
Fluctuation Reserves totalling $79 
million) 


TEN YEAR COMPARISONS 
Reflecting Company Growth 


1958 Income — $270 million — up 
103% over 1948 


1958 Operational Savings — $40.2 
million — up 103% over 1948 


1958 Dividends Apportioned — $33.3 
million — up 141% over 1948 


x we 


DIRECTORS 


O. KELLEY ANDERSON 
Ricuarp P. CHAPMAN 
T. JEFFERSON COOLIDGE 
Rocer C. Damon 
NATHANAEL V. Davis 
H. FrepericK HAGEMANN, Jr. 
MaynarpD HutTcHINsSON 
GEORGE OLMSTED, Jr. 
EpwarpD REYNOLDS 
Georce WILLARD SMITH 
Rosert G. STONE 
WALTER TEBBETTS 











NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1835 





The above statement has been published nationally, in newspapers, as a public service 


to life insurance policyholders and the general public 
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F, W. Hubbell Head of 
Equitable of Ia. Dies 


PROMINENT INDUSTRY LEADER 





45 Years With Des Moines Company 
Founded by His Grandfather; 
Leader in Civic Affairs 


Frederick W. Hubbell, for many years. 
prominent as a leader in the life in- 
surance business, a distinguished citizen 
of his native Iowa and president of the 
Equitable Life of Iowa for 20 years, 
died at Fort Lauderdale, Florida, March 
13. His age was 67. Mr. and Mrs. 


FREDERICK W. HUBBELL 


Hubbell had gone to Florida about two 

weeks ago. He had been ailing recently, 

but had continued his normal activity 

as chief executive of Equitable of Iowa. 
Industry Posts 

Mr. Hubbell held some of the most 
important positions in the insurance 
industry. They included being president 
of American Life Convention in 1954 
and chairman of Institute of Life In- 
surance in 1950-51. He was chairman of 
joint Life Insurance Association of 
America and ALC committee on valua- 
tion of assets for six years and three 
additional years as a member of the 
committee after leaving chairmanship, 
and for four years was on monetary 
affairs committee. He had been on execu- 
tive committee of old Association of Life 
Insurance Presidents. 

He was president of the Greater Des 
Moines Committee in 1939; president of 
the Edmundson Art Foundation from 
1949 through 1951, and continued as a 
member of the board. 

Mr. Hubbell was an officer director of 
F. M. Hubbell Son and Co. and a 
director of the Bankers Trust Co. and 
Iowa Power and Light Co. of Des 
Moines, and the Maytag Co. of Newton. 

Noted Cattle Breeder 

His great hobby and avocation was 
raising prize-winning Shorthorn cattle, 
which he carried on for 27 years from 
1927 to 1954 on his 420-acre Helfred 
Farms on Army Post Road five miles 
west of the Des Moines Municipal 
Airport. The famed herd of purebred 
Shorthorn cattle was broken up in a 
dispersion sale at the Iowa State Fair 
grounds November 19, 1954. The prize 
cattle went to new owners throughout 
Iowa and states as far away as Okla- 
homa and Maryland. 

45 Years with Equitable of Iowa 

Mr. Hubbell had been president of 
the Equitable since 1939; was its ninth 
president; and its oldest employe in 
length of service. In his 45 years with 
the company he saw it grow from less 
than $100 million of life insurance in 
force to more than $1,600,000,000. 

The company was founded in 1867 bv 
his grandfather, the late Frederick M. 
Hubbell, and a smal] group of other 


Helps Finance Supermarkets 


1645 Rollins Road, Inc., of Burlingame, 
Cal., a subsidiary of Purity Stores, Ltd., 
supermarket chain, received $3,500,000 of 
expansion financing from the Massachu- 
setts Mutual Life according to F. J. Van 
Stralen, CLU, the company’s general 
agent in San Francisco, The Massachu- 
setts Mutual purchased secured notes 
due in 1983. The new investment brings 
holdings by the Massachusetts Mutual in 
California companies to $84,000,000, the 
general agent said. 





Des Moines pioneers. Frederick W. 
Hubbell’s father, the late Frederick C. 
Hubbell, was president and filled other 
executive posts in his 40 years with the 
company. Thus, Frederick W. Hubbell 
was the third-generation member of the 
family in the company presidency. He 
was associated with the Equitable Life 
of Iowa during his entire business career. 

Mrs. Hubbell is the former Helen L. 
Clark of Minneapolis. They were mar- 
ried in Minneapolis on June 19, 1915. 
Mrs, Hubbell and one daughter, Helen 
Ann, survive. The daughter, Mrs. Richard 
Schuyler Ingham, her husband, and their 
five children live in Fort Lauderdale. 
A son, Frederick W. Hubbell, Jr. died 
in 1936. 





For 
United States Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





Generel Agent 





The ea ty 4 je Insurance Co. 








New York 
New State Mutual Agency; 
G. W. Boughner made Mgr. 


George W. Boughner has been ap- 
pointed manager of a new agency opened 
recently by State Mutual Life of Amer- 
ica in South Bend, Ind. The new agency 
brings the total of company’s field offices 
to 93. 

Mr. Boughner has been in the life 
insurance business since 1932 when he 
began his career as an agent. Since 
1934 he has been associated in a man- 
agement capacity with an Indiana com- 
pany. He led his former company in 
Ordinary life sales in 13 separate years. 
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check with us today. 





Mon 


Our new 5YRT* and YRT rates, with quantity discounts, 
will help to stimulate your clients to buy the extra protection 
they need. These two term policies have liberal conversion 
privileges and may be issued with “Endowed Waiver." 


NEED A LITTLE LIGHT? 


Check Our 


© 
. NEW LOOK 


FOR 


THE FUTURE 


Our New 
Rate Book 
Features: 
Quantity discounts, 
New Term Rates, 
New Family Policy, 
Lower Rates for 
Women and 
a Combined 


Insurance and 
Annuity Plan. 


| * This policy has an unusually good commission rate— 


Phone: MArket 2-5990 
LIFE AGENCY OF NEW JERSEY, INC. 


10 Commerce Court, Newark 2, N. J. 








LIFE UNDERWRITER 


Newly organized life company in 
Midwest has an exceptional opening 
for a qualified life underwriter. Com- 
pany is affiliate of well known casualty 
and fire companies. Ground floor op- 
portunity for advancement. Good sal- 
ary, liberal employe benefits. 


Write Box 2687, The Eastern 
Underwriter, 93-99 Nassau Street, 
New York 38, New York. 











Associate Medical Director 
With Metropolitan Life 


DR. PAUL I. ROBINSON 


Major General Paul I. Robinson (U. S. 
Army Medical Corps, ret.), coordinator 
of medical relations for Metropolitan 
Life, has been appointed associate medi- 
cal director. 

Dr. Robinson, recognized as a leader 
in the field of medical administration, 
was the organizer and administrator of 
Medicare (Dependent’s Medical Care) 
for the Office of the Surgeon General. 
His other major service assignments 
have included the command of three of 
the Army’s largest hospitals—Fitzsimons 
in Denver, Medigan in Tacoma, and 
Letterman in San Francisco. During 
World War II he served in the European 
Theater studying the problems of re- 
deployment of medical personnel and 
material, and later, as deputy chief 
surgeon with the U. S. Army forces in 
the Far East. 

He has been awarded the Distinguished 
Service Medal, the Legion of Merit with 
Oak Leaf Cluster, the Philippine Medal 
of Merit, and the Republic of Korea 
Order of Military Merit Taiguk. He was 
recently the recipient of an alumni cita- 
tion from Washington University, St. 
Louis, in recognition of “outstanding 
achievements and services which reflect 
honor” upon the university. 


K. C. Life General Agent 

W. E. Bixby, president, Kansas City 
Life, announces appointment of Donald 
P. Foster, Portsmouth, Va., as general 
agent for eastern Virginia. 

Mr, Foster entered the business at 2] 
years of age, and qualified for the 
Million Dollar Round Table his_ first 
full year and has continued to maintain 
his membership in that group. 

Active in his local underwriters asso- 
ciation affairs, he currently is serving 
on several of its committees and _ has 
contributed -articles to the Association 
News, the most recent of which was 
published in the December, 1958, issue: 
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Annual 


Sales 


of 


Congress 


New York City 


Association 





D. H. Coakley 


(Continued from Page 18) 


work hard Monday to Friday in the 
winter months and I’m not afraid of 
long hours. But in summer I let up and 
relax. My wife and I have a home on 
Cape Cod and sailing is my favorite 
outdoor hobby. So after working hard 
on Monday and Tuesday in a summer 
week I will slip off to the Cape Wednes- 
day noon for the rest of the week. 
Thus, I put in 2% days in the summer 
weeks and find that I can really sell 
as much life insurance on this condensed 
schedule as I do in the five-day week 
in the winter.” 


His Belief in “Package Selling” 
Simplicity 

Mr. Coakley’s forte is keyman insur- 
ance and he sells a lot of it. This type 
of protection suits him fine because it 
does not involve programming or draw- 
ing up settlement options. He’s strong 
for package selling and has concentrated 
on it for the past ten years. His selected 
prospects are those who can afford to 
buy business life insurance. However, 
if they want an estate planning or pro- 
gramming job done on their policies he 
will advise them to have the work done 
by their own attorney. As he explains it, 
“most people in Boston have their life 
insurance set up in a trust and that is 
really a problem for the lawyer.” 

Holding the close attention of his 
audience, Mr. Coakley then told what 
happened in four specific cases which 
resulted in large-size sales. The first was 
an Irishman who uses the slogan, “Kelly 
Makes, the World Takes.” Fascinated 
by this slogan Mr. Coakley cultivated 
him for months, Several interviews 
were postponed which did not discour- 
age him. Finally, when they did get 
tegether, he found that his man was 
uninsurable. However, he was successful 
in. selling substantial amounts of insur- 
ance to his keymen and in setting up 
a pension trust. In all his sales to date 
total $1,242,000 of life insurance. 

His second case was a fellow whom 
he met at a football game in 1950. When 
introduced he was asked: “What is your 
business ?” His wife smiled at that ques- 
tion and said: “You will regret that you 
ever asked it.” By steady cultivation of 
this client Mr. Coakley has sold $800,000 
of business keyman insurance. 

The third case was described as a case 
of mistaken identity. “I cultivated the 
wrong brother for seven years,” the 
speaker said. “When I finally discovered 
this mistake I lost no time in approach- 
ing the right brother for a profit-sharing 
plan, at first with no life insurance in- 
volved.” He then sold the attorney of the 
frm in a buy and sell agreement and 
later keyman insurance on all the mem- 
bers of the firm. In all, he has sold 
$1,042,000 of insurance. 

In the fourth case, locale in Chicago, 
he used indirect selling at first and then 
the keyman approach. The result was 
4 substantial amount of insurance in- 
cluding a deferred compensation plan. 

His over-all advice is to do a lot of 
preliminary work before the sale and 

you will have nothing to do thereafter.” 





Careers 


(Continued from Page 19) 


Holy Cross College in 1929, and from 
Oston University Law School in 1935. 
€ entered the life insurance business 
wth New York Life in 1946, after four 
Years of service during World War II 
a lieutenant in the Coast Guard Re- 
hd Mr. Coakley was president of 
New York Life’s Top Club Council in 
bac and is a life and qualifying mem- 
t of the Million Dollar Round Table. 
's production last year exceeded $4 mil- 


lion on 88 lives in the New York Life, 
exclusive of Group insurance. He is in 
demand as a speaker, and has addressed 
numerous life underwriter associations 
across the nation as well as Million 
Dollar Round Table meetings. He is 
married and has one son, Richard B., 
age 12. 
Carlyle M. Dunaway 


Born in Williamsburg, Va., Mr. Dun- 


away attended Norfolk schools and en- 
tered the College of Arts and Sciences 
of University of Virginia in 1934. In 1936 
he transferred to that university’s law 
school, being graduated in 1939. Coming 
to New York he became associated with 
the law firm of Rathbone, Perry, Kelley 
& Drye, where he engaged in general 
practice with emphasis on corporate, 
real estate and tax law. He is a member 
of New York State and American Bar 


Associations. In July, 1941, Mr. Dun- 
away enlisted in the U. S. Naval Re- 
serve, becoming an ensign a year later. 
During remainder of World War II he 
saw active duty in the South and Cen- 
tral Pacific war areas. He was advanced 
in rank to lieutenant. After the sur- 
render of Japan he served in the 12th 
Naval District legal office, San Fran- 
cisco, leaving the service in December, 


1945, 





WE’RE WOOING 


THE WOMEN’S MARKET 


Perhaps we should say we’re WOWING the 
ladies with brand new, realistic insurance 
coverage designed to keep pace with the 
increasing importance women play in our business 
economy. Working women have begun to 
realize the facts. More of them are interested 
in providing themselves with adequate coverage. 
Many have been deterred by high premium costs. 


For years the life insurance industry has 
recognized that the mortality on women was much 
more favorable than for men, but no one has 
done a thing about it... until now! 


Security Mutual’s new 1600 series has changed all 
that. Here’s a group of policies that recognizes 
the need . . . coverages that fit requirements 
perfectly ... insurance that our average 
working women can afford . . . and will want! 








3 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


That’s why we say, “We’re wooing the women’s 
market.” We’ve done something about it. 
For example, in Security Mutual’s new series of 
life insurance plans, we calculate premium 
rates for women 3 years younger than actual age! 
And that means business. 


Security Mutual coverage is what you'll 
need to win your share of it. 


Hadn’t you better contact your 
Security Mutual General Agent today? 


te 


security mutual life insurance company 


out, Stcurily owt, Vuduad 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 
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New York City 


Sales Congress 





C. C. Robinson Defines 
“A Successful Agent” 


SPENT YEARS WATCHING THEM 





N. Y. Sales Congress Gets Benefit of His 
Observations on Sales Approaches, 
Sense of Timing, Organized Selling 





Addressing the 39th annual sales con- 
gress of the Life Underwriters’ Asso- 
ciation of New York on March 12 at 
Hotel Astor, N. Y., Charles C. Robin- 
son, communications consultant, author 
and educator of Wellesley Hills, Mass., 
one time agency vice president of Colum- 
bian National Life, spoke on “What 
Makes a Successful Agent.” 

Early in his talk Mr. Robinson gave 
his definition of a successful man. Fur- 
ther along he discussed the positive and 
negative approaches in selling. 

“All men who make a lot of money are 
not successful,” he said, “but I cannot 
think’ of a single man I’d call successful 
who does not make all the money he feels 
he needs. T am not sure I know what 
makes men successful and I am positive 
that successful men don’t know them- 
selves what makes them successful. But 
I have for many years been interested 


in watching, listening to and talking 


with successful men about the things 
they do. 
“The thing that got me started on 


that was the first man I ever knew at 
ll well who made any amount of money 
in the life insurance business, told me 
never to ask a successful man for advice. 
‘lust try to find out what he does, then 
vo off in a corner by yourself and figure 
whether you can do the same thing,’ he 
said. So I am going to tell you a few 
things I have observed about successful 
insurance producers. 

“You sell people and you get them 
One of the 
certain ways of doing that—the 


to pav for what they buy. 
most 
least expensive and time-consuming way 
—is to get them to pay with the applica- 
tion. TI spent eight 
and was not successful in getting people 
to give me money with the application 
A man I knew in Grand Ranids, who had 
heen in the business over 20 vears, had 

drawer of his desk stuffed with stubs 
of binding receipt books. I asked him 
how he zot so many people to pay with 
the application. He told me his method. 
which was very simple. When he started 
to fill out the receipt, he said to his 
client: ‘This is an official receipt; please 
make out your check to the company 
and not to me.’ ” 


vears in the field 


Positive and Negative Approach 


Mr. Robinson then discussed positive 
and negative approaches. He told of 
hearing an agent ask a prospect: “You 
wouldn’t want to buy any life insurance. 
would you?” The prospect replied “T 
don’t know; how much would it cost?” 
and. surnrisinely, a sale was made, 

On the positive side he described the 
experience of an agent who picked 10 
men, all previously unknown to him, and 
said: “How would you like to save $5 
a week and get some good old-fashioned 
life insurance thrown in. no chance of 
losing a dime of vour monev, and maybe 
a little interest ?” Of the 19 annroached. 
two said: “T don’t know: what have vou 
got in mind?” Both men bought. One 
man agreed to save $15 a month; the 
other man $300 a vear. 

“Successful men,” Mr. Robinson 
pointed out, “have one thing in common. 


They have a tremendous amount of 
power that comes from an_ equally 
strong conviction about what they are 


The power of persgnal conviction. 


The late Harry Wright (Equitable So- 
ciety, Chicago) who for 27 consecutive 
years paid for a million dollars of life 
insurance averaging 200 cases a year, 
told me that before he undertook a 
serious discussion of life insurance with 
any man he had to be able to answer 
two questions to his own satisfaction. 
These were the questions : 

“ Tf my prospect does not buy the 
life insurance I am going to recommend 
and then dies, what will be the effect 
on his family situation? If he does 
buy the life insurance I am going to 
recommend, and lives, what will be the 
effect on his family situation?’ Once 
Mr. Wright had the snswers to these 
questions he went in to see his man 
Once he went in he never gave up untii 
his prospect knew what he knew.” 


The Opportune Moment 


Mr. Robinson then gave a few pointers 
on the opportune moment. “Lawyers 
take a dim view of ambulance chasing,” 
he said, “but I know a couple of success- 
ful attorneys who, while not ambulance 
chasers, always seem to be available 
they know when to present their ideas. 
This is a sense of timing. A MDRT 
member in Buffalo told me about 40% of 
his business in a certain year came as a 
direct result of following one simple 
procedure. Whenever anyone of any 
prominence died he made a list of the 
pallbearers and went to see them. He 
never mentioned the deceased; he didn’t 
have to. If there was ever a time when 
the man was ready to have a serious 
discussion of his estate problems, now 
was the time. 

“Here is a tip I got from a very good 
salesn:an which paid off when IT followed 
it up. He had asked me to do scme- 
thing for him one day and I said No.” 
He said: ‘When a man asks you to do 
something, nine times out of ten it is 
a compliment that he asked you. Don’t 
hit him in the face with a piece of 
raw fish bv saying No. Sav Yes, then 
add: Oh, I just remembered, I can’t.” 
It makes the man feel better that you 
gave him a Yes.’ 

“How many times have you been told 
that to succeed all you need is to be 
organized. The late Clay Hamlin, mil- 
lion dollar writer in Buffalo, started 
that vears ago. Here is a simple for- 
mula I got from Lawrence Simon, Mass- 
achusetts Mutual general agent in New 
York, at an MRDT meeting manv years 
ago. He used some 3x 5 cards. Whenever 
he went to see a prospect he took one 
of these cards and wrote down before 
he got there a numbered list of things 
he wanted to talk about. There might 
be seven items. When he reached his 
destination he took the card out, laid it 
on the man’s desk and taking out his 
pencil, said: ‘These are the things I 
want to talk to you about.’ If the man 
got a phone call, or his secretary came 
in. he knew where he was. As an item 
was finished, it was crossed off. The 
prospect could relax because he knew 
just how far the discussion was going to 
go.” 

Mr. Robinson also suggested that 
salesmen solicit older men. They are 
complimented that a young agent con- 
siders them insurable; generally they 
are not interested in net costs, but buy 
for estate purposes, he said. 

“Let me leave you with this thought.” 
he concluded. “If you can keep your 
head when all about vou men are losing 
theirs and blaming it on vonu—maybe 
vou don’t understand the problem.” 
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LEADING BROKERAGE AGENCY OF PHOENIX MUTUAL - 1957 
Phoenix Mutual Life's 
BROKERAGE 


W. F. KELLY, Mgr. 


AGENCY 
YU 6-6586 


Non Medical Group Life—$40,000 
Ten Lives Up—tst year dividend 








LEFFERT HOLZ ATTENDED 
Leffert Holz, former New York Super- 
intendent of Insurance, attended the 
New York sales congress as an inter- 
ested observer. He is an old friend of 
Vera Sundelson, Equitable Society, con- 
gress general chairman. 





Conn. Mutual Bans Agents 
From Selling Mutual Funds 


Connecticut Mutual Life has officially 
banned ts agents from selling mutual 
funds. 

In a letter to general agents, Agency 
Vice President Raymond W. Simpkin 
pointed out that the company “has 
never knowingly contracted an agent who 
is licensed or registered to sell mutual 
funds,” and called for the cancellation of 
contracts of agents who have become so 
registered or licensed. 

Mr. Simpkin said that the Connecticut 
Mutual does not feel that an agent can 
sell mutual funds and still do full justice 
to his role as a life underwriter. Men 
who attempt to do both, he declared, 
are “part-time life insurance agents and 
their sales philosophy is contrary to our 
concept of our business.” 

If the company permitted agents to 
play a dual role, he said, it would be 
violating “the philosophy we have prac- 
ticed for so many years in protecting our 
full-time organization against the part- 
timer. 

“We have no quarrel with mutual 
funds as an investment,” he emphasized. 
“We do feel, however, that the handling 
of any life insurance that might be 
recommended should be left up to the 
insurance representative and not an in- 
vestment adviser.” 





New Industrial Relations 
Unit of John Hancock 


The creation of a new industrial rela- 
tions unit within the regional organiza- 
tion of the district agency department 
of the John Hancock was announced by 
Frank B. Maher, vice president of the 
company. 

Director of industrial relations, William 
O. Murdock will be in charge of the unit. 
He will be assisted by John E. Higgins, 
regional office supervisor; Maurice P. 
McKenna, CLU, as regional supervisor 
administration; and Charles S. Wilson, 
supervisor of field training. 

Purpose of the new unit is to maintain 
effective communications between home 
office and the field force. 





PROMOTE E. V. STOWELL 

Ernest V. Stowell has been promoted 
to the position of security analyst at 
Pacific Mutual Life. Mr. Stowell has 
been in Pacific Mutual’s securities de- 
partment since joining the company in 
1950 and will now be responsible for 
analyzing and preparing special reports 
and recommendations on_ prospective 
stock and bond investments, 
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RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
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RHODE ISLAND 
OPPORTUNITY 
Insurance Home Office Agency 
Department. Salary plus commis- 
sion on Rhode Island business. 
Ambitious young man to develop 
business for life insurance com- 
pany. Mail complete resume. 
Address: Tom Diesel, Director of 
Agencies, The Great Eastern Life 
Insurance Company, 10 Dorrance 

Street, Providence 3, R, I. 























Counsel for N. Y. Managers 





BERNARD M. EIBER 


Appointment of Bernard M. Eiber, 
CLU, as counsel of The Life Managers’ 
Association of Greater New York has 
been announced by Association President 
Benjamin D. Salinger, CLU. This is 
another step forward in the associa- 
tion’s constant efforts to improve the 
conditions and environment under which 
members of the association must conduct 
their business. 

The president, officers, and the board 
of directors of the association felt the 
need of competent counsel to guide the 
association as it is often necessary for 
them to make their position known on 
many controversial questions. ; 

The Life Managers’ Association 0! 
Greater New York includes in its mem- 
bership almost 250 of the leading agency 
heads in the five Boroughs of New York, 
Nassau and Suffolk counties representing 
almost every life insurance company 
doing business in the state of New York. 

Mr. Eiber is a past president of the 
New York CLU Chapter. Presently he 
is teaching a course in wills, trusts 
and taxes for CLU candidates at the 
School of Insurance, and is also al 
assistant professor at New York Law 
School. 





H. W. FARRAR BEREAVED 
Harry Farrar, 88, died recently @ 
Maryville, Mo. He was the father 0 
Harland W. Farrar, assistant vice pres- 
ident and director of field training ° 
Kansas City Life. Mr. Harry Fara! 
was a retired farmer. 
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JEFFERSON STANDARD LIFE... 





Helping Americans 
From Coast To Coast Toward 
A Better Way Of Life 


Sales and Service offices in 29 states, 


the District of Columbia and Puerto Rico. 
Puerto Rico 


Jefferson Standard in 1958 paid $25,951,727, more than ever 4% interest since the Company was 
before, in benefits to policyholders and beneficiaries .. . founded in 1907 . . . the highest rate 
bringing security, contentment and hope to the lives of these paid by any major life insurance 
Americans from coast to coast. These benefit dollars helped company in the United States. 


pay for college educations, cared for widows and children, 
provided carefree retirement days for older people and 


blessed families with ready cash when it was needed most. HIGHLIGHTS OF OPERATIONS FOR 1958: 
Premiums on new life insurance sales provided millions of ae 
additional dollars for sound investments in industrial sites, @ Payments to Policyholders And Beneficiaries amounted 
in mortgage loans and in government bonds .. . creating a to $25,951,727 
stronger economy and a higher standard of living for all © Total Payments since 1907: $347,873,023 
Americans. 

, ® Sales of New Life Insurance were $217,696,195, 
Investment earnings again enabled Jefferson Standard to bringing total Insurance in Force to a new high of 
maintain its position of leadership in paying 4% interest $1,803,871,538 as of December 31, 1958 


on dividend accumulations and policy proceeds left on deposit 
with the Company to provide income. Now guaranteeing © Net Rate of Interest Earned On Investments: 5.09% 
21% % interest, Jefferson Standard has never paid less than ® Increase in Assets: $43,968,524 


JEFFERSON STANDARD’S CONDENSED 



































52nd ANNUAL STATEMENT 
DECEMBER 31, 1958 

ASSETS LIABILITIES 
CS ae rh il a A a $ 5,649,011 el Reserves Ste Ek . .$361,767,041 
eserve for Policy Claims 1,449,532 
Bonds nee FS sar beset ; - 161,352,798 Policy Proceeds Left with Company 51,191,424 
NE 65k Sk eee .. 48,563,792 Dividends for Policyholders 5,330,248 

Policy Revaluation & Mortality 
M L . o- ’ ’ 
iidenatisanen 245,165,867 Fluctuation Reserve 6,628,471 
Investment Real Estate 23,540,281 Investment Fluctuation Reserve 22,328,700 
Other Real Estate including Home Other Liabilities and Reserves 12,578,449 
Office Building 5,618,264 TOTAL LIABILITIE $461,273,865 
; A Ss 461,273,865 
Loans to Policvholders 35,141,329 Contingency Reserve 6,000,000 
All other Assets ; 15,742,523 Capital and Surplus 73,500,000 
TOTAL ASSETS $540,773,865 TOTAL { $540,773,865 
Represents The Represents The 
Jefferson Standard LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. Jefferson Standard 
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Resident Vice President 
For the Puritan Life 





WILLIAM J. McCAUGHEY 


Election of William J. McCaughey as 
resident vice president for Eastern Mass- 
achusetts and North New England was 
announced by the Puritan Life of Provi- 
dence. Mr. McCaughey, who had been 
assistant treasurer, attended Providence 
College and Boston University School 
of Law. He is a member of the Rhode 
Island Bar and the Federal Bar. 

At the company’s recent annual meet- 
ing, Thomas M. Bruce, Jr., president, 
reported that new business produced by 
the Agency Force in 1958 was 14% more 
than in 1957. Mr. Bruce also reported 
that the company’s territory had been 
further extended in 1958 to include lowa 
aiid West Virginia. The company is now 
licensed in twenty-seven states and Dis- 
trict of Columbia. 


W. W. Bodine, Jr., Elected 
Medical College President 


William H. Bodine, Jr., financial 
secretary of Penn Mutual Life since 
1954, has left the business world to be- 
come president-elect of Jefferson Medi- 
cal College and Medical Center. He will 
succeed James L. Kaufman, USN (ret.), 
who resigned March 2 as _ president, 
effective June 30. 

Jefferson Medical College has the 
largest enrollment among the private 
medical schools in the nation. Mr. Bodine 
is on boards of Temple University, In- 
dependent Schools Fund of P hiladeiphia 
and Vicinity and Episcopal Academy. 
He had a distinguished war record as 
an infantry officer, including being 
awarded the Medal of Merit and Croix 
de Guerre with palm, 


Companion Life’s In Force 


Up to Nearly $190 Million 


Companion Life of New York' reports 
that total insurance in force at the end 
of 1958 reached a new high of $189,- 
696,311, an increase of $26,192,882 for 
the year or over 16%. 

Group insurance jumped from $118,- 
149,500 to $140,415,050 for an 18.9% in- 
crease. Ordinary insurance increased 
8.7%, new sales in this line hit a new 
high of $17,455.45], 

Assets increased 13.3% to $6,601,161 at 
the year-end, another new high. 

J. Skutt, president, remarked: 
“Results achieved in 1958 indicate the 
great forward strides of Companion Life 
as it approaches its tenth anniversary 
in July, 1959.” 


Arthur Milton Heads Postal’s 
General Agents’ Assn. 

Arthur Milton, New 
agent, has been elected president of the 
General Agents’ Association of the 
Postal Life of New York, marking the 
fourth time in nine years he has been 
named to that post. 

Joseph P. Smith, named general agent 
for the Postal in White Plains in 1958, 
was elected vice president of the associ- 
ation; Domnick Dragonetti, assistant 
general agent for the Milton Agency, be- 


York general 


came treasurer of the group, and Jule 


J. Roseman, associate general agent of 
the Harold DeMian Agency in New York 
City, was appointed secretary. 





CITIZENS LIFE LICENSED IN N. J. 

Citizens Life of New York has been 
licensed to do business in New Jersey, 
which brings to 20 states in which the 
company is licensed. General agencies 
for Citizens Life are now available in 
New Jersey, according to President Jack 
Hyman. 
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Democracy is Not a Party 


..-IT’'S A WAY OF LIFE! 
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| * 

ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... You 
| deserve to own your own business—not just rent it! 

| * 

| ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES... You 
‘i should have vested interests for yourself and your heirs. 

| * 

ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... You 
| should have policies designed to meet the “wants” of your prospects. 
| * 

| ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES... The 
producer should be awarded a greater percentage of commissions 
| 

| 

| 

| 

| 

| 

| 
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| 
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I 
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I 

| 

l 
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for larger production. 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... The 
producer should receive a greater percentage of renewal commissions 


for a job of quality production. 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... Men 
gravitate to what is best for themselves and their families. 


Why not investigate NOW one of the most talked about com- 
panies in America and learn the startling facts about Democ- 
racy in action—through the outstanding contracts and policies 
of All American Life & Casualty Company. 










ALL 





WRITE: 


Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 


AMERICAN 


asually Comes lela liey-\eromm eal. Te)is 


General Offices: ALL AMERICAN BUILDING, 





PARK RIDGE, ILLINOIS 


Director Ordinary Agencies 


For the Colonial Life 


W. THOMAS FIQUET 


Appointment by Colonial Life of W. 
Thomas Fiquet as director of Ordinary 
general agencies was announced by 
Richard B. Evans, president. 

Mr. Fiquet is an alumnus of Univer- 
sity of Missouri and shortly after grad- 
uation enlisted in the U. S. Navy as an 
aviation cadet. He served as a _ pilot 
until 1946 when he was placed on 
inactive service with the rank of lieuten- 
ant commander. Mr. Fiquet began his 
life insurance career as a representative 
with the Glen S. Baker Agency of the 
Prudential in Kansas City. Shortly there- 
after, he was promoted to assistant 
manager and was placed in charge of 
the new St. Joseph unit of that agency. 
In 1951 he joined the American Reserve 
Life as branch manager n St. Joseph. 

Prior to coming with the Colonial, 
Mr. Fiquet has served as the senior 
consultant of the Company Relations 
Division of Life Insurance Agency Man- 
agement Association. Mr. Fiquet is a 
graduate of the School in Agency Man- 
agement of LIAMA. He joined the 
association in 1954 as a consultant. He 
served on the staff of the association’s 
schools and management publications and 
some of the projects he has worked on 
include the agents’ development program 
and the supervisors study course. 





Great Southern Life Names 
Four New Vice Presidents 


Four new vice presidents and several 
other new offices were named by Great 
Southern Life, President Pat M. Green- 
wood announced. 

The new vice presidents are Jack C. 
Harris, Carmon L. Greenwood, Fred 
Dinkler, M.D., and Joseph W. Hahn 
Dr. Dinkler will continue to serve as 
medical director, and Mr. Hahn will 
remain the Great Southern actuary. 

Among the other principal offices 
named were P. G. Combs, secretary; R. 
S. Boyle, controller, formerly auditor; 
Walter S. Dewar, associate actuary, from 
assistant actuary; and William T. Barn- 
hill, Jr., auditor. 

Vice President F. 
formerly secretary, was named as 
sistant treasurer. Assistant  treasuref 
Joseph E. Simpson was also named as 
sistant secretary, as were John C. May, 
John G. Jones, J. Pat Jones and N. L. 
Williams, assistant vice president im 
charge of the department of _ policy 
claims. 

Fred C. Cassel, Jr., was elevated from 
assistant secretary to assistant vice pres 
ident and director of research. An a 
sistant vice presidency also was confer- 
red on Berney Morgan, assistant sec: 
retary, who is in charge of accident am 
sickness claims. 


Jack Greenwood, 
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George W. Bourke, president of the Sun Life Assurance Co. of Canada, and J. A. 
McAllister, agency vice president, are shown with members of the Sun Life’s United 
States Managers Consultation Committee for 1959. The announcement of this year’s 
members, based upon the 1958 record of their branches, was made at a meeting of 
all the company’s United States managers in Montreal, March 4 to 6. Left to right 
are: L. V. Drury (Philadelphia); W. H. Burlingame (Detroit); R. D. Ekblad 


(Houston), chairman; Mr. Bourke; 


P. E. Gibson (Washington, D. C.); Mr. McAlI- 


lister; C. F. G. Marchant (Lansing, Mich.); F. W. Merselis (New Haven, Conn.); 
L. C. Richards (Cleveland). 


United States branch managers of the 
Sun Life of Canada met at Montreal 
March 4 to 6 for a conference on current 
life insurance developments including 
new marketing techniques, agency serv- 
ice and pre-contract training for pros- 
pective agents. 

At the meeting, President George W. 
Bourke presented the President’s Trophy 
to R. D. Ekblad, branch manager of 
Houston branch, whose branch recorded 
the best all-round performance in 1958. 


Mr. Bourke and A. M. Campbell, ex- 
ecutive vice president, welcomed man- 


agers to the conference and reviewed 
Sun Life’s record achievement during 
1958. At year-end the company had 


$8,357 million life insurance in force, a 
third of which is on the lives of United 
States policyholders. 

The meetings were opened by J. A. 
McAllister, vice president, agencies, and 
W. G. Attridge, director of agencies. 

W. R. Walters, superintendent of sales 
promotion and training, announced the 
company’s adoption of pre-contract train- 
ing for new agents. He said the scheme 
will enable managers to assess each 
prospective agent. At the same time it 
will enable the candidate agent to find 
out whether the life insurance business 
suits him before he commits himself by 
leaving his present job. 

He said pre-contract training has 
eight major advantages over other train- 
ing schemes. These are: better selection 
of agents by managers; sounder deci- 
sions on the part of prospective agents; 
low turnover; low financing losses; at- 
tracting a high calibre man who might 
Otherwise be missed; creating better 
morale within the branch; giving an im- 
petus to recruiting, and getting men off 
to a fast start. 

Head office will provide managers with 
the necessary material to conduct prepa- 
tation training classes locally. 

Other matters discussed in panel 
groups included the development of 
quality business; financing new agents, 
and selection and training of unit super- 
visors, 

The United ‘States managers meeting 
ollowed a meeting of the company’s 

S. Managers Consultation Committee. 
Members of the Consultation Committee 
for 1959, based upon the 1958 record of 
their branches, are: R. D. Ekblad, Hous- 
ton branch; LY. Drury, Philadelphia 


branch; F. W. Merselis, New Haven 
branch; P. E. Gibson, Washington, D. C. 
branch; L. C. Richards, Cleveland 
branch: (G. -E- = Marchant, Lansing 
branch, and W. H. Burlingame, Detroit 
branch. 

The Sun Life Canadian Managers 
Consultation Committee for 1959 com- 
prises: G. S. Houghton, Calgary, Al- 
berta; L. F. Knight, Prince George, 
B. C.; F. Glaser, Montreal Cote des 
Neiges; J. M. Chernin, Montreal-Mans- 
field; D. J. Day, Jr., Kingston, Ont.; 
L. O. Wright, Vancouver, B. C.; J. W. 
Finless, Ottawa-Parkway, and H. A. 
Shannon (ex-officio), Trail, B. C. Mr. 
Houghton, whose branch recorded the 
best all-round performance in 1958 
among Sun Life’s Canadian branches, 
was awarded the Stanton Cup. 





Issues Insurability Rider 


Massachusetts Mutual Life has an- 
nounced that an Insurability Protection 
Agreement rider may now be attached 
to most standard polices for $5,000 or 
more issued between ages 0 and 37 in- 
clusive. 

The company’s new rider guarantees 
that on each option date a _ new life, 
endowment or retirement income policy, 
such as is then being written by the com- 
pany, may be purchased on the life of the 
insured without evidence of insurability. 
If the sum insured under the basic policy 
is $10,000 or more, the maximum amount 
for each new policy is $10,000. If the 
basic policy’s rakubed sum is between 
$5,000 and $10,000 the maximum for each 
new policy is an amount equal to the 
insured sum. 





Mass. Mutual Names Allison 


John B. Allison, formerly manager of 
the Group underwriting division of 
Massachusetts Mutual Life, has been 
appointed district Group representative 
in the company’s Chicago Group office. 
In his new position, he will assist agents 
and brokers in Chicago, Fort Wayne, 
and South Bend, in the design, sale and 
service of Massachusetts Mutual Group 
policies, 

Mr. Allison joined the company’s 
Springfield agency in 1947 and a year 
later became a member of the home 
office staff. 





agement ambitions. 


commission on personal sales. 
28 or over. 
ia last three years). 





MANAGEMENT OPPORTUNITY 


Established, growing Agency of top-flight Life and Group Company has 
New York City opening as Unit Supervisor for successful producer with man- 


Attractive basic salary, plus substantial incentive compensation and full 
Three years’ field success required. Young man 
(Four of our former staff men have graduated to top management 


Send complete background and accomplishments to: 
Box 2686. The Eastern Underwriter, 93 Nassau Street, N. Y. 38 








Assistant V. P. For Claims 


Metropolitan Life announces appoint- 
ment of Lewis W. Marvin as assistant 
vice president for claims. 

Mr. Marvin, an attorney, has been 
associated w ith the Metropolitan since 
1936, jo:ning the company at that time 
as a m2mber of the law division. He 
was made assistant manager of the 
claims division in 1952. Prior to his 
current a»pointment to official ranking, 
he was a member of the company’s ad- 
ministrative personnel. 





Conklin Joins Life of Va. 


Harvey H. Conklin has been elected 
assistant actuary of Life Insurance Co. 
of Virginia. 

Mr. Conklin, a native of Lima, Ohio, 
joins Life of Virginia after serving 23 
years with the actuarial staff of Metro- 
politan Life in New York. A graduate 
of Dartmouth College, he is a Fellow 
in the Society of Actuaries. 





HOLU Meets May 11-13 


The annual meeting of the Home 
Office Life Underwriters Association wi'l 
be held on May 11, 12 and 13, at the 
Edgewater Beach Hotel, Chicago. 





Manager at Philadelphia 
For the New England Life 


New England Mutual Life has ap- 
pointed Jack Halberstadt, CLU, agency 
manager in Philadelphia. He joined New 
England Life in 1954, and is now a mem- 
ber of the company’s Leaders Associa- 
tion, having qualified four times, and 
the Hall of Fame. 

A graduate of Wharton School of 
Finance and Commerce of University of 
Pennsylvania, he served as an ensign 
with the Navy during World War IL. 
He is past secretary and past vice 
pres:dent of the Levittown Kiwanis 
Club, district coordinator of the Cancer 
Crusade i in Levittown and past chancellor 
commander of the Knights of Pythias. 
His insurance organization memberships 
include National Association of Life 
Underwriters, the Philadelphia Estate 
Planning Council, and the Million Dollar 
Round Table. He is a Chartered Life 
Underwriter. 


HEAR FORREST D. GUYNN 

Forrest D. Guynn, vice president, O'd 
Line Life, addressed a recent meeting 
of the Madison Life Underwriters As- 
sociation. 


Murrell Agency Leads 


(Continued from Page 3) 


Agents and Managers Association. Also, 
he is past president of Los Angeles 
Life Underwriters and Trust Council. 

The agency in 1958 paid for $25 mil- 
lion. Seventeen of its agents paid for 
more than a million last year. 

Murrell agency field men who wrote 
more than a million last year were: 
Richard M. Baker, Bruce Bogue, Frank 
Capka, Paul Gershick, Charles R. and 
Ray N. Gibbs, James Hedges, George 
MacCall, George S. Miller, Robert Mur- 


ray, Frank D. Richardson, Albert G. 
Ruben, John J. Schumacher, Rohert N 
Settle, Geary Steffen, J, Darre’l Turner 


and Abner Waxman, 








“Life is death as far 
as I’m concerned...” 


YOU:... introduced a Life man to a 
client once...lost the sale, and the 
client, too... from high pressure! 


CG: That’s the beauty of our service 
.. we make no sales recommendation! 
None at all! 


YOU: Look, I haven’t got the time... 
CG: We have! And our Life Consult- 


ant takes care of all the technical 
details. Yow’re in charge! 


YOU: What about commissions? 


CG: You get full commission on any 
sale made. As a matter of fact, using 
Connecticut General’s Life Depart- 
ment for the independent general 
insurance man, you can increase your 
profit 15% or more! 


YOU: Low pressure, no sales pitch, 
none of my time wasted...and 15% 
profit. Sounds better and better. What 
should I do next? 


CG: Call the C.G. office nearest you. 
There’s probably one in your city. Do 
it right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 
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to enlist Americans actively 
in the fight against inflation! 








New public service program tells how inflation 
steals from every pocket and purse...and offers 
weapons to fight this threat to a stable dollar! 


Soi INSURANCE PEOPLE know the dangers of of Life Insurance makes it clear that inflation is 


unchecked inflation. They know the disturb- _ reaching into the pockets of every single Ameri- 
ing penalties every American pays for inflation. can...and has already eaten 32¢ out of the dollar 
, ; a P : I. 
In view of this continuing threat, the Institute  SINC¢ World War II. 
of Life Insurance, on behalf of the life insurance At the same time, each message emphasizes 
business, is stepping up its anti-inflation effort the fact that inflation can be stopped. Readers 
with an aggressive new program. are told how they can take action against in- 
Newspaper advertisements dramatize in a clear, flation right now. 
simple way this important anti-inflation message. — \What’s more, because no one person or business 


Shown in the sample advertisement on the left can win this fight alone, special advertisements 

is the symbol we've chosen. It’s a symbol that jj] appear in leading news magazines. These mes- 

quickly gets its meaning across to people on every sages will urge community, business and indus- 

income level —the white-collar man, factory trial Jeaders to enlist in the anti-inflation campaign. 

worker, housewife, college man, cop on the beat. Special kits to implement this program will be 
Each message in this new series by the Institute —_ available on a write-in basis. 


\ 





Quick facts about this campaign: 


Where it will appear— Messages such as the one on the left are scheduled for 575 





ne of daily newspapers across the nation. Each advertisement in the series reaches more 
m *We 
power El than 46 million persons. 
ir sav’ ° ° : ° . ° 
sett ; When it will appear—The first advertisements of the series began appearing in 
vine March. Others will follow at frequent intervals. 
yth- i Fe a e e e 
ae) | Special advertisements—A series of messages enlisting the support of commu- 
: nity, business and industrial leaders will appear in Time, Newsweek, and U. S. 
id News & World Report. 
0. at 
servis : ee ° re ° 
: How you can help—A special anti-inflation kit including new booklets, posters, 
ane : speech material, reprints of Institute advertisements will be offered at cost. This 
foto : kit and other supporting materials for the program will be made available to you 
ed through home office and association channels for distribution in your community. 
: 8 3 
ft Institute of Life Insurance 


488 Madison Avenue, New York 22, N.Y. 
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Seminars 





Front row—John Pfau, Miami; Frank Vitale, Jr., Philadelphia-Pierce; Albert K. 
Murch, Portland, Me.; Anker C. Pedersen, Oakland; Donald Ww. Davis, Philadelphia- 
Pierce; Paul G. Shultz, Harrisburg; Anthony H. Callesis, Miami; Robert E. Staley, 


Dayton. 


Second row—Toby Strong, Home Office; Wilbur J. Haines, Allentown; 


George F. Harrow, Boston-Howard; Frank L. McAtee, Alton; Francis D. Rafferty, 
Philadelphia-Flanagan; John W. Hurley, Raleigh; Stanley F. Kulewicz, Hartford; 


G. Daniel Baughman, Harrisburg. 


Third row—Joseph J. 


Reagan, Philadelphia- 


Flanagan; Edgar J. Beaulieu, Chicago-Butler; Glenn A. Stearns, Home Office; 

Lawrence J. Doolin, Home Office; W. M. Churchman, Jr., Home Office; Robert L. 

Mayes, Home Office; Robert K. Gross, Home Office; George A. Chidley, Camden; 
Donald B. Walters, Home Office. 





Front row—Stanley E. Kenison, Washington, D. C.; Robert J. Kelly, Philadelphia- 


Flanagan; 


Ronald H. Klafer, Miami; Mrs. 


June Noye, Detroit; Joseph M. 


Dalsaso, Detroit; James F. Graves, Louisville; Frank J. Sorrentino, Jr., Bridgeport; 


James E. Dyche, Philadelphia-Pierce. 


Second row—Donald B. Walters, Home 


Office; Robert L. Mayes, Home Office; Oreon R. Walker, Jr., Louisville; Walter 
W. McDaniel, Tampa; Daniel B. Witt, Miami; Karl V. Kirchhoff, Camden; Robert 


K. Gross, Home Office. 


Third row—Glenn A. Stearns, Home Office; Robert J. 


Reinbold, Philadelphia-Flanagan; Allan H. Richardson, Manchester; Thomas F. 
Rafferty, Jr., Philadelphia-Flanagan; Robert E. Tiffany, Philadelphia-Pierce; Toby 


Strong, Home Office. 


Fourth row—Lawrence J. Doolin, Home Office; W. Morgan 


Churchman, Home Office; Albert G. Tuthill, Home Office. 


Thirty-four agents, from 20 agencies 
in 15 states, convened at the home 
office of Fidelity Mutual Life in Phila- 
delphia recently to attend two company 
seminars for new agents. 

The purpose of the seminar was to 
give the men a closer acquaintance with 
the operations and procedures of the 
company, and to give them a fuller con- 


cept of the profession of life under- 
writing. 
Discussions were led by agency staff 


MISS DOUGHERTY RETIRES 





Completes 45 Years’ Service with Wash- 
ington National; Was Its First Full 
Time Associate 

Ellen J. Dougherty, Washington Na- 
tional’s first full time associate, has re- 
tired after completing 45 years of service. 
Chairman R. J. Wetterlund presented her 
with a resolution of appreciation from 
the company’s board of directors plus a 
45-year service pin and certificate. 

Miss Dougherty started in 1914 as a 
stenographer and general office clerk for 
Washington Nationals co-founder, G. R. 
Kendall, in a one-room office in her 


men and other company officers and 
were followed by conferences in which 
the agents themselves participated, 

The seminar program included such 
topics as field underwriting, prospect- 
ing, single lead selling, programming, 
direct mail, quality business, optional 
modes of settlement, handling claims, 
and others. 

A tour of the home office gave the 
men an on-the-spot understanding of the 
operations of each department. 





native city, Springfield, Ill. After serv- 
ing as a secretary for a number of years, 
during which time the company’s head- 
quarters were moved to the Chicago 
area, she was named manager of the 
industrial policy issue division. 

The past five years, after returning 
from a trip abroad, Miss Dougherty has 
served in the company’s district weekly 
premium claim division. 

In retirement, she is maintaining her 
residence in the Chicago area with her 
sister who recently retired after com- 
pleting 30 years with a Chicago firm. 
She plans to devote her time largely to 
church activities, the Catholic Women’s 
Club, work at St. Vincent’s Orphanage. 


Phila. Life Host to 200 
At Atlantic City Meet 


CELEBRATE $100 MILLION IN ’58 


Announce New Policies, Sales Aids; 
Recognize 20 Millionaires and Winn2rs 
in President’s Birthday Campaign 


Nearly 200 field and home office repre- 
sentatives of the Philadelphia Life 
recently attended the 1959 Plico Con- 
ference at the Haddon Hall Hotel, 
Atlantic City, for three days of business 
and recreation. Theme of the meeting 
was “TNT,” standing for “Tomorrow’s 
Numerous Trends.” There was cause for 
celebrating as the company enjoyed on? 
of its best years in 1958, reaching a n.w 
high of over $100,000,009 in pad bus-nes., 
and 20 agents passed the million dollar 
mark in paid business and were su.tably 
recognized at the conference banquet. 

New Policies and Sales Aids 

There was keen interest among the 
delegates to the conference in the an- 
nouncement of new sales aids and policy 
contracts which have been put on the 
market by Philadelphia Life. They in- 
clude: 

Insured Savings Plan—a combination 
of savings and life insurance protection, 
designed to be sold in $100 units of 
annual premium. This plan matures at 
age 65 for an amount equal to total 
deposits. Amount of insurance to age 
65 varies with age at issue. To illustrate, 
at age 30 with annual deposit of $100, 
the insurance protection at age 65 will 
amount to $5,320. The amount payable at 
maturity—age 65—will be $3,500. 

Supplemental 5-Year Term Rider 

Announced as a “competitive renew- 
able and convertible level term rider,” 
this rider may be added to any perma- 
nent policy of $2,500 or more in amouits 
from a minimum of $2,500 to a maxim.am 
of three times the amount of the base 
policy. It is renewable for successive 
five year term periods up to 30 years 
from date of issue, and is substandard 
to table 4. 

Another new policy, retirement in- 
come endowment at age 62 for women, 
was described as “a special retirement 
contract with maturity geared to co- 
incide with the women’s early Social 
Security retirement at age 62.” It is 
designed specifically for the ever-expand- 
ing women’s market, the Plico conter- 
ence was told. 

The company has kept unchanged the 
coverage and distinctive features of its 
family plan, but the premiums tor this 
policy have been considerably lowered. 

Purchaser Benefits—The extra prem- 
iums for purchaser waiver of premium 
death and disability benefits have been 
completely reversed, the agents were 
advised, resulting in substantial reduc- 
tions at most ages. 

As to retirement income endowments 
at ages 55, 60 and 65, there have been 
premium reductions made to make these 
policies more competitive. Premiums 
are also lower on family income riders. 
Specifically, the reduction applies to 
single and double 10, 15 and 20 year 
riders and on family income to the 
beneficiary’s age 65. 

Substantial rate reductions have also 
been made in non-participating five and 
ten year term policies at all ages. The 
minimum policy is still $2,500. 

Plico protector dividends have been 
increased. This is a five year renewable 
and convertible term policy with $10,000 
minimum, 

As to occupational manual revisions, 
the company has lowered the rating on 
266 occupations and completely removed 
the ratings on 703 more. 


Retirement Income Option for 


Individuals 
For the first time this option, pre- 
viously included only in Philadelphia 


Life’s policies issued under pension or 
profit sharing plans, will be added to 
all new Ordinary life and limited pay- 
ment life contracts. “In essence, this 
option gives the insured the right to 
deposit an additional amount on or after 
age 60, to increase sufficiently the cash 


value to provide a monthly life income 
of $10 per $1000 of insurance under the 
settlement options,” the conference was 
advised. 

Among other changes was a new, ex- 
panded direct mail program, embracing 
a “do-it-yourself” mailing kit and home 
office mailing service. New Group de- 
partment procedures include a uniform 
rate schedule in all states and higher 
life commissions. 

Finally, a pension trust department has 
been set up to provide assistance to 
agents of the company who wish in the 
design, calculation and guidance, to ob- 
tain Treasury Department approval for 
their client’s retirement program. The 
company is prepared to offer the 
“auxiliary fund” as part of its pens-on 
p.anning. 

Millionaires’ Club Members Honored 

The 20 agents who achieved member- 
ship in the Miliionaires’ Club by ind.v!- 
dually producing $1,000,000 or more of 
paid business during 1958 were feted 
at the conference banquet and each was 
presented with a leather combination 
money-clip and wallet with an attached 
watch as a token of the company’s 
appreciation. Those qualifying for the 
club for the first time were given in 
addition a pair of engraved gold cuff 
links. 

The club members in order of their 
1958 production areas follows: 

James W. Williams, Wilmington, Del.; 
Alexander Newstein, Philadelphia; Rus- 
sel G. Gohn, York, Pa.; Harry E. Thoms, 
Jr., Norristown, Pa.; Allen J. Hicks, 
Lebanon, Pa.; Charles F. Hais, Cincin- 
nati; Robert M. Brinley, Paramus, N. J.; 
Herbert Edelste:n, CLU, Camden, N. J.; 
i, D; Elmore, Sr. Sumter, S,-C.: I. D; 
Elmore, Jr., Sumter, S. C.; Harold J. 
Rich, Atlantic City, N J.; Saul Frankel, 
Pittsburgh; Walter J. Richard, Jr, 
Pittsburgh ; George H. Werl, Pittsburgh; 
C. Peter Linsmayer, Minneapolis; Martin 
Grossman, Miami; Harry G. Hannaway, 
Norristown, Pa.; Jack Wardlaw, Raleigh, 
N. C.; Riddick Revelle, Fayetteville, 
N.C., and W. Thomas Hubbard, Winstoa- 
Salem, N. C. 

President Boettner Makes Awards 

At the President’s birthday banquet, 
held the following evening, Joseph E. 

3oettner, CLU, president of the com- 
pany, awarded engraved sterling silver 
well and tree platters to ten agents 
for outstanding production records dur- 
ing the birthday campaign in his honor 
which ran from December 15, 1958, to 
January 31, 1959. These winners w:re, 
in order: Messrs. Williams and New- 
stein; John TT. Lord, Philadelphia; 
Richard E. Struble, Fort Lauderdale, 
Fla.; Messrs. Rich and Grossman; 
Charles F. Hais, Cincinnati; and Messrs. 
Hannaway, Hicks and Werl. 

The two leading regional directors in 
the campaign were Alfred H. Johnson, 
Butler, N. J., and Nevin A, J. Loose, 
Lancaster, Pa. And the three leading 
general agents were Harry E, Thoms, 
Jr., Norristown, Pa.; Charles H. Smolens, 
Philadelphia, and Russel G. Gohn, York, 
Pa. They all received birthday cam- 
paign prizes. 

President Boettner was then presented 
with a large silver tray by Mr. Lord 
on behalf of the company’s General 
Agents’ Association, and with a silver 
cream and sugar set by Saul Frankel 
on behalf of the Regional Directors 
Association. 

All in attendance were presented with 
gold tie clasps, engraved with “$100 
Million” in commemoration of the com- 
pany’s 1958 paid business. 

Allen J. Hicks was installed at the 
closing session as chairman of the 
General Agents’ Association, receiving 


whis gavel from John T. Lord, retiring 


chairman. Mr. Frankel was re-elected to 
a second term as chairman for the 
regional directors. 


PEOPLES LIFE AD AGENCY 

Peoples Life, Washington, D. C., has 
appointed Kal, Ehrlich and Merrick, Inc, 
to handle advertising in connection with 
the opening of the company’s new home 
office building. The company will move 
its executive office next June from the 
present location to a new four-millon 
dollar building. 
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NALU Midyear Meeting 


(Continued from Page 1) 


Prichard, Ala., looked at the field man- 
agement problem from the combination 
manager standpoint and has stressed the 
fact that the burden of solving the prob- 
lem is directly in the hands of field 
management. 


Financed Premiums 


Opposition to the issue and sale of life 
insurance policies that have a “built-in” 
premium payment arrangement based 
upon a schedule for the automatic bor- 
rowing of policy cash values was recom- 
mended by the committee on field prac- 
tices. It was further recommended that 
the NALU use every facility to make 
such opposition known to the life insur- 
ance industry and to the public. 

“The value of life insurance as prop- 
erty is established,” the report said. 
“There is no property more acceptable 
as collateral than life insurance cash 
values, Without question a policyholder 
has the sole right to determine how he 
shall use these values. In this respect 
he may buy, sell, hypothecate or dis- 
sipate the cash value in the same man- 
ner as other property he may own.” 

Strong public relations at the state 
level will be the aim of the NALU, the 
report of the committee on public rela- 
tions said. For the 1958-59 administrative 
year it is planned that each member of 


the committee will be assigned some 
definite work. 
Membership of the General Agents 


and Managers Conference of NALU was 
reported on the way to a new high this 
year and is currently 35% ahead of this 
time last year. Four new local General 
Agents and Managers groups have been 
formed during the year, at Albuquerque, 
Scranton, Topeka and Trenton. 

The committee on state law and legis- 
lation said that in the past few years 
ten states have revised their entire in- 
surance codes for presentation to their 
legislatures and said it is expected that 
many bills supported by NALU will be 
included in these new insurance codes. 


Executive Secretaries 


Problems of executive secretaries of 
State Associations were explored at a 
meeting Saturday morning at which 
John Mathis, Texas secretary, presided. 
Mrs. Ann Bickerton, director of field 
service for NALU, told of the work 
being done at the national institutes and 
urged secretaries to make an effort to 
attend them. Hal Currier, membership 
promotion, told of the work of his office. 
About 20 state secretaries attended the 
workshop which was the opening event 
on the midyear program. 

Relations with attorneys and _ trust 
officers were covered in two lengthy 
reports which indicated some progress 
is being made in ironing out difficulties 
involving the three groups. 

Recent changes in the social security 
laws were reviewed in the report of the 
social security committee which said in 
part: 

“Social Security seems destined to 
grow and expand without too much pub- 
lic concern for its impact on the national 
economy, the distribution of income be- 
tween producers and non-producers and 
its impact on all forms of personal sav- 
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ings, including life insurance. On the 
latter score who can disassociate the 
higher level of old age benefits from 
the rapidly mounting proportion of term 
insurance sold by our industry and the 
decline of the amount of fresh capital 
created through life insurance by the 
savings of its policyholders ? 

“Clearly the need for an understanding 
of the social and economic implications 
of over-growing Social Security is more 
pressing than ever. We want to stay in 
the lead in warning against thoughtless 
or costly expansion and liberalization of 
this social svstem. 


Agents Forum 


An agents forum on the topic “Should 
I Advise My Son to Go Into the Life 
Insurance Business?” was one of the 


feature events of the meeting. The 
panelists were Charles Anchell, New 
York Life and president of the New 


York City Association; NALU trustee, 
Paul R. Green, Aetna Life, Seattle; past 
NALU president, A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, and 
Gerhard Krueger, Equitable of Iowa, 
past president of the Chicago Associa- 
tion, Moderator was Robert Mitchell, 
executive editor National Underwriter. 
Three of the panelists gave an un- 
qualified affirmative answer, The fourth, 
Mr. Krueger, gave a qualified “yes.” 


“While I am in the business, yes, I 
would advise my son to get into the 
business because I could help him, but 
I doubt that I would so advise him if | 
were not already successful in it,” Mr. 
Krueger said. 

Paul R. Green of Seattle said he not 
only would advise his son but also his 
four grandsons to go into the bus:ness. 

“T was 25 years old when I signed my 
first contract with the Aetna and by 
the time I we “ 30 I was making $10,000 
a year,” Mr. Green said. “So that is my 
first big reason for recommending my 
son and my grandsons to go into the 
life insurance business as there is a big 
opportun.ty to make money, But as I 
became indoctrinated in the business I 
realized that money-making opportuni- 
ties are only a part of the blessings of 
the life insurance agent. I could not 
have gone into anything that woud 
have developed me spiritually, physically, 
mentally and financially as the life in- 
surance business has.” 

“The young, new agents have a more 
secure future in our business today,” 
said Mr. Anchell who is the middle gen- 
eration of three generations in the busi- 
ness. “My son likes the idea of serving 
others while being well compensated for 
doing so. I am thankful that my son 
is in this wonderful business with me.’ 

“If there ever were a time when I 
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One Good Way To Keep 
Good Agents Happy 


We telieve a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “‘borderline’”’ cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 
life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 


Superior underwriting, and all our other 
non-competitive services to life companies, 
are outlined in our booklet, ‘Reinsurance 
. Why not write for your free 


NORTH AMERICAN 
7 REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 
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would advise anyone to come into the 
life insurance business it is now,” said 
Mr. Nussbaum. “This does not mean that 
| am happy with everything but legisla- 
tion will not cure abuses.” 

About 400 men and women attended 
the meeting. The women were espe- 
cially active in the proceedings w:th two 
pipes meetings Tuesday and Wednes- 
day. 





Pass Keogh-Simpson Bill 

The House this week passed by voice 
vote the Keogh-Simpson Bill to permit 
establishment of tax-deferrable retire- 
ment plans by self-employed individuals. 
Under the terms of the bill, a self- 
employed person would be able to set 
aside 10% of his annual earnings up to 
$2,500, with a lifetime ceiling of $50,000, 
in a qualified restricted retirement fund 
or restricted retirement insurance policy. 





ASS’T. BROKERAGE MANAGER 

Robert B. Busman has been appointed 
assistant brokerage manager in Occi- 
dental Life of California’s George V. 
Shipley agency, Van Nuys, Cal. Mr. 
Busman joined Occidental in its home 
office in 1948—and_since1956.has—been 
an agent in the Shipley agency. 





HEARD On The WAY 











William J. Graham, who for years was 
one of the most noted figures in Group 
insurance and a pioneer, and also was 
head of that division as well as of 
agencies of Equitable Society, has re- 
tired from the board of directors. He 
has been named to the newly-created 
post of director-emeritus. At a dinner 
given to him and to Russell B. Lowe, 
who also retired from the board, the 
post of director-emeritus, was created 
for both. They also were presented with 
an engrossed scroll attesting to outstand- 
ing achievement in life insurance. 


James eisaiuih staff Nidal of the ad- 
vertising and press relations department 
of Equitable Society, is author of “Cara- 

van From Ararat,” a novel of adventure 
on the high seas. The book is published 
by Muhlenberg Press, Philadelphia. 

Mr. Terzian, a former news editor and 
enlisted combat correspondent for the 
Navy Seabees during World War II, is 
also the author of two documentary rec- 
ord albums, “Ike ‘from Abilene” and 
“The_ Second Elizabeth.” Before join- 
ing Equitable in 1956 he was a writer- 
editor for the “Voice of America.” His 
fiction and articles written during the 
war have appeared in a number of an- 
thologies. This is his first published 
novel. 

Born in Asia Minor of Armenian par- 
ents Mr. Terzian’s grandfathers were 
ministers. Recurring conflicts between 
Armenian and Turkish nationals forced 
the Terzians to be continuously on the 
move during World War I. James P. 
arrived in America in 1924, attended pub- 
lic schools in Brooklyn and was grad- 
uated cum laude from University of 
Wisconsin. There he won the annual 
playwriting award three years running. 


Uncle Francis 
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SEES REGIONAL MEETING VALUE 


Despite the large number of national 
organizations in the life insurance busi- 
ness the industry is so highly specialized 
that a growing number of smaller groups 
is being or has recently been formed. 
Largely, these are in the administrative- 
electronics, pensions, 
communica- 


sales, investment, 
auditing, actuarial, buying, 
tions and brokerage fields. One such 
body, calling itself The Gotham Group 
and holding luncheon meetings in Keene’s 
Chop House, this city, consists of peo- 
ple in the insurance advertising, sales 
promotion and public relations divisions 
whose companies have home offices in 
Greater New York area and northern 
New Jersey. 

All of their companies have representa- 
tives who belong to the Life Insurance 
Advertisers Association, but being in a 
field where events and problems con- 
stantly reflect new facets many members 
of LIAA have shown a desire to get 
together oftener than the annual or main 
regional meetings. At the luncheons 
they are addressed by speakers of 
authority who can illuminate some new 
phase of development in life insurance 
of particular interest to them. 


As an illustration, at its last meeting the 
‘Gotham Group was addressed by Edward 
B. Burr, executive vice president of the 
One William Street Fund, Inc., one of 
the fastest growing of the mutual in- 
vestment funds, Chairman of the insur- 
ance relations committee of National 
Association of Investment Companies, 
his subject was “The Role of Equity 
Investments in the Years Ahead.” One 
of his statements was that the life in- 
surance and the securities businesses 
should not disparage each other’s useful- 
ness, but should work toward a common 
understanding which he declared was 
essential if each is to gain the wide 
public support necessary to provide the 
thrift vehicles that must give the na- 
tion’s industry the new capital it re- 
quires to live and grow. “Our character- 
istics cannot be so radically opposed 
when many securities people gained 
their basic training in the life insurance 
business and vice versa,” he said. 


The growing concentration needed as 


sales problems confronting agents and 
brokers become more complex has made 
it essential to meet together more fre- 
quently in discussing, reviewing and an- 
alyzing the special types of risks which 
engage so much of their attention — 
corporation insurance, employe benefits, 
pensions and welfare funds. These and 
similar meetings of insurance groups 
are found in most of the hotels through- 
out the country. On the score board of 
one hotel alone—Waldorf Astoria—eight 
different dinners of insurance men were 
recently held as well as several luncheons. 


As for the main conventions in the 
insurance business it is true that some 
critics believe they occur too frequently, 
consume too much time, but that view- 
point is not generally prevalent. The 
conventions of the insurance companies 
have outgrown the hotels, a few of the 
meetings of companies being so largely 
attended that it is now necessary for 
some companies to split their conven- 
tions in two, one following the other at 
the same hotels. Last year a company 
had 10,000 agents in conventions at two 
hotels within a period of five weeks. 
Naturally, it would not have 10,000 of its 
field men leave their offices for almost a 
week, going and coming, if the sessions 
were not regarded as highly valuable in 
making their field men more expert sales- 
men, There is no doubt that America 
has become the greatest convention cen- 
ter of the world and those who attend 
them feel the time well spent. 


In the meantime, the smaller groups 
keep increasing in number. 





Robert L. Runz has been appointed 
assistant manager for the Phoenix of 
Hartford Insurance Companies in the 
Newark, N. J., district office. A veteran 
of the U. S. Army, Mr. Runz attended 
New York University. He joined: the 
Phoenix in September, 1952, in the 
Newark office as special agent, and was 
appointed state agent in January, 1955. 
Mr. Runz will continue under Newark 


District Office Manager Roger S. Henry. 
Stanley W. Morse, formerly casualty 
superintendent in the company’s Albany, 
N. Y., service office, has been trans- 
ferred to the Newark district office. Mr. 
Morse joined the Phoenix in July, 1955, 


JACOB L. HOLTZMANN 


Jacob L. Holtzmann, senior partner of 
Holtzmann, Wise & Shepard, New York 
City law firm, has been elected to the 
board of directors of American Surety. 

Mr. Holtzmann, as a member of the 
New York State Board of Regents for 
many years, has made significant contri- 
butions in the field of learning in New 
York State. As chairman of the Re- 
gents Educational Television Committee, 
he has played a leading role in keeping 
alive the state’s interest in this de- 
veloping educational field. 

Mr. Holtzmann is a director of The 
Colorado Fuel & Iron Corp.; trustee of 
Title Guarantee & Trust Co, of New 
York; director of John A. Roebling 
Sons Corp.; American Bosch Arma 
Corp., ACF Wrigley Stores; W. A. 
Case Manufacturing Co.; Teleregister 
Corp.; Cincinnati, Newport and Coving- 
ton Railroad Co. and the Litchfield and 
Madison Railway Co. 


ee ae 2 


Mort L. Levy, CLU, has been elected 
president of Canadian Life Underwriters 
Association. A member of Million Dol- 
lar Round Table he is with Imperial Life 
of Toronto. While an engineering stu- 
dent at University of Toronto he won the 
Canadian intercollegiate middle weight 
boxing title, played on the varsity basket- 
ball team and also on a football squad. 
He has two children. 


ae 


F. H. James, deputy overseas manager 
of Royal-Globe, will retire March 31. 
He became foreign fire superintendent in 
1944, two years later being appointed 
assistant secretary and since 1958 has 
been a deputy overseas manager, D. 
Robotham, local mz unager at Caracas, has 
been appointed an assistant overseas 
manager at the head office. Mr. Robot- 
ham joined the head office in 1928, was 
transferred to Bogota in 1938 and in 1954 
became Caracas local manager. 


ae Sere 


Hamlet J. Barry, Jr., vice president of 
Manufacturers and Wholesalers Indem- 
nity Exchange, is the newly elected 
president of the Colorado Association of 
Fire and Casualty companies. Other 
officers include: Lavelle R. Thornton, 
Colorado Farm Bureau Mutual Insurance 
Co., vice president; Paul E. Huff, Na- 
tional Farmers Union Property & Cas- 
ualty Co., secretary; and Blanch Grant, 
Mountain Standard Insurance Co., treas- 
urer. 











JAMES F. OATES, JR. 


James Franklin Oates, Jr., president 
of Equitable Life Assurance Society, 
decided after a visit to the Equitable’s 
Henry Wild agency in Honolulu, that 
he would extend the trip to New Zea- 
land where he is now spending a few 
days fishing. The Henry Wild agency 
was established some months ago by the 
Equitable. 

EE ik 

John L. Freeze has been named an 
assistant superintendent in the head 
office claim department of the American 
Insurance Group at Newark, N. J. Prior 
to joining the American Group early 
in 1958 at the Dallas branch office, Mr. 
Freeze was vice president in charge of 
claims for the Southwest General In- 
surance Co., Dallas. Before that he was 
claims manager at Dallas for the Em- 
ployers Mutual. He received his B.S. 
degree from Memphis State College and 
his LL.B. degree from Washington Uni- 
versity (St. Louis). 

* * * 


Ben M. Jacoby has been appointed 
state agent at Cincinnati for the fire 
insurance division of the Aetna Casualty 
and Surety and Standard Fire. Mr. 
Jacoby, a graduate of Ohio Wesleyan 
University, has been special agent ‘for the 
companies at Cleveland since 1955. 

x ok Ok 


Alvin Shepherd, general agent, has 
been elected president of the Insurance 
Club of New:Orleans to succeed James 

Kraus, who has held the office since 
the club was organized in 1955. Other 
officers are: Vice presidents, Milton E. 
Moore and Parker A. Wiggins; secre- 
tary, Samuel G. Peters, and treasurer, 
Jules E. Simoneaux, Sr. 

ne 


Devereux C. Josephs, chairman of 
board of New York Life and also of 
President Eisenhower’s Committee on 
Education, received the degree of Doctor 
of Humane Letters from Oberlin Col- 
lege at its recent 125th anniversary. 

x x x 


Theo. P. Beasley, president and chair- 
man.of Republic National Life of Dallas, 
has been elected to the board of the 
Mercantile National Bank of Dallas, 
one of the three largest banks in the 
greater Dallas area. 

x *k x 


Frank B. Miller, formerly Minneapolis 
casualty manager of Johnson & Higgins, 
has been appointed resident special 
agent for Minneapolis by Continental 
Casualty. Mr. Miller’s 19-year insurance 
career also included service with Royal- 
Globe Group. 
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Francis J. Cottle 
Francis Joseph Cottle, of London, who 
on December 31, 1958, retired from the 
general managership of the London & 
Lancashire, is one of the best known 


of the international insurance officers. 
Executives of London & Lancashire esti- 
mate that he has traveled approximately 
300,000 miles in visiting representatives 
of the organization. At the time of his 
retirement as general manager he was 
appointed a director. His other direc- 
torates include those in Law Accident 
Insurance Society, Ltd., and British Fire 
Insurance Co., Ltd., and two Holland 
insurance companies. 

Born in Formby, Liverpool in 1893, 
Mr. Cottle left Xavier’s College in Liver- 
pool when 17, went to work for the 
London & Lancashire as a junior clerk 
in the guarantee department. The com- 
pany’s head office was then (1910) in 
that city. About the same time, Gilbert 
Kingan, another Liverpool lad, joined 
the company also as a junior clerk. 
Wages in the first year were £15, “pay- 
able in gold.” In the last year of their 
apprenticeship each was receiving a wage 
of £50. 

In 1919, Mr. Cottle was transferred to 
London and his subsequent promotions 
and titles follow: 1926—head of foreign 
department; 1930—assistant secretary; 
1947—assistant general manager; 1949— 
deputy general manager; 1953—general 
manager. 

Mr. Cottle has held a number of in- 
dustry positions including that of chair- 
man of London Salvage Corps and mem- 
berships in numerous insurance commit- 
tees. 

Mr. Kingan later became U. S. man- 
ager of London & Lancashire group, to 
which post Worthington W. Smith was 
advanced two years ago. 

In addition to the parent company, 
London & Lancashire companies oper- 
ating in the United States are London 
& Lancashire Indemnity, Orient Insur- 
ance Co., Union & Rock, Safeguard In- 
surance Co. of London, and Hand-in- 
Hand. 

Worthington W. Smith is United 
States manager of London & Lancashire, 
Orient and Law Union & Rock and pres- 
ident of London & Lancashire Indem- 
nity, Orient Insurance Co. and Safe- 
guard Insurance Co. Marine Insurance 
Co. of London is managed in the United 
States by Chubb & Son. Standard 
Marine of Liverpool is managed in 
United States by W. J. Roberts & Co. 


* * * 


First Telephone Directory 


_.As a nostalgic souvenir the New York 
Telephone Co. has sent out a facsimile 
of the original telephone listings of the 
telephone directory for New York City. 
he names are all listed on a single 
sheet. There were 271 listings and the 
date was the summer of 1878. Numbers 
Were not listed. Calls were made by giv- 
ing to the operator the names of the 
subscribers, 


The largest number of subscribers 




















were banks, bankers and brokers. Next, 
were the merchants in produce, cotton 
and oil. Third largest listing were im- 
porters, and another long list consisted 
of merchants in millinery and drygoods. 

Under “insurance” were only eight 
names. The companies were Niagara 
Fire, Germania Fire and Farragut Fire. 
Of these three only the Niagara is still 
in the field. No insurance broker listed 
is now in business. All of the telephone 
subscribers in 1878 were located on 
Broadway, William Street, Beaver Street, 
the Bowery and Whitehall. No life in- 
surance company was then a telephone 
subscriber, 


ok * * 


Heads U. S. Chamber of Commerce 


Erwin D. Canham, 55, editor of The 
Christian Science Monitor of Boston, 
and a director in many business organi- 
zations including John Hancock Mutual 
Life, has been elected president of the 
United States Chamber of Commerce. 
He has long been prominent in public 
affairs. 

One of America’s most talented writers 
his editorials as well as the _ public 
addresses he has made, have made such 
a deep and profound impression that he 
has been swamped by invitations to 
appear on rostrums at conventions and 
before other bodies. 

An article he wrote for The Gold 
Book of Life Insurance Selling last Fall, 
bearing the title “Roots to Society,” and 
which was widely distributed, explained 
man’s craving for individual freedom 
with individual responsibilities realized 
through the nation’s social system. 

Mr. Canham is head of the Manpower 
Council which was formed by General 
Eisenhower when he was president of 
Columbia University. The Council studies 
how the nation’s manpower can be put 
to best use. He also is a member of 
the United States Advisory Commission 
which is engaged in assisting United 
States policy in the field of information 
and propaganda. ; 

Born in Maine, son of devout religious 
parents, he was a small lad when_he 
joined Christian Science Church. The 
first work he did on The Monitor was 
as a reporter when 14. His college 
was Bates from which he was graduated 
in 1925. For a year after college he 
worked on The Christian Science Moni- 
tor, and then attended Oxford Univer- 
sity in England as a Rhodes scholar. 
While abroad he was a correspondent 
for The Monitor and joined its staff in 
Boston on his return. When made its 
managing editor he was 37 and became 
editor at 41. Overall, he has been with 
The Monitor 34 years. That paper has 
a large international circulation and in 
this country its readers include many 
from small towns. Daily paper editors 
throughout the nation closely scrutinize 
it columns. Mr. Canham does not smoke 
or drink, is exceedingly companionable 
and has a fine sense of humor. For a 
long time he has been one of the most 
popular men in Boston and among news- 
paper publishers everywhere. 








| Retiring General Manager 








FRANCIS J. COTTLE 


Marriage of Dorothy Paul 


A recent marriage of special interest 
to the insurance business because of the 
wide acquaintance of the bride with 
insurance people was that of Dorothy 
Brooks Paul to Frank J. Jerome. The 
ceremony was in Fort Lauderdale, Fla. 

Dorothy Paul, who was the daughter 
of the late Nora Vincent Paul, vice 
president and Eastern business manager 
of The National Underwriter before her 
retirement and her moving to Florida, 
is a graduate of Smith College and for 
a time was on the staff of the insurance 
paper in New York City. Sometime 
after she and her mother went to Fort 
Lauderdale to make their future home 
Dorothy entered the real estate field, 
in that fast-growing Florida city. 

Frank J. Jerome, a widower, about 
five years ago retired as executive vice 
president of the New York Central. 
The ceremony, in All-Saints Episcopal 
Church, was attended by 150 persons. 

In a letter I have received from Mrs. 
Jerome she writes: “While I am _ not 
active in real estate now I have left 
my card in the office of the real estate 
firm with which I was associated for 
some years and I can operate if a deal 
should come along. In this progressive 
city where so much is being built and 
so many are looking for homes you 
never know what might pop up among 
the friends and other acquaintances of 
my husband and myself.” 

ae ele 


Not Above College Dignity 

American College of Surgeons occa- 
sionally hears criticisms of college 
stationery being used in soliciting en- 
rollments in one or another of the 
insurance programs offered by the col- 
lege. 

“Some contend that it is beneath the 
dignity of the college; some are merely 
annoyed by the additional man,” is 
comment of Paul R. Hawley, a director 
of administrative staff of the college. 
He does not agree with those attitudes, 
writes Mr. Hawley in the organ of 
American College of Surgeons: 

“The College is most sympathetic to 
these points of view, and would not per- 
mit the use of its stationery for this 
purpose were it possible to acquaint 
the Fellowship with the programs in 
any other way. A number of states 
have enacted legislation prohibiting non- 
resident insurance brokers from any 
form of solicitation of business. Viola- 
tion of this statute is penalized by 
revocation of the state license to under- 
write insurance; and this, in turn, would 
prevent any Fellow in that state from 
acquiring the insurance offered. Such 
laws do not prohibit the college from 
informing Fellows of the opportunities. 

“The college is not interested in selling 


Editor C. of C. Chief | 








ERWIN D. CANHAM 


insurance. Its programs were authorized 
at the request of numerous Fellows. The 
college believes that they are the best 
and least expensive of any available 
and that every Fellow should have the 
opportunity to acquire them. Except for 
one contingency, one such opportunity 
would be sufficient. That is that, in a 
group program, at least 50% of eligible 
Fellows must enroll before everyone 
desiring the protection may obtain it. 
Additional correspondence for this pur- 
pose is, therefore, in the interests of 
Fellows who have already indicated their 
desire to have the protection 

“It is hoped that the knowledge that 
these mailings are in the interests of 
many other Fellows, who need and 
desire the offering, will relieve the 
annoyance of the few who do not.” 

2 1s 

When Should Newspapers Print 
Articles About Doctors Being Sued? 

Should daily newspapers withhold 
news about malpractice suits against 
doctors is the subject of a symposium 
in the American Medical Association 
News. The symposium was gathered by 
James Reed, editor of that publication. 

Mr. Reed says editors should with- 
hold publication until the accused doctor 
has his day in court. He thinks that if 
the news is printed prematurely it is not 
playing fair with the doctors. 

Reason for the symposium was to get 
views of doctors as to wherein the great- 
est public interest lies. Mr. Reed says 
in part: 

“The answer to a malpractice suit may 
not be filed for months. Meantime, the 
physician who may later be _ proved 
innocent may have his reputation dam- 
aged immeasurably, Publishing such a 
story about a doctor is tantamount to 
conviction in the minds of many people. 
And how often is ‘equal space’ given 
to a not guilty verdict, or when the 
case is tossed out of court for lack of 
evidence ?” 

Most of the editors interviewed were 
against early publication unless a quack 
or a charlatan is being sued. 

Several editors, however, thought that 
if the allegations in the complaint were 
not published at time of the filing, 
rumors might cause more harm than 
the suppression of the news. 

*-*: * 


Dean Ackerman Honored 

Laurence J. Ackerman, dean of the 
University of Connecticut's School of 
Business Administration has _ received 
Mutual of Omaha’s golden service award. 
The presentation was made March 5, 
in connection with company’s Founder’s 
Day celebration. Mr. Ackerman was 
cited for “vital contributions to the 
growth and improvement of the insur- 
ance industry.” 
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Eastern Conference 
Program Completed 


AGENTS AT BUFFALO APRIL 5-7 





Slawsby, O’Connell, Philips, Middendorf 
Among Speakers; Forums Scheduled; 
Buffalo “I-Day” April 7 





The 11th annual Eastern Agents Con- 
ference will be held in Buffalo at the 
Statler Hilton Hotel April 5-7 and will 
this year be combined with the 11th 
annual Buffalo “I-Day” which will be 
incorporated into the EAC 
Tuesday, April 7. 

The EAC meeting will begin with a 
Sunday evening buffet and go into full 
Monday with report of the 
conference committee, a keynote speech 
and state presidents’ panel. 

A highlight of the Tuesday combined 
program will be the luncheon speaker, 
J. W. Middendorf, II, author of “In- 
vestment Policies of Fire and Casualty 
Insurance Companies” and numerous 
other studies in the industry. Mr. Mid- 
dendorf is associated with the firm of 
Wood, Struthers & Co. of 300 Wall 
Street, New York City. He is a student 
of the American Agency System and 
the stock companies which the agents 
represent. Mr. Middendorf has recently 
made addresses before the Conference 
of Mutual Casualty Companies in Ash- 


program on 


session on 


ville, N. C. and the Rochester Society 
of Security Analysts on _ insurance 
matters, 


Slawsby, O’Connell, Philips 


Archie Slawsby, Nashua, N. H., presi- 
dent of the National Association of In- 
surance Agents, will address the com- 
bined meeting Tuesday morning. 

Arthur M. O’Connell, prominent Cin- 
cinnati insurance agent and former mem- 
ber of the executive committee of the 
National Association of Insurance 
Agents, will wind up the combined 
session Tuesday afternoon. 

Harold K. Philips, publicity director 
of the Association of Casualty and 
Surety Companies, will address the East- 
ern Agents Conference Monday after- 
noon on the vital problem of public 
relations. Mr. Philips is well qualified, 


having been in newspaper and_ public 
relations work throughout his business 
career. 

Other highlights of the three day 
affair include four panels on current 


problems Tuesday morning 
and the popular public relations break- 
fast for state and local association 
officers sponsored by the Eastern Under- 
writers Association. Tuesday afternoon 
there will be cocktail party followed by 
dinner at which the new officers of the 
Eastern Agents Conference will be in- 
stalled. 


Proposed Constitution Amendments 


Amendments to the constitution and 
by-laws of the EAC have been proposed 
and probably will be considered :at the 
Buffalo meeting. One would reduce the 
number of officers from five to three, 
with the conference electing a chair- 
man, vice chairman and secretary-treas- 
urer. At present the officers include a 
chairman, first and second vice chairman, 
treasurer and secretary. 

Another amendment would _ reduce 
from two to one New England member- 
ship on the standing EUA-EAC Con- 
ference Committee. The change pro- 
poses a committee of five members, one 
representing the New England Advisory 
Board and four members of the state 
associations of the EAC. The chairman 
and vice chairman of EAC would be 
members of the committee ex-officio. 


Glens Falls Reports 
Substantial Gains 


ASSETS INCREASE 


PREMIUMS, 





Investment Income and Surplus Also 
Higher in 1958; Underwriting Loss 
for Year Sharply Reduced 





The Glens Falls Insurance Co. of Glens 
Falls, N. Y., closed 1958 with admitted 
assets of $165,020,123, up about $14,400,- 
000, and with policyholders’ surplus of 
$56,474,589, an increase of around $11,- 
500,000 over 1957. President G. D. Mead 





GEORGE D, MEAD 


states in his report to stockholders that 
a written amounted to $8,927,000, 
up 1.6% 

With a loss ratio of 61% and expense 
ratio of 40% the company reported an 
madew riting loss of $1,178,372, compared 
with $3,774,625 in 1957. Loss ratios on 
various types of business for 1958 are as 


follows: fire and allied lines, 52.9% 
againt 53.5% in 1957; marine, 67. 7% 
against 75.2%; automobile, 69.6%, against 
72.9% ; general casualty 59.1% against 
52.7%, and bonding and accident and 
health, 33% against 54.8%. 


President Mead on Results 


“Our oper: ations for 1958,” states Presi- 
dent Mead, “produced an increase in 
premium writings and investment in- 
come, a substantial increase in assets 
and capital funds and a significant re- 
duction in underwriting loss. Net oper- 
ating income amounted to $1.73 per share 
compared with a loss of $.14 per share 
last year. Because our underwriting loss 
exceeded the taxable portion of our in- 
vestment income no U. S. income taxes 
were incurred and our carry forward 
deduction was increased. Our estimated 
saving on future taxes from this carry 
forward deduction is approximately 
$1,650,000. 

“Dividends for the year were $1 per 
share on the 1,300,000 outstanding shares, 
paid at the rate of $.25 quarterly. Capital 
funds increased to $56,473,589 on Decem- 
ber 31, 1958 from $44,949,936 at the end 
of 1957. A very substantial portion of 
this improvement is attributable to the 
rise in the value of our common stock 
portfolio. 

“While underwriting operations for 
1958 produced a loss of $1,178,372, this 
represented a sizable reduction from the 
extremely adverse experience of 1956 and 
1957. The improvement, which evidenced 
itself principally during the final months 


Allen, Watt, Preyer on 


Reinsurance Corp. Board 
Stockholders of the Reinsurance Corp. 
of New York have elected as directors 
Clinton L, Allen, chairman of Aetna 
Insurance Co.; Robert W. Watt, chair- 
man of Seaboard Surety Co., and Luns- 
ford Richardson Preyer of Greensboro, 
N. C., Superior Court judge. 

Mr. Allen is also president and di- 
rector of the General Adjustment Bu- 
reau, Inc. New York. Mr. Watt was 
president of Seaboard Surety for ten 
years, Judge Preyer practiced law in 
New York and in Greensboro before his 
appointment as Superior Court judge in 
July, 1956. 





Reinsurance Corp. Shows 
Underwriting Profit 


The annual report to stockholders of 
The Reinsurance Corp. of New York 
indicates a statutory underwriting profit 
of $654,839 despite an increase of $622,673 
in the reserve for unearned premiums. 
After taxes, combined statutory invest- 
ment and underwriting earnings were 
$1,183,565, equal to $1.54 per share. 

In his letter to stockholders, President 
W. W. Cochran notes that all classes 
in which the company does any large 
volume of business contributed to the 
improvement in composite operating 
ratio from 98.54% in 1957 to 92.77% in 
1958. Excess of loss business, however, 
was singled out as having had particu- 
larly satisfactory results. 

All phases of the company’s operations 


showed improvement during the year 
with premium writings increasing by 
7.2%, dividends and interest increasing 


by 2.8% and policyholders surplus reach- 
ing an all-time high of $21,616,695. 





Broker May Get Service 


Fee, Besides Commission 


An insurance broker may legally col- 
lect a service fee from an assured, in 
addition to the commission, if a contract 
for such is made, according to the 
Supreme Court of New Jersey. A broker 
had secured for an insured coverage 
which was difficult to obtain and charged 
a 10% service fee in addition to the 
commission. The trial court denied as 
illegal the claim of the broker against 
the insured for the extra fee, and when 
the broker appealed, the state attorney 
general entered the case as a friend of 
the court with the contention that such 
a fee, even if not specifically prohibited, 
was unlawful in the absence of any 
statutory authority. 

The appeal court, in upholding the 
claim of the broker said, in part: “A 
service charge payable to ‘the broker by 
his client, the insured, is neither a profit 
nor an expense of the insurer, and has 
no effect upon the rate approved by 
the commissioner, nor upon the amount 
of the premium paid by the insured. 
The service charge in the present case 
Was not represented by the broker to 
the insured as part of the premium 
payment. It was the subject of a separate 
contract entered into between the broker 
and his client, the insured, for service 
to be performed. 

“Tt is generally considered that the 





of the year, was assisted by rate increases, 
fewer natural catastrophes and the re- 
duction of our expense ratio in spite 
of increasing costs of operations for 
business in general. 

“We have expanded our operations 
through association with the National 
Life Assurance Co. of Canada. During 
1958 we acquired approximately 43% of 
the capital stock of National of Canada 
and during the past months we have 
been doing the preparatory work toward 
writing life insurance in the United 
States through the Glens Falls agency 
force. Business is already being written 
in New York State and operations will 
he extended to other states as soon as 
feasible. We believe this affiliation has 
great potentialities.” 


First International 
CPCU-FIIC Seminar 


UNITED STATES AND CANADA 





40 Members from 17 American and Cana- 
dian Cities Convene at Syracuse; 


Discuss U. S.-Canadian Risks 





The first International Seminar to be 
held jointly by the Society of Chartered 
Property and Casualty Underwriters and 
the Society of Fellows of the Insurance 
Institute of Canada convened in the 
Sheraton Syracuse Inn, Syracuse, N. Y., 
March 6-8. There were 40 CPCU and 
FIIC members present, from 17 Ameri- 
can and Canadian cities. The work-shop 
type of program was based on the 
theme—‘“Insurance Problems Inherent in 
a Risk Operating in Canada and the 
United States.” 

Roulston J. Harper, FIIC, of R. A. 
Barber Co., Ltd., Toronto, and Allan 
Harrop, CPCU, of Findlay-Noyes Co. 
Inc., New York, discussed fire and allied 
lines, including business interruption 
aspects of the problem. The casualty 
and surety part of the problem was 
covered by Allan L. Dow, CPCU, Liberty 
Mutual, Boston, and by John T. Hoyle, 
FIIC, Insurance Co. of North America, 
Hamilton. The area of marine, both 
inland and ocean, was the subject for 
John P. Donoghue, CPCU, Griswold and 
Co. Inc. New York, and R. James 
Paterson, FIIC, Willis Faber & Co, 
Ltd., Toronto. The producers’ problems 
in such a risk were discussed by Ernest 
S. Beal, FIIC, Beal, Doering & Meen, 
Ltd., Hamilton and by Robert D. Fal- 


coner, CPCU, Picton-Cavanaugh, Inc., 
Toledo. 
The seminar was opened by Lloyd 


G. Pineo, FIIC, president of The Society 
of Fellows of The Insurance Institute 
of Canada and John B. Walker, CPCU, 
director of The Society of Chartered 
Property and Casualty Underwriters. 
Bernard J. Daenzer, CPCU, president of 
The Society of Chartered Property and 
Casualty Underwriters, presided at the 
closing ceremonies. 

Mr. Pineo, FIIC, of Marsh & McLen- 
nan, Ltd., Toronto, and Mr. Walker, 
CPCU, of the America Fore Loyalty 
Group, New York were the co-chairmen. 
Physical arrangements were under “ae 
tion of Harold S. Poole, Jr., CPCU, 
the Hartford Fire, Syracuse. 





broker acts for the insured for the pur- 
pose of making the application and pro- 
curing an insurance policy. In this 
capacity the broker may render valuable 
service to his principal, e.g. in deter- 
mining his insurance needs and selecting 
and procuring a policy or policies which 
will provide the most favorable protec- 
tion. In our, view, a reasonable charge 
by the broker does not offend public 
policy.” 





Maclair Agency Goes 


With Commercial Union 

H. W. Miller, general U. S. attorney 
of the Commercial Union Group, an- 
nounces that The Maclair Agency of 116 
John Street, New York City, has become 
a part of the group’s metropolitan de- 
partment at 156 William Street. 

The agency, in operation for almost 
30 years was well-known in the down- 
town insurance area. According to offi- 
cials of the Commercial Union, Mrs. 
Claire G. Tozzi, owner of the agency, 
and William Meinking, her associate, 
the change will produce a close company- 
agency association and will afford the 
broad multiple line underwriting facil- 
ities to brokers. 

The actual moving of the agency staff 
and records to the downtown office of the 
Commercial Union Group took place dur- 
ing the weekend of March 7. The per- 
sonnel of The Maclair Agency will work 
with the group’s metropolitan depart- 
ment. 
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American Reciprocals 
Show Underwriting Gain 


FOR THIRD SUCCESSIVE YEAR 





Earned Premiums Continue to Rise De- 
spite Elimination of Some Accounts; 
Profit Made by Stock Insurer 


A profit of $478,912 for the over-all 
operations of American Reciprocal In- 


/ surers and the Commerce and Industry 


Insurance Co. was realized in 1958, ac- 
cording to the 77th annual report re- 
leased by Schuyler Merritt, II, chairman. 
In 1957 the operating profit amounted 





Blank & Stoller 


SCHUYLER MERRITT, 11 


to $438,918. In his letter to policyhold- 
ers he points out that for the third year 
in succession the organization was able 
to report an underwriting profit. 

As outlined in the report, earned pre- 
miums continued to increase in spite of 
the elimination of a number of accounts 
which, on review, were no longer con- 
sidered eligible for the preferred risk 
coverage provided by this exchange; 
and contingency reserves totaled $2,602,- 
456, the highest in the history of the 
organization. 

Profit for New Stock Insurer 

Mr. Merritt reported a profit for the 
first year of operation of the Commerce 
and Industry, the stock company sub- 
sidiary of American Reciprocal Insurers. 
Ths company was formed to assume the 
coverage formerly carried at Affiliated 
Underwriters and to participate in re- 
insurance treaties. Mr. Merritt an- 
nounced that its volume of reinsurance 
premiums accepted exceeded expecta- 
tions and has shown a steady increase. 

Consolidated assets as of December 
31, 1958, amounted to $17,267,362, a drop 
Surplus to policy- 
holders was $9,110,575 an increase of over 
$220,000. The American Reciprocal In- 
oldest and largest reciprocal 
reinsurance business, 


accepted writing 


» over $400,000 in this field in 1958. This 


business comes from sources in this 


| country, London Lloyd’s, in Germany and 


elsewhere. 
These insurers do not write any per- 
sonal business or any casualty coverage, 


| confining their risks to fire and allied 


lines on commercial property. Two 


/ newly elected directors include Douglas 


M. Black, president of Doubleday & 
Co, New York City, and Donald W. 
Strickland, vice president and general 
counsel of the Ingalls Shipbuilding Corp. 


| of Birmingham, Ala., a leading ship con- 


struction company. Other directors are 
officers of large industrial and mercantile 
Companies in the United States and 
anada. 

The Commerce and Industry, a stock 
company, had a satisfactory year in 1958, 
its first year of operating, says Mr. 
Merritt, 

Underwriting results showed in 1958 


America Fore Loyalty 
New Pittsburgh Office 


A new five-story building at 200 South 
Craig Street was opened Monday and 
will house the offices of the America 
Fore Loyalty Group serving the Pitts- 
burgh area. Included in the companies 
of the group is a Pittsburgh company, 
the Nation .l-Ben Franklin. The Amer- 
ica Fore -ompanies’ operations were 
formerly located in the Arrott Building 


at 401 Wood St., and the Loyalty com- 
panies’ two offices were located at 120 
Ohio St. and 7 Wood St. 

The new America Fore Loyalty Group 
building has 50,000 square feet of office 
space and features the latest improve- 


ments in construction and design. It is 
completely air-conditioned and_ has 
aluminum windows with colored glass 


and spandrel panels. There is a garden 
terrace adjacent to the entrance and 
lobby. A meeting room for the directors 
of the National-Ben Franklin is located 
on the third floor. 





George W. Will Dies 


George W. Will, former president of 
the New York insurance brokerage firm 
of Stewart, Hencken & Will, died March 
15 at his home in Montclair, N. J., after 
a long illness. He was 87 years old and 
had been retired since 1946. He entered 
insurance in 1887 as a clerk in the old 
Greenwich Insurance Co. In 1922 he 
helped organize the brokerage firm which 
he headed. He served as a director of 
the Insurance Brokers Association of 
New York. He leaves a son, George, 
and three grandsons. 





earned premiums of $5,831,491, loss ex- 
penses incurred $2,099,189, expenses in- 
curred $2,103,481, and reinsurance, net 
of commission, $1,461,205, leaving an un- 
derwriting gain of $58,319. 


AIU Host to American and European Insurance Leaders 





American insurance leaders and prominent insurance men discuss international 
insurance problems at a reception given in New York by American International 
Underwriters for a group of French and Belgian executives in the U. S. on a study 
tour. 

Shown, left to right, are E. 
Underwriters Corp.; Francois Lardreau, Ste. Sprinks & Cie., Paris; Andre Soyer, 


Andre Soyer & Cie., Paris; 


A. G. Manton, president, American International 


G. Edward Nichols, chairman, governing committee, 


National Association of Insurance Brokers; Valmore Forcier, executive committee, 


National Association of Insurance Agents, and A. E. 


Gilbert, executive vice presi- 


dent, American International Underwriters. 

The 16-member group, representing insurance companies, brokers, agents, and 
the trade press, ended a visit to New York and Hartford insurance companies with 
an inspection tour of AIU headquarters in New York. Before returning to France, 
the group visited Washington, Philadelphia and Montreal, Canada. 





U. S. F. & G. Names AIMA 
Ocean Managing Agent 


The United States Fidelity & Guar- 
anty of Baltimore has selected Ameri- 
can International Marine Agency, New 
York, to act as managing agent for its 
ocean marine business throughout the 
United States and Canada. The appoint- 
ment was announced by Charles L. Phil- 
lips, president of the Baltimore company. 


American International Marine Agency 
is one of several underwriting organiza- 
tions in the American International In- 
surance Groups. Its home office, headed 
by Donald H. Miller, president, is at 
102 Maiden Lane, New York City. Other 
companies whose miarine business is 
managed by AIMA include New Hamp- 
shire Fire, Birmingham Fire of Penn- 
sylvania, American Home Assurance, 
Netherlands Insurance Co. and Granite 
State Fire. 
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Metropolitan 
Hive Assurance Company 





Assets 


33 Lewis St. 





Si en i 





December 31, 1958 


Surplus as regards Treaty Companies 


REINSURANCE 
EXCLUSIVELY 


Fire, Marine and allied classes 


J. B. Carvalho, President 


Er “a ' 


_$10,234,470.21 
2,699,211.32 


Hartford 3, Conn. 
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J. A. MUNRO, President 
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T dwelling rate case. surance company has the right to file Superintendent’s decision as aggrieved 
N. ¥3 Court of Appeals The ‘highest appellate court of oa rates lower than peri ai filed all the Ts and “thet idee bie ho teone ¥ 
i Stz of New York will review the rating organization with respect to a ivision he a e rating organiza- 
Grants Allstate Review pec of former Superintendent of class of insurance which the individual tion and the intervening ace ag pgp? 
PRS Insurance Leffert Holz which granted company has never written before in panies are aggrieved parties and, as 
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. 4 Ar ; dwelling class business. The rating Nolibwind the decision of ‘the ‘Saperin- whether a filing by an independent 
Will Review Holz Decision Granting organization contends that the dwelling Pl habe Sraueniee ‘ec appeal was company complies with the standards Gra 
Allstate 15% Cut in e808 Rates; class rates of Allstate Company which taken by the rating organization and of the rating article the a gg 
To Pass on Several Issues were approved in the decision of the several intervening insurance companies law, and to nage to = ag or a 
. _ : aia Superintendent of Insurance are in viola- to the Appellate Division. That court judicial review of any adverse decision. 
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ork q als 3 i 
nage EE On aeien to Sutticed tendent,wit hout opinion. One of the the ‘get L hangs 2 om ag & Var 
ire Insurance Rating Organizatic Other Issues Involve issues in that appeal was the right of 2PP¢2 the Insurance Department was ar 
appeal from the decision of the Appelate : att cn ss er ta elt ihe inane. represented by the Attorney General Jr., 
Division of the Supreme Court, First Among other issues involved in ‘this the rating orga . —* Sign ll of this state; Allstate Insurance Co. by H: 
Department, in the Allstate Insurance appeal is the question whether an~in- ing insurance companies Proieaer. Rane. Goetz & Mendiiinbn: of 
and the New York Fire Insurance Rating | Spri 
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ERVE INSURANCE PROTECTION ance companies by Powers, Kaplan & ann 
YOUR d Berger and Charles P. Butler, of counsel. Ir 
f den 
retil 
IN COMPANIES THAT COMBINE 
General Names Buttner P. 
- pri 
Inland Marine Manager | the 
Establishment of an inland marine di- offic 
vision has been completed by General essis 
@ oFe Fire And Casualty. Fred T. Buttner has 1950 
been named manager of the division, trea: 
@] vice é t n according to an announcement by E. 
9 9 C. Lechner, president. M 
“The company is now prepared to ai 
write the general forms of inland marine 1925 
coverage,” Mr, Lechner said. “This is wil 
another step in our multiple-line pro- _ 
gram.’ ree 
Mr. Buttner, a veteran of 36 years in 
the insurance field, recently joined the | 
company and has staffed his department Beant 


with experienced personnel. 


1) - Ar 
i A i] rf Li | C | / | | C Beatrice Evans Heads e. 
i) Glens Falls Women | was: 











4; Election of officers was held at a oy 
th meeting of the Glens Falls Insurance st 
HH Women held last week at the Queens- ie 1 
ti bury Hotel, Glens Falls, N. Y., with Mrs. He i 
tl Starr Kennedy, presiding. Officers my i 

( elected included Mrs. Beatrice Evens, a; 

ad Lake Luzerne, president; Mrs. Ann Mr 
ab Traver, vice president; Mrs. Edith Og- Rin 

) den, secretary; Mrs. Kathryn Wenthen, Rises 

z treasurer, and Mrs. Jule Perkins, histor- one 

ian. : i 1 

Mrs. Evans and Mrs. Mabel Ralph Seainn 

z were appointed delegates to attend the Mr 

2 convention of the Federation of Insur- Rin 

ance Women to be held at the Van meni 

Curler Hotel in Schenectady, April 9-11. Seen 

Was 1 

From 


Greater N. Y. Brokers Hit the 


o 
¢ . . 
Member Compantes: Excessive Papet Weil] ae | 


Marshall Rubenstein, chairman of the 
Est. 1853 education and forum committee of the 


THE CONTINENTAL INSURANCE COMPANY............- cbstwccusied shee ae ee en, 
Association, declares that one of the assist 
problems confronting brokers and agents i 
FIDELITY-PHENIX FIRE INSURANCE COMPANY..........- svonnn aniibetiie | -prcbletap contsoatiag, treokers.0e seein mae 
in daily i Saag ‘: cated 
“This business of finding mistakes can f Ne 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J............... Est. 1855. a very valuable competitive weapon”, Sorin 
said Mr. ng eeegec “Many a valuable for ar 

account has been picked up by an alert : 
NIAGARA FIRE INSURANCE COMPANY..........ecceeeeecees -+ee--Est. 1850 broker or agent because he was able a... 
to point a finger at a mistake made by accou: 

his competitor.” 1 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 The Greater New York Insurance .. 
Brokers’ Association held its regular Mr. 
meeting forum March 18, at the Hotel f Kapp: 

NATIONAL-BEN FRANKLIN INSURANCE COMPANY...........-+20++- Est. 1866  Sheraton-McAlpin, New York City. vania 
Featured speaker was Joseph J. Klep- He h: 
per, CLU and CPCU, a former instructor the a 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............ Est. 1909 of advance courses at the Insurance Burea 
Society of New York, past president and fhe jo 

chairman of the board of directors of is a 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y....Est. 1874 — the Greater New York Insurance Brok- F  Societ 


ers’ Association and presently a mem- 
ber of the brokerage firm of Blumen- 





MILWAUKEE INSURANCE COMPANY......cccccccccccsccccscsccccees Est. 1852 = cranz & Co., Inc. II 
Lan 

from 

ROYAL GENERAL INSURANCE COMPANY OF CANADA.......... ... st. 1906 HERMAN A. SCHMIDT DIES lesur- 
Herman A. Schmidt, 78, retired vice dianay 

president and a member of the board of Charl. 

THE YORKSHIRE INSURANCE COMPANY OF NEW YORK....... ..-Est. 1926 = directors of the Northwestern National F 28 } 
and the Northwestern National Casualty servec 


died March 8 in Milwaukee. He had been in 195 
SEABOARD FIRE & MARINE INSURANCE COMPANY............-..Est. 1929 = with the insurance firm for 59 years — ager | 
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Numerous Springfield 
Promotions Announced 


CORDNER, ASST. V. P., RETIRING 





Graham Vice President and Treasurer; 
Van Gaasbeck and Hickey Now 


Investment Secretaries 





H. Maitland Graham has been elected 
vice president and treasurer; H. Robert 
Van Gaasbeck and Richard E. Hickey, 
Jr., investment secretaries and Richard 
H. Shaw, assistant investment secretary 
of the Springfield Fire and Marine, 
Springfield, Mass., it is announced by S. 
Dwight Parker, president, following the 
annual meeting of the Springfield. 

Irving J. Cordner, assistant vice presi- 
dent and treasurer of the company is 
retiring from active service on April 1. 

Mr. Cordner has served 48 years with 
the Springfield. He was educated in the 
Springfield, Mass., schools and joined 
the company in 1911. He was named 
office superintendent in 1924, elected 
assistant treasurer in 1938, treasurer in 
1950, and assistant vice president and 
treasurer in 1957. 


H. Maitland Graham 


Mr. Graham attended Northeastern 
University and joined Monarch Life in 
1925 as a bookkeeper. He was elected 
assistant treasurer of Monarch in 1926, 
comptroller in 1944, treasurer and a 
director of Monarch in 1948, and a direc- 
tor of the Springfield in 1958. He is 
an associate of the Life Office Manage- 
ment Association, 


Van Gaasbeck, Hickey, Shaw 


An alumnus of Middlebury College, 
Mr. Van Gaasbeck attended Babson 
Institute as a Fellowship student and 
was graduated with honors from Harvard 
Business School. He joined the Spring- 
field in 1951, was named superintendent 
of the investment department in 1955, 
and elected assistant treasurer in 1957. 
He is a member of the National Feder- 
ation of Security Analysts Societies and 
the Investment Group of Hartford. 

Mr. Hickey was graduated cum laude 
from Wilbraham Academy and Phi Beta 
Kappa from Wesleyan University. He 
joined Monarch’s investment department 
in 1946 and was appointed assistant 
manager in 1948, 

Mr. Shaw is a graduate of Wharton 
School of Finance and Commerce, Uni- 
versity of Pennsylvania. He became 
associated with Monarch in 1950 and 
was named mortgage supervisor in 1952. 
From 1957-9 he served on the legislative 
committee and is currently a member of 
the Young Men’s Activity Committee of 
the Mortgage Bankers Association of 
America. 


Hildebrandt and Menzel 


Robert L. Hildebrandt has been elected 
assistant treasurer and Henry Menzel 
actuary of the Springfield. Mr. Hilde- 
brandt, a native New Yorker, was edu- 
cated in the public and business schools 
of New York City. Prior to joining the 
Springfield in 1936, he was statistician 
for another insurance company. He was 
appointed chief accountant in 1947 and 
named superintendent of the general 
accounting division in 1958. He is a 
member of the Insurance Accountants 
Association. 

Mr. Menzel was graduated Phi Beta 
Kappa from the University of Pennsyl- 
vania where he majored in mathematics. 
He had had nine years experience with 
the actuarial division of the National 
Bureau of Casualty Underwriters when 
he joined the Springfield in 1956. He 
is a Fellow of the Casualty Actuarial 
Society. 





INA Advances Layfield 


Lamar H. Layfield has been promoted 
from assistant manager to manager of 
Insurance Co. of North America’s In- 
dianapolis service office, succeeding 

arles B. Crist who retired February 

Mr. Layfield joined INA in 1948, 
Served five years as a special agent, and 
in 1953 was promoted to assistant man- 
ager of the Indianapolis service office. 


FEER WITH NORTH AMERICA 





Prominent Swiss Executive Assumes Ad 
Interim Management of Reinsurance 
at European Head Office 


Veteran reinsurance specialist H. 
Ernest Feer has assumed ad interim 
management of Insurance Co. of North 
America Company’s reinsurance depart- 
ment in INA’s European head office in 
The Hague, Netherlands. 

Milos Knorr, acting manager, is re- 
turning to INA’s head office in Philadel- 


phia on an assignment of indefinite 
duration. 
Recently retired as president of Guar- 


anty Reinsurance Co. Ltd., of Nassau, 
Bahamas, Mr. Feer was a member for 
nearly 20 years of the Accident and 


Casualty Insurance Co. of Switzerland. 


In that capacity he was in charge of 
reinsurance and of rebuilding the com- 
pany’s direct insurance business in Ger- 
many after World War II. 

Mr. Feer, a native of Zurich, Switzer- 
land, also spent many years in the Amer- 


INSTITUTE CORRESPONDENTS 

The American Institute of Marine Un- 
derwriters announces appointment of 
James D. Lucas, Jr., as correspondent in 
Charleston, S. C., replacing his father, 
and Marsden E. Ward at Wilmington, 
N. C., replacing Marsden B. Ward, Jr 





ican reinsurance field and is the author 
of the pamphlet “Approach to Reinsur- 
ance,” published by the Insurance Society 
of New York in 1931 and again in 1952. 











Business Established 1842 


THE ATLANTIC COMPANIES 


Marine, Fire and Casualty Insurance 
CONDENSED STATEMENTS AS OF DECEMBER 31, 1958 


From reports made to the New York State Insurance Department 


Trustees — Directors 


FRANKLIN B. TUTTLE MILES F. YORK 
Chairman of the Board President 


J. ARTHUR BOGARDUS 
New York 


ELLSWORTH BUNKER 
Ambassador to India (on leave) 


GEORGE A. BUTTS 
Boston, Massachusetts 


JOHN B. CLARK 
President, Coats & Clark Inc. 


WILLIAM M. CRUIKSHANK 
Honorary Chairman of Board, Cruikshank Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge Corporation 


RAYMOND H. FOGLER 
President, Board of Trustees, University of Maine 


J. PETER GRACE 
President, W. R. Grace & Co. 


E. ROLAND HARRIMAN 
Partner, Brown Brothers Harriman & Co. 


J. FRANK HONOLD 
Vice-President, The Chase Manhattan Bank 


J. B. S. JOHNSON 
Chairman of Board, Otis, McAllister & Company 


RICHARD H. MANSFIELD 
‘Partner, Lazard Freres & Co. 


CLARENCE G. MICHALIS 
Trustee, The Seamen’s Bank for Savings 


JUNIUS S. MORGAN 
Director, J. P. Morgan & Co., Inc. 


THOMAS A. MORGAN 


ew York 


M. NIELSEN 
President, Babcock & Wilcox Company 


THOMAS I. PARKINSON 
New York 


MARVIN PIERCE 
Time Magazine 


MAX J. H. ROSSBACH 
Partner, J. H. Rossbach & Bros. 


GEORGE M. SCHURMAN 19 
President, The National Bag Corporation 


JOHN E. SLATER 
Partner, Coverdale and Colpitts 


JOHN SLOANE 
New York 


HERRIOT. SMALL 
Vice-President, The Atlantic Companies 


J. BARSTOW SMULL 
Partner, J. H. Winchester & Company 


BENJAMIN STRONG 
Chairman of Board, United States Trust Co. of New York 


ALAN H. TEMPLE 
Vice-Chairman 
The First National City Bank of New York 


JOHN C. TRAPHAGEN 
Trustee, The Bank of New York 


CHARLES T. WILSON 
Chairman of Board, Charles T. Wilson Company, Inc. 





Atlantic Mutual Insurance Company 


ADMITTED ASSETS 


Cash in Banks and in Offices . . . . 1. $ 4,611,206 
Securities: 
United States Government . $22,913,497 
Otier Bonds. 2 w . st 6 | 1GSTEOGS 
Preferred Stocks . . . . 3,654,630 
Common Stocks 14,904,055 57,846,847 
Stock of Centennial Insurance Company 
(owled 1009)... 6 5 sl 6,965,505 
Premiums Receivable not over Three Months Due 2,744,815 
Other Asem”. . « «- 3,777,705 
po | a ae a $75, 946, 078 
Reserves: LIABILITIES 
Claims and Claims Expense $17,718,406 
Unearned Premiums . 18,556,221 a 
Expenses and Taxes . . . . 1,192,258 Ps 
Reinsurance in Non-Admitted 
Compatiwete s,s). Wag 465,288 
Miscellaneous... 6... 3 531,533 $38,463,706 
Cash Dividends Declared but not Due... . —‘1,683,126 
Ocher Liabilities . 6. uss es 4,451,484 


Voluntary Reserve . . . . $21,347,762 


$44,598,316 


Guaranty Fund . ... 3,000,000 

SOWINUE Gs eo ea 7,000,000 

SURPLUS AS REGARDS POLICYHOLDERS . 31,347,762 
Total . $75, 946, 078 


United States Government Bonds carried at $874,506 are deposited for 


purposes required by law. 


Securities are carried at values prescribed by the National Association 
of Insurance Commissioners. On the basis of December 31, 1958 actual 
market quotations for all securities owned, total Admitted Assets would 


amount to $73,040,854. 


Centennial Insurance Company 


ADMITTED ASSETS 


Cash in Banks and in Offices $ 1,356,367 
Securities: . 
United States Government. . $ 7,904,418 
Other Bonds. si) «a 6) 6,027,560 
Preferred Stocks . .°. 1. 909,200 
Common Stocks 3,234,596 18,075,774 
Premiums Receivable not over Three Months Due 919,530 
Oeiver Aste gd eas ae ee eee 1,398,331 
TM 6 6 PE. lee COR Ee eee 
Reserves: LIABILITIES i¥ 
Claims and Claims Expense $ 5,906,135 “oh 
Unearned Premiums. . . . 6,185,407 
Expenses and ‘Taxes . . . . 400,822 
Reinsurance in Non-Admitted 
Compdnies oo. 4 2 ks 155,096 
Miscellaneous . . . . 2 6 ___ 130,774 12,778,234 
Other Liabilities . . . . 2. 2,006,263 
$14,784,497 
Voluntary Reserve . .. . . . $ 1,078,204 
Capital. re ice sre. Sig 1,500,000 
SAI io site in spray iene pa a 
SURPLUS AS REGARDS POLICYHOLDERS. .. . 6,965,505 
| ne eer eMm tre ae Re is $21,750, 002 


United States Government Bonds carried at $1,010,536 are deposited 


for purposes required by law. 


Securities are carried at values prescribed by the National Association 
of Insurance Commissioners. On the basis of December 31, 1958 actual 
market quotations-for all securities owned, total Admitted Assets would 


amount to $20,919,098. 


Home Office: 770 Broadway + New York (Temporary Address) 
Mailing Address: P.O. Box 6, Wall St. Station: New York 5, N. Y. 
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Blum, Douglass, Muth and Thorn Are 


Nominated as 





ARTHUR F. BLUM 


Arthur F. 


Blum of Rockaway Park has 
been nominated as the next president of 
the New York State Association of In- 


N. Y. Agents’ Officers 


ROBERT B. DOUGLASS 


over the week-end voted to recommend 

the elevation of the Queens County in- 

surance agent to the top position in 
Y 





CRAIG THORN, JR. 


surance Agents. 


The association nomi- 
nating committee meeting in Syracuse 


RAYMOND A. MUTH 


the Empire State. Mr. Blum is presently 
serving as executive vice president and 


Rockefeller Admits 
Commission Problem 


IN VETOING AGENTS’ MEASURE 





Says Adequacy of Compensation for Pro- 
ducers is Real Problem; Opposes 
Regulating Commissions by the Supt. 


When Gov. Nelson Rockefeller of 
New York vetoed last week the bill 
which would amend the insurance law 
with relation to rate making and rate 
supervision so as to declare that insur- 
ance rates must provide “fair and reason- 
able compensation” to agents and 
brokers he stated that the “problem of 
adequacy of compensation for agents 
and brokers is a real one.” However, 
he also said that “seeking to regulate 
that compensation by the Superintendent 
of Insurance in connection with fixing 
insurance rates to be paid by policy- 
holders would not seem to be a satis- 
factory solution of the problem.” 


Governor’s Statement 


When vetoing the bill the Governor 
also stated 

“The amendment this bill proposes 
would represent a radical departure from 
the established pattern of rate making 
under the insurance law. It would thrust 
the Superintendent of Insurance to a 
new area—that of determining what is a 
fair and reasonable compensation to in- 
dependent agents and brokers for their 
services in selling insurance. 

“The compensation paid to agents and 
brokers is determined by private con- 
tractual agreement between them and 
the insurance companies they represent. 
There are many differences in these 
contractual arrangements depending 
upon the particular insurer involved, the 
type of insurance coverage being sold 
and the extent of the services actually 
performed by the particular agent. The 
determination of fair and reasonable 
compensation in each instance would be 
an extraordinarily difficult task — one 
upon which I do not believe the state 
government should embark, at least not 
at this time and in this manner. 

“There are some 25,000 independent 
insurance agents and brokers in this 
state. Among the many complexities 
forseeable if this bill were to become 
law are the possibility of numerous pro- 
ceedings brought against the Superin- 
tendent of Insurance asserting that a 
fair and reasonable compensation has 
not been provided under a particular 
insurance premium rate approved by the 
Superintendent.” 





the election will take place at the annual 
convention in Syracuse early in May. 
Herbert S. Brewer of Lockport is now 
president of the state association. 

To assist Mr. Blum the nominating 
committee voted to recommend Robert 
B. Douglass of Potsdam, for executive 
vice president and for treasurer Ray- 
mond A. Muth of Newark, who is pres- 
ently serving as regional vice president 
for the west central area. For state 
national director Craig Thorn, Jr. of 
Hudson, was recommended. Mr. Thorn 
is a past president of the New York 
Association of Insurance Agents. 

For regional vice presidents the com- 
mittee selected George A. Kramer, Jr. 
of Williston Park to succeed himself 
in the the metropolitan suburban terri- 
tory and Sidney Mang of Sidney to do 
the same in the east-north region. Re- 
placing Ray Muth as regional vice presi- 
dent for the west-central area the com- 
mittee recommended W. Everett Meade 
of Bath who has been serving as one of 








&: 
@ teen. 





Engineering 
Service 


A for Brokers 
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JOHN C. WEGHORN AGENCY, INC. 
102 Maiden Lane* Digby 4-8420°N. Y.14,N.Y. 
Member of the N.Y.C. Insurance Agents Ass‘n 








In our 54th year 


JOSEPH 
GOLUB 


AGENCY 





INSURANCE 
UNDERWRITERS 


130 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 


Serving Our Brokers for 
over Half a Century 








the directors in that area. 

For new directors the committee 
recommends Kenneth Haslam of Rose- 
dale to succeed himself as Queens County 
director in the metropolitan-suburban 
area. Mr. Haslam has been filling out 
the unexpired term of Arthur F. Blum. 
Also from the metropolitan-suburban 
area the committee recommended Fred 
Waldron of Westchester County. Mr. 
Waldron is a past president of both the 
Westchester Association and the Subur- 
ban New York Association. 

In the east-north region Donald 
Fazioli of Troy was recommended to 
succeed himself and W. Joseph McPhil- 
lips of Glens Falls, a past president of 
the Glens Falls Insurance Board, and 
Arthur H. Parker of Cape Vincent were 
recommended as new members of the 
board for thé east-north region. 

In the west-central region DeBanks 
Henward of Syracuse was recommended 
as a new director and Howard Curtis 
of Corning and president of the Steuben 
County Association was recommended to 
fill the unexpired term of Mr. Meade. 





MEYER AGENCY AT ALBANY 

Vincent Meyer Jr. is establishing the 
Vincent Meyer Insurance Agency at 
1015 East Main St., Albany, N. Y. Mr. 
Meyer spent more than eight years with 
the Insurance Company of North Amer- 
ica Companies as supervising under- 
writer, personne] manager and _ special 
agent. 





N 





DAVID C. WHITE AGENCY, INC. 
55 JOHN STREET, NEW YORK 38, N. Y. 


LOCAL — COUNTRYWIDE — WORLDWIDE 


Member of the New York City Insurance Agents Assn., Inc 


worldwide insurance 
WOrth 4-7400 
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New York Agents Claim Allstate 
Gets Unfair Aid From Sears Roebuck 


In filing an application with Insurance 
Superintendent Thomas Thacher of New 
York for a rehearing and reargument of 
the 15% deviation on commercial fire 
insurance risks granted to Allstate In- 
surance Co. in January the New York 
State Association of Insurance Agents 
stresses two points. These are that the 
deviation constitutes an unfair method 
of competition and that the deviation 
does not comply with the statutory re- 
quirements of Article VIII of the Insur- 
ance Law. 

C. Joseph Danahy, general counsel for 
the agents, in an argument that Allstate 
operations are partly subsidized by the 


‘parent organization, Sears Roebuck & 


Co, writes to Supt. Thacher: 

How Ties With Sears Aid Allstate 

“A review of the testimony taken be- 
fore the Superintendent of Insurance 
in support of the Allstate’s application 
will reveal that the Allstate Insurance 
Co. is wholly owned by Sears Roebuck 
& Co., a merchandising outfit which is 
not subject to the insurance laws of 
the State of New York. Insurance, 
in New York, and throughout the 
country, is a regulated industry and has 
been subject to regulation by New York 
for one hundred years. Furthermore, the 
record of the sworn testimony taken be- 
fore the Superintendent of Insurance 
reygals that there is an_ interlocking 
directorate between Allstate and Sears 
Roebuck & Co. and that a majority of 
the directors of Allstate are directors 
of Sears Roebuck & Co. 

“At the outset it is submitted that this 
absolute control of an insurance com- 
pany by a merchandising organization, 
which is not subject to the insurance 
laws of the State of New York, violates 
the spirit of the laws of New York and 
the laws of the United States. It is com- 
mon knowledge that the Federal Reserve 
Act prohibits a non-banking organiza- 
tion from controlling a bank. Further- 
more, while Section 67 of the Insurance 
Law of New York authorizes the control 
of one insurance company by another 
insurance company, which is also sub- 
ject to the Insurance Law, with certain 
safeguards, this section does not author- 


ize, and by implication, at least, would 
seem to frown on the ownership and 
control of a licensed insurance company 
by a merchandising outfit. 

“Furthermore, the record on this ap- 
plication will reveal that the merchan- 
dising outfit, Sears Roebuck & Co. sub- 
sidizes Allstate in that the applicant, 
Allstate, is permitted to benefit from 
the advertising done by Sears Roebuck 
& Co. without paying an adequate price 
therefor. 

“For instance, the record reveals that, 
among other types of advertising, Sears 
Roebuck & Co. issues over seven million 
catalogues four times a year and the 
ads of the applicant, Allstate are included 
in those catalogues without paying an 
adequate price therefor. Also, the record 
reveals that the applicant, Allstate, has 
concessions in the Sears Roebuck & 
Co. stores without paying the rent or- 
dinarily charged to concessionaires but 
rather paying a wholly inadequate rent. 

“The motivation for this subsidization 
of Allstate Insurance by Sears Roebuck 
& Co. is found by taking judicial notice 
of the official records of the Insurance 
Department, to wit, the Annual Reports 
of the last five years which indicate the 
high benefits received by Allstate from 
investment profits.” 





Alexander & Alexander 
Absorb Henry Doble Co. 


Alexander & Alexander, Inc., New 
York, one of the nation’s largest insur- 
ance brokerage firms, announces that 
merger arrangements were completed 
with the Henry Doble Co. of San Fran- 
cisco, effective March 1, at which time 
Mr. Doble and his staff joined Alexander 
& Alexander’s San Francisco office. 

The Henry Doble organization will 
become a part of the Campbell Okell 
and Co. division of Alexander & Alex- 
ander. Campbell Okell, founded jin 1923 
to serve the San Francisco area’s busi- 
ness and industrial insurance needs, was 
merged with Alexander & Alexander in 
1955. 

In making the announcement, Roy N. 
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Munich 


REINSURANCE COMPANY 


UNITED STATES BRANCH 


LINE 


EXECUTIVE OFFICES: 
70 Pine Street, New York 5, New York 
Telephone: BOwling Green 9-5532 


Southern and Facultative Department: 


1401 Peachtree Street, N.E., Atlanta 9, Georgia 
Telephone: TRinity 5-8969 


REINSURANCE 








a 





NAIA TV Ad Campaign 
On Mike Wallace Program 





Start of the national television portion 
of the 1959 advertising program of the 
National Association of Insurance Agents 
is recorded by Joseph A. Neumann, 
Jamaica, N. Y., center, chairman of the 
advertising committee, as he signs up 
for the program covering the New York 
metropolitan area, one of the 157 pro- 
grams that will be sponsored by the 
independent agents across the country. 
James R. Mathews, right, NAIA director 
of advertising, looks on. The program 
selected in New York is the new News 
Beat program of Mike Wallace, left, 
over Station WNTA (Channel 13) which 
comes on five nights a week, 7:30-8 
o'clock. The National Association will 





Jenkins, chairman of the board, szid: 
“The association of Henry Doble Cov. is 
a natural step'in the growth of Alexander 
& Alexander. Each of our 13 offices 
across the nation is intended to provide 
the maximum local knowledge of iasur- 
ance problems combined with the com- 
plete facilities that only a large national 
organization can provide.” 


SCURFIELD SPECIAL AGENT 

Millers National and Illinois Insurance 
Companies announce appointment of 
John D. Scurfield as special agent for 
western Pennsylvania and West Virginia 
with headquarters at South Greensburg, 
Pa. Mr. Scurfield has had over 12 years’ 
experience in the field. 











Wim. H. Malone, Inc. 
744 BROAD STREET 
Newark 2, N. J. 


Surplus and Excess Lines 


REINSURANCE 


Phone 
Mitchell 2-5351 














be sponsoring the first portion of each 
Thursday evening’s telecast. 

Other prominent TV personalities 
sponsored by the agents’ association in- 
clude: Jack Cummins, WTVJ, Miami; 
Jack " Latham, KRCA, Los Angeles: 
Jack Payne, WOW-TV, Omaha, Neb.; 
Les Carmichael, KMOX-TV, St. Louis; 
Norm Barry, WNBQ-TV, Chicago; Bob 
Bean, WBTV, Charlotte, N. C.; Budd 
Lynch, WJBK-TV, Detroit, and many 
others. 





22 Agents Graduate From 
North America Cos. School 


Twenty-two insurance agents were 
graduated March 5 from the School for 
Agents sponsored by Insurance Co. of 
North America Companies. John A. 
Diemand, president of INA, presented 
diplomas to the graduates in ceremonies 
at the companies’ world headquarters in 
Philadelphia. Twelve states and the 
Virgin Islands were represented among 
the graduates of this 47th class. 

The School for Agents, an intensive 
eight week course in the principles of 
fire, marine, and casualty insurance, was 
founded in 1947. Since that time more 
than 1,400 agents from all parts of the 
world have successfully completed the 
course. 

Honor graduates of the class were 
Leonard D. Brilliant, Higham-Neilson- 
Whitridge & Reid, Philadelphia; Harold 
N. Hoback, Charles Lunsford Sons & 


Izard, Roanoke, Va.; Junius B. Smith, 
Jr., Smith & Cochran, Inc., Montgomery, 
Ala., and George A. Starbird, Hall & 


Rambo Insurance Agency, San 


Calif. 


Jose, 





Are you one of 
the 38% who’ve 


been moving UP? 


Of the brokers new to the Jaffe office 
5 years ago, 38% have built up volume 
with us to the point where we consider 
them our key producers — and they tell 
us their own overall volume shows the 
same sort of increase. What’s more, 
many of these brokers say we’ve helped 


them get that way. 


Mere association with Jaffe Agency 
doesn’t guarantee improved stature, but 
both of us working together can surely 
help the cause along. Let’s talk it over 


at 45 John! 


Fire, Inland & Ocean Marine 
Automobile, Liability 
Compensation, Disability 
Burglary, Glass, Bonds 
Boiler & Machinery, Life 





JAFFE AGENCY, 
Insurance Underwriters 


t, New York 


INC. 
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- New President of 


Pacific Underwriters 


PHILIP F. KINGSLEY 


Philip F. Kingsley is the new president 
of the Insurance Underwriters Associa- 
tion of the Pacific, formerly known as 
the Fire Underwriters Association of the 
Pacific. His election took place at the 
association’s 83rd annual meeting in San 
Francisco. 

Mr. Kingsley, who is assistant vice 
president of Fireman’s Fund Insurance 
Co. and manager of the fire underwriting 
Pacific department, was vice president 
of the association last year. He has been 
with The Fund for 33 years. 

John A. Bunting of Rathbone, King 
and Seeley, managing general agents, 
San Francisco, is the outgoing president. 

Other officers elected were Richard 
D. Brumbaugh, vice president, Royal- 
Globe Insurance Group, San Francisco; 
Russell L. Countryman, secretary, retired 
manager of the Norwich Union Fire, San 
Francisco, and Ray Murphy, treasurer, 
retired, former general counsel of the 
Association of Casualty and Surety 
Companies, New York. Mr. Murphy 
is a past national commander of the 
American Legion and a former Insurance 
Commissioner of Iowa. 

Elected to the board of directors were 
John J. Savage, assistant manager of the 
National Bureau of Casualty Under- 
writers, San Francisco, and Harry 
Schroeter, Jr., of the Schroeter, White 
and Johnson agency, Oakland, Calif. 
Approximately 500 property and casualty 
men and their wives from nine western 
states and Hawaii attended the two-day 
meeting. 


Wachenfeld Rejoins 


Newark Ins. Law Firm 


Lum, Fairlie & Foster, Newark, N. J., 
general counsel for the Loyalty insur- 
ance companies of the America Fore 
Loyalty Group, announce that William 
A. Wachenfeld, retired justice of the 
New Jersey Supreme Court, has reasso- 
ciated himself with the partnership. 
Prior to his elevation to the bench, 
Justice Wachenfeld had been a general 
partner of the firm which has always 
been engaged in the general practice 
of insurance law. 


Mielke to Succeed Bonar 


Phoenix of London announces retire- 
ment of Boyd D. Bonar, effective April 
1. He joined Phoenix in 1925 and 
became manager of the Akron service 
office at the time of its establishment 
in 1941. 

Robert M. Mielke has been appointed 
to succeed Mr. Bonar as manager at 
Akron. Mr. Mielke was formerly state 
agent for Missouri. 





Names Timmons For 


Iowa Commissioner 


Iowa Gov. Herschel Loveless has 
named 34-year old William Edward 
Timmons, Dubuque attorney at Iowa, 
Insurance Commissioner to succeed 
Oliver Bennett, effective July 1. 

Mr. Timmons received his bachelor of 
law degree at Georgetown University, 
Washington, D. C. He has served one 
year as an insurance adjuster and pfrac- 
ticed law eight years. He also served 
as first assistant county attorney at 


Tennessee Insurance 


Rate Cuts Approved 


Tennessee Insurance Commissioner 
John R. Long has approved a new 
Homeowner’s policy program which he 
said would provide savings of from 10 


to 13% on insurance on homes. Rates 
for the broadest form of Homeowner's 





Dubuque for six years. 

The appointment is subject to con- 
firmation by the senate of the Iowa 
legislature, 





plays no 














UNDERINSURANCE 


favorites... 


... it affects your client by 
exposing him to crippling 
financial loss. This, in turn makes 
him dissatisfied with his agent 


and his insurance carrier. 


... it affects your agency by 
reducing commission income that 
might otherwise have been 
earned, and provides a foothold 
for competitors seeking your 


client’s account. 


The companies of the Crum & Forster 
Group will continue to offer all pos- 
sible assistance to their agents in the 


constant battle against underinsurance. 


Your inquiry as to the facilities offered 
@ agents is invited. 


CRUM & FORSTER GROUP 


of Insurance Companies 


EASTERN DEPT., NEW YORK © WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT., SAN FRANCISCO © SOUTHERN DEPT.,ATLANTA © ALLEGHENY-OHIO DEPT., PITTSBURGH»  VIRGINIA-CAROLINAS DEPT., DURHAM, N.C 


policy, he said, have been reduced from 
1 to 6% for dwellings valued up to 
$25,000. For homes valued at more than 
$25,000, rates were increased from 0.1% 
to 3.4%. 

A number of other filings also were 
approved to bring reductions in fire 
rates for various types of commercial 
buildings, Mr, Long said, adding that 
they gave credit for improved construc- 
tion. Commercial enterprises in fire- 


resistant buildings will get reductions f 
ranging from 12.3% to 22%. 













UNITED STATES FIRE INSURANCE CO. 
Organized 1824 
THE NORTH RIVER INSURANCE CO. 
Organized 1822 
WESTCHESTER FIRE INSURANCE CO. 
Organized 1837 
THE WESTERN ASSURANCE CO. 
U.S. Branch . . . Incorporated 1851 
THE BRITISH-:AMERICA ASSURANCE C0. 
U.S. Branch . . . Incorporated 1833 


110 WILLIAM STREET 
NEW YORK 38, NEW YORK 
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When we speak of our coast-to-coast claim service network we’re talking about exclusive 

State Farm agents and full-time salaried State Farm field claim representatives. There 

are 9,000 of these men in the field (although we could squeeze only 7,000 dots onto the : sage oa 
map). Thus, each agent knows his policyholders will continue to enjoy “Hometown Ga 
Claim Service” even when far from home.‘ We believe this kind of claim service is one INSURANCE 
reason why over 5 million motorists now insure with State Farm. 


For information on any aspect of State Farm operations, write Director of Public Relations, 
STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY. Home Office: Bloomington, Illinois 
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_N. Y. Agents Prepare 


Convention Program 


NEW FEATURES ANNOUNCED 





“Information Please” Session and Com- 
mission Discussion at Meeting 
At Syracuse May 3-5 





Harry kK. Lown of Batavia, program 
chairman for the 77th annual convention 
of the New York State Association of 
Insurance Agents to be held at the Hotel 
Syracuse, Syracuse, N. Y. May 3-5, 
announces that new features would be 
added to the program. 

One new feature is a panel discussion 
called “Information, Please” which will 
consist of a group of experts answering 
questions direct from the convention 
floor. This panel will be moderated by 
George Kramer, Williston Park, regional 
vice president of the state association, 
and the experts will be George C. 
Schepens, manager, New York Automo- 
bile Assigned Risk Plan; Richard H. 
Barrell, chief damages evaluator of the 
Motor Vehicle Bureau, and Jack Joyce, 
associate examiner, of the New York 
Insurance Department. 

Ellis and Others on Commissions 

Another new feature will be a com- 
plete discussion of the commission pic- 
ture from three separate aspects. The 
problem on the national level will be 
discussed by Porter Ellis, CPCU, mem- 
ber of the executive committee of the 
National Association of Insurance 
Agents, Dallas, Texas. The state com- 
mission picture will be discussed by 
Craig Thorn, Jr., Hudson, chairman of 
the company liaison committee of the 
state association. The effect that the 
legislature and legislation has on agents 
commissions will be discussed by Arthur 
L. Schwab, CPCU, Staten Island, chair- 
man legislative committee, New York 
state association. 

The “Meet the Press” panel will be 
repeated. The Moderator of this panel 
will be Joseph A. Neumann, Jamaica, 
past president of the state association 
and the National Association of In- 
surance Agents. Four members of the 
insurance trade press will toss questions 
at Porter Ellis, Commissioner William 
S. Hults, Jr.. Motor Vehicle Commis- 
sioner, Insurance Superintendent Thomas 
Thacher, and a New York State Senator 
to be announced. The questioners will 
be Elmer Miller, insurance editor, 
“Tournal of Commerce”; Kenneth O. 
Force, executive editor, “National Under- 
writer,” Edwin N. Eager, associate editor, 
“Eastern Underwriter,” and Emanuel 
Levy, editor, “Insurance Advocate.” 

The local board forum Monday morn- 
ing provides an opportunity for the 
local associates to present problems of 
particular importance to the convention. 
The forum will be moderated by Robert 
T. Stearns of the Stearns Agency, 
Poughkeepsie. 

Mr. Lown announced that another new 
feature this year would be a Sunday 
night reception and past president’s 
dinner. a 
Farrington Heads Convention Committee 

Charles F. Farrington of A. T. Arm- 
strong Co., newly elected president of 
the Insurance Agents Association of 
Onondaga Couniy, has appointed George 
W. Brenneman of Ellis, Moreland & 
Ellis, as chairman of the local conven- 
tion committee to handle the details of 
the annual convention of the state asso- 
ciation “ at Syracuse. Assisting Mr. 
Brenneman will be Thomas H. Munro, 
Tr. of Day & Munro Co, Irving L. 
Shimberg of Shimberg & Gerber, Lewis 
F. Lighton of Lewis F. Lighton. Inc., 
and Carl A. Young of the George Young 
Agency. 


FLORIDA CAMPUS “I-DAY” 

Over 25 company executives repre- 
senting both life and property insurance 
companies were on hand for the Second 
Annual Campus “I” Day at Florida State 
University in Tallahassee on March 12. 
The program is a joint venture of the 
Insurance and Real Estate society of 
Florida State University and the Florida 
Chapter of CPCU. 


New England State Agent 
London Assurance Group 





HENRY E. STABILE 


Henry E. Stabile has been named 


state agent for the London Assurance 
Group in New England, with headquar- 


ters at 49 Pearl Street, Hartford. He 
will supervise London’s operations in 
Connecticut, Massachusetts, Rhode Is- 
land, Vermont, New Hampshire, and 
Maine. 

The Hartford office is a newly-estab- 
lished office and will be known as the 
New England Service Office. It was 
opened, U. S. Manager Trescott A. Long, 
says to “more efficiently centralize New 
England operations.” Coincident with 
opening of the Hartford office, Mr. Long 
said, the London Assurance Group was 
discontinuing its Boston office. 

Mr. Stabile succeeds State Agent 
Robert J. MacKinnon who recently left 
the London Assurance Group. Mr. Mac- 
Kinnon had made his headquarters in 
Boston. 4 

Mr. Stabile joined the Royal Exchange 
Group in January, 1949, in New York 
City, and was subsequently promoted 
in 1951 to special agent in the New Eng- 
land field with his headquarters in 
Boston. He was promoted to state agent 
in the New England field for Royal Ex- 
change in 1956. Mr. Stabile is a mem- 
ber of the Connecticut Insurance Field 
Club. In 1958 he was the first vice presi- 
dent of the club. He is also a charter 
member of the Hartford Pond of the 
Blue Goose. 


CPCU Revisions 


(Continued from Page 1) 
the law of torts and accounting aids to 
management. The principles of manage- 
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ment will be added as a new curriculum 
subject. 

The titles and a condensed outline for 
the examination parts in the revised 
curriculum are as follows: 

Part I—Insurance Principles and Prac. 
tices: Insurance principles and their ap- 
plication; analysis of all-lines coverages 
and their uses (including the fundamen. 
tals of life insurance); social insurance 
legislation. 

Part Il—Functional Aspects (Including 
Marketing) of Insurance: Functional— 
Theory of probability, rates and rate. 
making; financial statements, invest- 


ments and reserves; insurance statistics: > 


reinsurance; underwriting and selection; 
loss prevention and adjustment. 


Marketing—Methods of distribution: — 


motivation (including salesmanship): 
ethics, business and personal surveys, 
Part II1I—Economics; Government and 


Business: Economic principles and prac. 


tices; government and business; English, 

Part IV—Insurance and Business Law: 
Insurance and business law (with in- 
creased emphasis upon law of torts). 

Part V—Management, Accounting and 
Finance: Principles of management (in. 
cluding office and sales management): 
accounting principles (with more empha. 
sis upon accounting aids to manage. 
ment); business and personal financial 
management. 

More than two years of work by many 
persons have been involved in this re- 
vision of the CPCU curriculum. Officers 
of the American Institute have discussed 
these changes with CPCU teachers and 
professional educators throughout the 
country and have consulted with CPCUs 
and others both in and outside of the 
insurance business. In May, 1958, the 
Institute also had the benefit of the 
advice of its Council of Educational 
Advisers. The revised curriculum was 
approved by the board of trustees of the 
American Institute on July 30, 1958. 

An equitable plan of transition from 
the current CPCU curriculum to the 
revised curriculum has been developed 
so no CPCU candidate will lose credit 
for any examination he has taken. In 
each instance existing credit for a CPCU 
examination part will be transferred to 
the new part designated with the same 
roman numeral. For example, a person 
with credit for Part I under the present 
curriculum will receive credit for Part | 
under the revised curriculum. 

Additional details concerning this re. 
vised CPCU curriculum will be explained 
through regional conferences, a descrip- 
tive brochure and other means to CPCU 
Chapters, teachers, candidates and other 
interested parties. 





Donald Overman, Motors 
Vice President, Dies 


Donald G. Overman, vice president 
director of Motors Insurance Corp. an( 
General Exchange Insurance Corp., died 
March 12 in Llewellyn Park, West 
Orange, N. J., after a long illness. He 
was 56 years old. 

Born in‘ Stamford, N. Y., Mr. Over: 
man attended private schools in Nerv 
Jersey. He had been associated with the 
General Motors insurance affiliates since 
1923 and a vice president of the two ot 
ganizations since 1947. 

As vice president of Motors Insuranet 
Corp., Mr. Overman served for many 
years on various committees of the Na 
tional Automobile Underwriters Associa 
tion and was well known throughout the 
automobile insurance industry. He 
survived by his widow, Barbara Overmat. 





Insurance Library 


To Open Evening 


The Insurance Society of New York 
Inc., announces that its library at Il 
William Street, will remain open tw 
evenings each week until the end ! 
May for the convenience of students 0 
The School of Insurance and others 1 
the insurance industry. The library wi 
be open from 9:00 a.m. to 9:00 p.m. 
Monday and Thursday; on Tuesday, 
Wednesday and Friday the hours will k 
from 9:00 a.m. to 6:00 p.m. Visitors af 
reminded to use the 60 John Stree! 
entrance after 6:00 p.m. 




















, 1959 








‘iculum 


ine for 
revised 


1 Prac- 
eir ap- 
yerages 
damen- 
surance 


cluding 
ional— 
1 rate- 
invest- 
tistics: 
ection; 


bution; 
nship); 
urveys, 
ent and 
d prac- 
inglish, 
ss Law: 
ith in- 
orts). 

ing and 
ant (in- 
ment); 
empha- 
nanage- 
nancial 


y many 
this re- 
Officers 
iscussed 
ers and 
ut the 
CPCUs 
of the 
58, the 
of the 
cational 
im was 
s of the 
958. 
mn from 
to the 
veloped 
e credit 
ken. In 
a CPCU 
erred to 
he same 
_ person 
present 
r Part I 


this re- 
x plained 
descrip- 
o CPCU 
nd other 


tors 

, Dies 
yresident 
orp. ant 
rp., died 
k, West 
1ess. He 


r. Over- 
in New 
with the 
tes since 
» two oF 


nsuranct 
or many 
the Ne 
Associa 
shout the 
. Het 
)vermat. 


enings 
w York 
y at 107 
en tw0 
F end 0 
idents 0 
others 1 
rary Wi 
) p.m. of 
Tuesday, 
-s will 
itors aft 
n Stree! 


March 20, 1959 























Annual Financial Statement 


December 31, 1958 


ADMITTED ASSETS 








Cash on Hand and in Banks................ es ye 
Bonds ii icipated aiabdataapcadabe: «GE 
Stocks nite eee 3 ies 1,447,515.00** 
Accrued Interest pus 124,848.17 
Premiums in Course of Collection (Under 90 Days) ................  1,334,586.89 
Other Admitted Assets .......... aiadialakanit 4,314.65 


TOTAL ener ene $24,854,043.85 


























LIABILITIES 





Reserve for Losses and Loss Expense .............:::ssssesssseseeseeeeseees 91 5,684,315.37 

Reserve for Unearned Premiums ...... oe fe 

Reserve for All Other Liabilities ...................:sscsssesseseeeseeees 481,394.49 

LE 

a ee 

Surplus to Policyholderss ..............:sssssessssseseees 5,158,986.98 
TOTAL nish scsessssesecesseneeees 924,854,043,85 


*Amortized value. 
Bonds carried at $436,012.65 in the above statement are deposited as required by law. 























** Market value. 
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Three Dallas Co. Groups 
Report 1958 Progress 


BUCHEL NEW PRESIDENT OF GULF 
Republic and Vanguard Elect H. H. Gaff- 
ney Executive V. P.; Trinity Universal 
Promotes Three to Vice Presidents 


Top executive changes in three Dallas 
groups—the Gulf, Republic Trinity 
Universal—were coupled with reports of 
substantial 
annual 

In the Gulf group, which includes the 
Atlantic and Select, I. R. Mansfield, 
president since 1944 and one of its 
founders in 1925, was advanced to chair- 
man of the board and A. R. Buchel, 
senior vice president, was elected presi- 
dent, thus becoming the fourth to hold 
that office in the Gulf’s 34-year history. 

The Republic and Vang ruard, of which 
Hugh H. Gaffney is president, have 
elected Russell H. Perry, vice president 
and manager of the eastern department 
since 1945, as executive vice president. 
The group also named four other officers, 
as follows: Assistant vice president, T. 
O. Maitre; treasurer, Dale K. Sievert, 
and assistant treasurers, Philip G. At- 
kins and Bob L. Caldwell. 

Three staff officers of Trinity Univer- 
sal and Security National were advanced 
to vice presidents, as follows: W. O 
Daniel, office manager and supervising 
underwriter ; A. J. Tyler, Jr., head of 
agency operations, and William T. Wise 
ner, manager of personnel department. 

1958 Financial Gains Revealed 

Gains in 1958 revealed in the year-end 
financial statements of these Dallas com 
panies are as follows: 

Gulf group — Assets, $54,921,770, up 
$10,446,927; surplus to policyholders, $26 
663,567, up $7,729,797; premium income, 
$24,462,598, up $2,832,499, and underwrit- 
ing profit, $725,451. At its annual meeting 
the company declared a dividend 
of $500,000, effective February 10. 

Republic group—Assets, $47,088,849, up 
$6,580,244; surplus to policyholders, $18,- 
997,313, up $3,938,051; premiums, $21,- 
821,318, up $2,010,144. The Republic’s 


and 


increases in assets at recent 


meetings of these companies. 


stock 


combined loss and expense ratio was 
given as 87% and Vanguard’s as 98.4% 
[rinity Universal group—Assets, $5,- 


351,654, up $7,422,107; net premiums 
written, $27,470,393, an increase of 16.8%, 
and unearned premium reserve, $22,838,- 
629, up $3,453,142 


Eger and MacArthur Asst. 


Vice Presidents of Allstate 
Robert D. Eger and John MacArthur 
Jr., have been elected assistant 
presidents of the Allstate Insurance 
Companies. Mr. Eger, former manager 
of Allstate’s Charlotte, N. C., regional 
office, has been named automobile in 
surance sales manager. 
Mr. MacArthur, fire 


vice 


insurance and 


related lines sales manager, was the 
companies’ Pittsburgh regional office 
manager before joining the home office 


sales management group in July, 1957 


Two Hartford Promotions 

Two promotions in the home office 
accounts department of the Hartford 
Fire Insurance Co. Group are announced 
Francis P. Vendetta is appointed super- 
intendent of the group agency account 
ing department. Charles L. Chamberlain 
was named to Mr. Vendetta’s post of 
assistant superintendent of the depart- 
ment. Mr. Vendetta joined Hartford 
Fire in 1948 and Mr. Chamberlain the 
Hartford A. & I. in 1948 


McCULLOCH CANADIAN MGR. 


Appointed by Aetna to Succeed Leckey, 
Retired; Allen Named Assistant 
Manager of Aetna at Toronto 

he See aguen of H. F. McCulloch from 
i manager to manager of the 
Can «ed department of the Aetna In- 
surance Co. at Toronto is announced. 
Mr. McCulloch succeeds R. H: Leckey, 
retirement has been announced. 
George R. Allen, formerly superintendent 
of agencies at Toronto, has been named 
assistant manager. 

\ native of Toronto, Mr. McCulloch 
received his education in that city. He 
joined the Aetna’s Canadian department 
in 1938 and has spent his entire business 

‘reer there. Appointed marine super- 
vides in 1944, he was advanced to marine 
superintendent in 1953. He was made 
assistant manager of the Canadian de- 
partment in March, 1956, and was pro- 
moted to associate manager in January, 
1957. 

Mr. Allen is also a native of Toronto. 
where he received his education. For 16 
vears he was employed by the Canadian 
Underwriters Association. He joined the 
Aetna in 1946 as special agent and was 
promoted to superintendent of agencies 
in November, 1956, 


assocls 


\ hose 


New Booklet eee ee 
Babaco Burglar Alarms 


\ new booklet has been prepared for 
and 


inland marine underwriters, agents 
brokers by Babaco Alarm Systems of 
New York, giving answers to questions 


of who, what, why. when, where and how, 
concerning the “28- year-proven Babaco 
truck burglar alarm. The book let ex- 
plains all details concerning the use and 
impact of this alarm as an underwriting 
and risk improvement aid for the huge 
block of property insurance now affected 
by goods’ theft in transit. 

As the booklet points out, cargo thefts 
are no longer merely the concern of 
truckers, but are now of major concern 
to anyone invo'ved in either the under- 
writing of or coverage by truck cargo 
insurance, shippers’ policies, bailee risks, 
salesmen’s cars, A sem property pol- 
icies or any other risk involving goods 
moving by truck or car. Included in 
this category today are billions of dollars 
of goods moved annually and the safety 
of hundreds of millions of premiums an- 
nually is involved. 


BOSTON GROUP FIGURES 


Improved Underwriting Results for 1958 
Cited by President Hart; Pre- 
miums, Assets, Surplus Rise 

Net premiums written for 1958 totaled 
$57,374,697, an increase of 8.3% over 
1957, it is announced by C. S. Hart, pres- 
ident of the Boston Insurance Group. 
Mr. Hart said, “Improved underwriting 
results and satisfactory appreciation in 
the value of the investment portfolio 
characterized the operations of your 
companies for 1958. Although under- 
writing continued to be unprofitable for 
the year, a steadily improved trend pre- 
vailed commencing with the second quar- 
rer, 

“We enter 1959 with the expectation 
that the improved underwriting trend 
will continue as underwriting results 
reflect both the benefits of increased 
rates now in effect and the action taken 
by the industry in the fields of rate 
making and expense reduction.” 

Assets of the group at end of 1958 
were $107,074,741 compared with $100,- 
726.148 the year before. Surplus to 
policvholders was $40,686,056, against 
$35.495,049. The eroun had en under- 
writing loss of $3.473.213, compared with 
$5,146,870 in 1957. The loss ratio to 
premiums earned was 62.9% down from 


66.2%. Underwriting expense ratio, to 
premiums written, was 42.6% against 
207 
7.3/0. 





ULTRAMAR CHANGE MADE 
Reinsurance Brokerage Operations Will 
be Centered in Havana After 
March 30 Godoy States 
Enrique Godoy, president of Ultramar 
Inter-America Corp., New York City, 
announces that effective March 30 its 
reinsurance brokerage operations will be 
centered in Havana, Cuba. Ultramar has 
been active in the reinsurance brokerage 
field for many years, serving companies 
of Latin America, which is the territory 

in which it has specialized. 

{r. Godoy stated that “after a 
thorough study and analysis of opera- 
tions, the conclusion has been reached 
that not only would our center of oper- 
ations be physically closer to the ‘area 
that we serve but that we would be 
able to do so more efficiently and a lower 
cost, using the operating facilities of 
Oficinas de Ultramar S.A., an affiliated 
company in Havana.” The latter also 
performs as managers for the - Latin 
American Pool, formed by. 14--Latin 
American companies having a trust fund 
with the Marine Midland Trust Co. of 
New York. 
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New Inland Marine 


Interpretation Issued 

The Committee on Interpretation of 
the Nation-Wide Marine Definition, in 
New York, has issued Interpretation No. 
127 on household goods and automobile 
protection policy. The committee, of 
which Joseph G. Bill is executive secre- 
tary, holds the policy is not classifiable 
as inland marine insurance, according 
to Section E.2(0) of the Definition and 
Interpretation No, 40. The inquiry ‘fol- 
lows: 

“Ts the policy in question which, in 
part, reads as follows classifiable as 
inland marine insurance ? 

“*The company agrees to insure the 
interest only of the creditor loss payee 
who, for the purpose of this policy cov- 


erage, is the insured, assignees of the 
insured, hereinafter called the ‘named 
insured,” in the automobile and/or house- 


hold goods. The company’s limit of lia- 
bility for loss or damage to any property 
insured hereunder shall be the named 
insured’s interest as it may appear, as 
represented by the debtor’s unpaid bal- 
ance, not more than sixty (60) davs past 
due, less any salvage, interest, finance 
and any other charges, computed prorata 
as of the date of loss. 

“*(1) Automobile Coverages. 

““ca) Fire and theft: loss or damage, 
hereinafter called loss, caused by fire or 
total theft. 

““(b) Collision: loss or damage, here- 
inafter called loss, caused by collision 
with another object or by upset. 

“*(2) Household Goods Coverages: 

““(a) Loss damage hereinafter called 
loss, caused by fire, lightning, windstorm, 
hail, explosion, riot, riot attending a 
strike, civil commotion, aircraft, vehicles 
or smoke, collision while being trans- 
ported by land conveyances (the coming 
together of cars during coupling not to 
be deemed a collision) caused by re- 
railment or overturning of vehicle or 
collapse of bridges, and marine perils 


while on ferries and/or in car or trans- 
fers in connection with land convey- 
ances.” 





Marine Forum Meets 

Captain Frederick Dezendorf, opera- 
tions manager for Moran Towing & 
Transportation Co. was the guest speaker 
at the recent luncheon meeting of the 
American Marine Insurance’ Forum. 
Members of the forum and their guests, 
all of whom are engaged in ocean marine 
underwriting, heard Captain Dezendorf 
describe several unusual towing jobs. 
The talk also included a description of 
the range of operations of an all-around 
towing service, and a discussion of the 
organization and scheduling required. 

The speaker was introduced by the 
president of the forum, Robert P. Mund- 
henk 


R. I. MUTUAL CLAIMS MGRS. 

Russell G. Weston, president of Rhode 
Island Mutual Insurance Co., Providence, 
has announced the appointment of James 
E. Flannery as new acting claims mat- 
ager and Eugene T. Martin as assistant 
claims manager. 
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1958 Results of Three 
Nationwide Companies 
EARNED PREMS. TOP $184 MILLION 
Earnings From Insurance Operations 
Decline But Investment Gains and 


Combined Surplus Larger 


The three Nationwide Insurance Com- 
panies—auto, fire, and life—report sub- 





stantial increases for 1958 in business 
volume, assets and surplus. Earned 
premiums for the three companies 


reached a record high of $184 million, or 
$21 million more than the 1957 total. 
Although earnings from insurance 
operations declined from those of 1957, 
earnings from investments were up. In- 
vestment gains were largely responsible 
for the combined surplus of the three 
companies being increased by $8.8 mil- 
lion—a gain of 14%. 

Nationwide Mutual (auto) had an in- 
crease of 000 in automobile policies 
and its earned premiums exceeded $139 
million. On this volume, the underwrit- 
ing gain was 18%, or $2.5 million. 

“An encouraging note in the auto 
business,” W. E. Ww est, vice president 
and treasurer said, “was a decrease in 
the frequency of claims in the latter 
part of the year, bring the levei for the 
year about in line with 1957. On the 
other hand, there was the continued 
upward trend in the aver age claim pay- 
ment. Claims and adjustment expenses 
reached a total of $99 million.” 
At year-end the Nationwide 
had $189 million in assets, with 
million in surplus. 


Mutual 
$51 


Nationwide Mutual Fire’s Results 


Nationwide Mutual Fire produced 
earned premiums in 1958 of about $20 
million—a 19% increase over the preced- 
ing year. Its underwriting gain was 
$432,000 but gains on investments per- 
mitted a $1.1 million increase in surplus 
which reached $7 million. Assets in- 
creased 24% and amounted to $28 mil- 
lion at the year-end. 

Nationwide Life reported in force of 
$13 billion at the year-end, up 15% 
fom 1957. New Ordinary bites 
reached a record of $206 million—18% 
ahead of 1957. After providing for $3.6 
million in dividends to policyholders, and 
$509,000 for Federal income tax, the 
year’s operating gain was $1.8 million. 
Assets amounted to $127 million, with 
$12 million in capital and surplus. 

Taxes for the three companies totaled 
$6.8 million, of which $2.2 million was 
Federal income tax. 

A fourth company in the group— 
Nationwide General—closed the year 
with assets’ of $1,971,561. Its capital and 
surplus amounted to $1,735,437. Since 
the company did not begin business 
until mid-September, operating results 
for the year were inconclusive. 





Pa. Auto Rate Hearing Held 


A public hearing was scheduled for 
arrisburg yesterday (March 19) on the 
aplication of the National Bureau for 


tevised auto liability rates in Pennsyl- 
Vania. The application seeks average 
‘latewide increases as follows: Private 


Passenger cars 17.4%; commercial cars 


o; and garages buying the broad 
COverage 16.5%. 





SIMPSON TO RETIRE MAR. 31 


Lawrence A. Simpson, manager of the 
iladelphia branch office of General 
Accident Group, will retire March 31, 
ee joined the company in 1916. He 
ll be succeeded by H. Thibault, 
reduction superintendent of the branch 
Stee since 1957. 









Sees Management as 
Key to Survival Today 


FRANK LANG’S COLUMBUS TALK 


Warns Companies Against Lethargy and 
Preserving Fictitious Status Quo in 
Present Competitive Race 


Ina thought-provoking talk, “Are You 
Fit to Survive?”, which Frank Lang, 
management consultant of New York and 
Chicago, delivered at the 10th annual 
Insurance Conference March 13 at Ohio 
State University, Columbus, he called 
upon insurance companies to take ‘otk 
of the current competitiv e situation from 
the standpoint of survival. 

Mr. Lang pointed out that some in- 
stitutional investors are frankly alarmed 
over the failure of some managements 
to respond to the current emergency in 
the fire and casualty fields. He noted 
that last year these holders of the bulk 
of insurance stocks, “held an unprece- 
dented meeting in Boston to exchange 
views on the crisis and to determine 
what action they may be forced to take.” 


In the light of this action and the 
current competitive situation Mr. Lang 
warned that “those company manage- 
ments which are open to. criticism 


through their own inertia had better beat 
their owners to the punch and take 
drastic action. Instead of worrying about 
the preservation of the American Agency 
System or any other system, they had 
better give a thought to the preserva- 
tion of the rights of stockholders.” 


Policyholders Measure Management 


There is still another measure being 
applied to management—by the buying 
public, the speaker pointed out. “Policy- 
holder acceptance of a company’s prod- 
uct is reflected in growing or declining 
premium volume, The competition is not 
making inroads on the premiums of the 
old established companies, as so many 
convention speakers are fond of saying. 
That is the result of a more fundamental 
fact. The public is withdrawing pre- 
miums from these companies and plac- 
ing them with the competition. 

“All sorts of factors are involved in 
this question of competition—economical 
methods of operation, systems of distri- 
bution and allied considerations. Policy- 
holders are not interested in any of these 
details. Their purchasing decisions will 
be based on what they consider the 
best protection buy for the money. The 
insurance managements which provide 
such service will receive the majority of 
cconomic votes in the market place— 
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Kirk for Unified Company-Agency 
Action To Meet Direct Writer 


In a discussion of direct-writer com- 
petition, Carl L. Kirk, Chicago consulting 
actuary, told the Pittsburgh Insurance 
Day meeting last week that this develop- 
ment in the industry “is not a temporary 
situation which can be handled by half- 
way measures. Nothing short of drastic 
change will allow the companies or their 
agents to remain an important factor in 
the insurance business,” he declared. 

Mr. Kirk, until recently deputy U. S. 
manager for Zurich-American, suggested 
that stock company people and Ameri- 
can Agency System agents “better direct 
their hates to something more construc- 
tive than wailing or name-calling.” 

He pointed out “the phenomenal rise 
to a place of first importance by one 
company which capitalized on reaching 
a mass market through mail-order and 
chain-store outlets not available to other 
companies—and cutting out a lot of the 
rigamarole which many of us have con- 
sidered to be an inescapable burden of 
the insurance business. 

“Heretofore the big problems have 
stemmed from one or two recognizable 
causes—usually inadequate rates or ill- 
conceived policy forms—which were sus- 
ceptible of correction without dumping 
overboard any traditional concepts. 
Today we are not only trying to straigh- 
ten out some of these old problems, 
with fair degree of success, but we are 
in the middle of a competitive situation 
which cannot be handled by any of our 
time-honored methods. Any company 
or agency w hich is unprepared for 
drastic change in its operations might 
just as well quit worrying about the 
future—because it isn’t going to have 
much of a future to worry about. 


Sees Spread to Other Lines of Insurance 


“Up to now we have been able to 
measure the effect of this new brand of 
competition only on automobile business, 
and even there I believe it will get 
tougher when rate levels get closer to 
the point of sufficiency. Another thing, 
only one company has thus far ap- 
peared on the insurance horizon—which 
enjoys all the unique advantages of 
mail-order methods and philosophy—but 
you can be sure that other powerful 
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organizations in that field will soon 
follow the trail which has been blazed 
into our once private hunting preserves. 
And finally, we should not overlook the 
other lines of insurance, Although the 
initial push of the catalog and chain- 
store operators was made for automobile 
business, their steam-roller drive has 
already been widened to include fire 
insurance on dwellings, householders 
comprehensive, accident and health, life 
insurance and most recently they have 
moved into the commercial fire business. 
So the entire field is wide open for 
competition from the most aggresive 
merchandisers that have ever appeared 
on the insurance scene, and even the 
die-hards in company and agency ranks 
must have long since realized that the 
days are numbered for the old order 
of things.” 

Mr. Kirk then reviewed the scepticism 
with which established companies viewed 
the initial operations of the mail-order, 
chain- store firms in insurance marketing. 

“Maybe you don’t have too much trouble 
being on the wrong side of the per- 
centage differential of 10-15% applied to 
a price of $50,” he remarked, “but when 
the price level moves up to $100-$300, 
then you are faced with tough sledding 
to make even a friendly client feel happy 
about paying 40 bucks for the privilege 
of buying a policy from you.” He also 
mentioned the influence of initial price- 
saving on the women folk 


End of “Quality” Road Suggested 


“Despite all this talk about the troubles 
of our business—underwriting losses, in- 
adequate rates, unfair competition, etc. 
—you can’t escape the fact that we have 
been asking the public to pay too much 
for insurance. Nobody can figure the 
price of anything solely on what it has 
always cost him to produce and deliver 
it. In fact the buyer is not interested 
in that side of the picture at all—he is 
only concerned in getting what he wants 





more when the same quality goods and 
services can be bought elsewhere. Our 
companies and agents have always been 
able to meet price competition by em- 
phasizing quality protection and extra 
special service, but we have just about 
reached the end of that road for these 
two reasons, 

1. “We are competing against reputable 
carriers with strong financial backing 
and ample facilities for service who 
offer a quality product for a lot less 
money. 

2. “The buying habits of the public 
have been changing over the past 25 
years or so, and people are no longer 
prejudiced against modern methods of 
distribution, nor are they willing to 
forego the economies offered by chain- 
store operators—whether it be for food, 
drugs, general merchandise or insurance.” 

Continuing Mr, Kirk emphasized that 
agents and companies must quickly find 
ways to reduce the price tag on the 
merchandise. ‘ ‘Although many companies 
have already done so,” Mr. Kirk re- 
ported, “efforts of most companies on 
our side of the fence—radical as they 
may seem to agents—were rather feeble 
attempts to temporize with the problem 
on a piece-meal basis—because they were 
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Employers Mutual Cas. 
1958 Gains Reported 


BY PRESIDENT J. W. GUNN 
Announces New Subsidiary EMCASCO 
Writing Auto Through “Independent 
Home-Owned Agencies” in Iowa 
Large gains in premiums written, total 
assets and policyholders’ surplus were 
reported March 11 at the annual meet- 
ing of Employers Mutual Casualty, Des 

Moines. 

J. W. Gunn, president, said assets of 
the comp iny now exceed $488 million and 
surplus is over $13 million. Premium 
writings during 1958 totaled $36,703,282- 
17% more than the year before. 

President Gunn also announced the 
launching of a new subsidiary company, 
EMCASCO Insurance Co., which has 
recently been licensed to operate in 
Iowa to write automobile insurance for 
selected risks on a low-cost plan. 

“There is a real need,” he said, “for 
a low-cost company operating through 


independent home-owned agencies. At 
present, low-cost auto insurance is avail- 
able chiefly through so-called ‘c aptive’ 


eeelienee agencies owned entirely by 
the companies. EMCASCO will write 
only through established home-owned 
agencies and at the same time will offer 
to the choice risks premiums competitiv e 
with the company-owned agencies. 

Robb B. Kelley, who has been assist- 
ant vice president, was elected secretary; 
and Russell B. Wellman, supervisor of 
claim service personnel and claim pro- 
cedure, was elected assistant vice pres- 
ident. 





C. F. Lyons Named Phila. 
Manager of Zurich-American 


CHARLES F. LYCNS 


Charles F. Lyons has been appointed 
Philadelphia branch manager by the 
Zurich-American Insurance Companies, 
succeeding the late Robert D. Hodson 
who died February 23. 

Mr. Lyons has been engaged in un- 
derwriting and production for more than 
30 years. He joined Zurich’s Philadel- 
phia staff in 1941 as a supervising un- 
derwriter after 14 years as a special 
agent and underwriter for the Ocean 
Accident in Philadelphia. He became 
field supervising underwriter in 1947 and 
assistant branch manager in June of 
last year. 

F. & D. PROMOTES CULBERTSON 

H. Coe Culbertson has been promoted 
from assistant manager to associate 
manager of the Los Angeles office of 
Fidelity & Deposit. Mr. Culbertson, who 
joinel F. & D. in 1949, is presently 
serving as secretary treasurer of the 
Surety Underwriters Association of 
Southern California. 





Unlimited Market in 
Workmen’s Comp. 


NEWJERSEYAGENTSTOLD 


Charged with Responsibility to their 
Home Owners, Business Clients 
by Edwin M. Rothberg 

Edwin M. Rothberg, speaking at the 
New Jersey Association of Insurance 
Agents mid year meeting in Asbury 
Park last week pointed out “an almost 
unlimited market for workmen’s com- 
pensation insurance.” He maéde three 
suggestions for New Jersey agents, to 
follow: 

1, “All homeowners policyholders be 
solicited and advised of the rules of the 
workmen’s compensation act. It may be 
well in quoting homeowners policies, to 
add a minimum workmen’s compensa- 
tion policy to the quotation. 

2. “Check all workmen’s compensation 
policies presently issued for homeowners 
in your office and see that they include 
yr ‘All Operations’ endorsement. 

“Check all workmen’s compensation 
pélicles for business wherein an employe 
has occasion to travel to another state 
to see that they include the ‘All States’ 
endorsement.” 

Mr. Rothberg told the agents that they 
have been entrusted with the protection 
of the insureds’ property from _ loss 
caused by accident or fire on the prem- 
ises, or, he emphasized, “any one of the 
ridiculous claims that are being pre- 
sented today.” 

It is incumbent on the agent to advise 
the home owner that for an additional $20 
premium on a basic minimum workmen’s 
compensation policy covering an oc- 
casional inservant, he can be protected 
under the workmen’s compensation law 
for three years. If the agent fails to 
so inform his insured, he is being negli- 
gent to the insured. 

Continuing Mr. Rothberg stated: “A 
minor under compensation is anyone 
under the age of 18. It breaks into sev- 
eral classes. Basically, you must not hire 
anyone below the age of 14 and any 
one hired between the ages of 14 and 
18 must have working papers to you, the 
employer. Further, the Department of 
Labor enters into this a little bit in 
regard to the equipment which a minor 
may use. For example, a minor under the 
age of 16 may not use a power mower 
or any power machinery. 


Liable for Teenage Grass Cutter 


“T am sure that all of us have on ac- 
casion had the neighbor’s child come over 
and cut the grass or someone else in 
that age bracket who used a power 
mower while we were away on vacation. 
Should they get hurt, the consequences 
can be drastic. 

“First, you have no defense. Secondly, 
the injured may sue you either under 
negligence or under the workmens com- 
pensation act. If, under workmens com- 
pensation you can be held for a double 
penalty, that is, a minor is entitled to 
double benefits should he be injured 
while employed in violation of work- 
men’s compensation or child labor laws. 
If you carry Workmen’s Compensation, 
the Insurance company is responsible 
only for the normal benefit. The penalty 
payment is completely upon the named 
employer, you.” 

Turning to corporations or smal] busi- 
nesses, Mr. Rothberg warned that “even 
if it is only a single insured operating 
his own business, or just a man and 
wife, there is always the possibility that 
should one of them become ill or a 
circumstance arise that some one fill in, 
that person becomes an employe and 
subject to the benefits of the workmen’s 
compensation states, in the effect that 
any employer who shall fail to provide 
the protection prescribed shall be guilty 
of a misdemeanor, and upon conviction 
thereof shall be punished by a fine of 
not more than $1,000 or imprisonment 
for not more than 60 days or both. 

“It further states ‘that should an 
award be made and it found that the 
employer does not carry workmen’s com- 
pensation insurance, he may be fined 
as above and further, placed under sus- 















NJAIA Executive Committee Chairman Ira F. Weisbart (left) and President Milton 
H. Grannatt, Jr., listen to their luncheon speaker, Valmore H. Forcier, a member 
of the National Association of Insurance Agents executive committee, from jirecte 

will d 

“What 
the systems which permit them to donot an 
so, rather than look at our rate tables§“Are \ 


Danielson, Conn. 


The guest luncheon at the close of 
New Jersey Association of Insurance 
Agents’ two day mid-year meeting in 
Asbury Park last week was Valmore H. 
Forcier, NAIA _ executive committee 
member, an agent in Danielson, Conn. 
He discussed the pressing problem of 
commission cuts, and called for unified 
effort on the part of companies, agents 
and the public to solve the highway ac- 
cident toll. 

He told the New Jersey agents that 
“recent (auto rate) filings by the bu- 
reaus in many states, and the resulting 
unfavorable publicity has done no one 
in the business any good. The public has 
been given an unfair and _ unrealistic 
picture of our industry. A few poli- 
ticians have been ‘having a ball’... the 
time has come for agents representatives 
to be considered as equals with our 
companies. Most of our problems could 
more readily be solved, and more equita- 
bly decided if our principals and agents 
groups sat around the discussion table 
for sincere and honest two-way con- 
versations. 

“We can accomplish nothing if we can 
only discuss those problems which are 
placed on the agenda of the companies 
Mr. Forcier asserted. 

Further along he remarked that auto- 
mobile experience is so bad that no 
amount of commission cutting will remedy 
it. The problem is not commissions, nor 
underwriting, nor even competition. The 
problem is caused to a degree by the 
frequency with which “responsibilities 
which should be assumed by law en- 
forcement agencies are passed on to the 
insurance industry.” 

He pressed for an industry public re- 
lations effort to remove unfit drivers 
from the highways. He was not accusing 
law enforcement officers of derliction in 
their duties, but asked: “Should we not 
look to the few operators who cause 
terrible tragedies on the highways, and 





pension until such payment is made to 
the employe through the probation of- 
ficer of the county. Further, when the 
employer is a corporation, the president, 
the secretary and the treasurer thereof, 
who are actively engaged in the corpo- 
rate business shall be liable for failure 
to secure the protection prescribed by 
the workmen’s compensation act. 

“Further, any contractor placing his 
work with sub-contractors shall in the 
event of the sub-contractors failure to 
carry workmen’s compensation insur- 
ance become liable when compensation 
is due an employe or the dependents of a 
deceased employe of a_ sub-contractor. 

“You can see that a corporation must 
have workmen’s compensation insur- 
ance,” he concluded. 
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and commission schedules’ for _ the researc 
answers ?” happer 
Mr. Forcier also spoke for the achieve. § provide 
ments of the agents combined in _ the findustr 
National Association, particularly in the buyer’s 
area of legislation in the agents’ and thef Mr. | 
public interest. “Are you acquainted withf isurar 
any independent producer who is not anf to join 
association member who can by himself which 
command the attention of the companies rate m: 


the bureau, and Insurance Departments Buy 
and the politicians!” y 

- , . © Ss 

Questions for The Companies to be « 


For company (bureau and non-bureau)pand re 
consideration, Mr. Forcier addressedpthe pr 
these questions, and his own commentspiiave ye 
on the answers: compen 

“1. Would any of these companies, bef4 natior 
large enough, strong enough, in this ‘day of attac 
and age to survive if price cutting weregand rid 
left uncontrolled, and judgment ratingfsome m 
were practiced today as it was yearsp'¢quirer 
ago? ; need of 

“2, Would an open price war in thep?loyed 
insurance business really help the publicp Physical 
in the long run— or would state funds*ceptal 
be the end result? Who would be prof% an 1 
tected then? virtually 

“3. Without the pooling of  statisticp Market 
and information through bureaus, how se & ( 
could anyone determine whether a rate tion forr 
were ‘adequate, not excessive, nor ut- and refi 
fairly discriminatory ?’ (0 find 

“4. How would the American Agency quiremer 
System survive as we know it if com adequate 
pany after company withdrew from buf e | 
reaus to engage in self-rating and um proadeni 
ending price cutting—would not thes§ padded, 
companies eventually even have to with: swith re 
draw from the market-place. Make 1 merely; 
mistake about it—withdraw they would!’ those uni 
he exclaimed. ets have 

“5. Without bureau rate making, anip UCcess 
the resulting under pricing of our prof 
uct, how secure would our companie> 
reserves be? How much guaranteh 
would the public, our insureds have thf 
their claims could be honored? Hop 
long would it take for the larger com 
panies to smother the smaller com 
panies? The jungle law—the survival 0 
the fittest—has no place in our busines 
nor in our present day economy. H 
long could agents survive under 
chaotic conditions? Make no _ mistakh, 
about it—chaos would inevitably follow. 

Concluding his speech, Mr. Forcith,. 
suggested that agents and companie hi 
working as equals in the America! 
Agency System can work miracles {0 
that system. Through the efforts ® i 
the companies, the association, and th Here, injt 
bureaus the public will benefit and th each” 
system will prosper, he predicted. Summin, 


KILL FLAT AUTO RATE BILL fit: “\ 
The Massachusetts Senate has killed aa 
a bill that would have established, ‘io, whi 
flat rate for motor vehicle liability ™Byy ee Per 
surance. Such bills have been defeat! Ceas 
in past sessions. 
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Research in insurance was discussed 
at the recent joint luncheon meeting of 
the Chartered Property-Casualty Under- 
writers and the American Society of 
Insurance Management by a three-man 
panel. The panelists indicated differences 
of Opinion as to the adequacy and ap- 
proach methods of the industry in this 


yap important matter. 

The speakers, in order of appearance 
were: Raymond A, Severin, insurance 
manager, American Metal Climax, Inc.; 
ipeld D. Pillsbury, manager of burglary 
and glass division, National Bureau of 
Casualty Underwriters; Leslie Leonard, 
Dean of the Insurance Society of New 
Ls School of Insurance. 

Severin, speaking for the buyer, 
a ‘that the least he can expect of 
research in insurance is that it be 
directed in part to what the industry 
wil do to satisfy the buyer’s needs. 
“What happens when the industry can- 
not answer the buyers needs?” he asked. 
“Are we to rely on industry alone for 
research in finding the answer? What 
happens when industry is unwilling to 
provide the answer; when the aims of 
industry are not in he irmony with the 
buyer’s interest ?” 

Mr. Severin pointed out that corporate 
insurance is replete with areas conducive 
to joint research “not the least of 
which are underwriting and equitable 
rate making.” 
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rtment— Buyer Shows Areas of Research 


He said: “There will always be work 
to be done in devising simple effective 
and realistic insuring forms, both in 
the property and casualty fields. We 
have yet to come up with a workmen’s 
compensation policy that can prevail on 
anationwide basis without the necessity 
of attaching a myriad of endorsements 
and riders, not to mention the cumber- 
some machinery of complying with state 
requirements. We are desperately in 
need of yardsticks which can be em- 
ployed by the buyer in evaluating his 
physical assets and which can still be 
acceptable to an adjustor in the absence 
of an independent appraisal. We are 
virtually at a standstill in the American 
statisticp Market in the evolvement of_ realistic 
us, hon Use & Occupancy or Business Interrup- 
ra fe tion formulae. At least, we in the mining 
nor un-p@"d refining business haven’t been able 
to find a worksheet to cover our re- 
quirements, let alone a formula to 
adequately recover our losses. 

“We have a long way to go in the 
broadening of supplementary perils,” he 
added, “and the fairly recent activities 
with respect to flood insurance are 
merely a case in point. Except for 
those unique instances where some buy- 
ets have been able to meet with some 
success of their own, the field of con- 
‘ractual obligations with its overlapping 
and overburdening insurance require- 
ments and gobbledegook hold harmless 
clauses leaves much to be desired,” he 
ichargerl, 
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er ae “This is undoubtedly a major reason 
cot ivhy Many assureds are still unable to 
vival ol pbtain blanket contractual liability cov- 
busine frage. Industry is sitting on its hands 


in the matter of single limit third- -party 
Viability insurance. The buyer is skating 
enough thin ice when he recommends 
'o0 his management how much liability 
insurance should be carried, but indus- 
'y compounds the problem by forcing 
im to wave a magic wand or apply 
ome mystic formula to prophesy what 
Moportions of his claims will apply to 
bodily j injury and property damage and 
ach” Y arrive at a separate limit for 
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Summing up his views, Mr. Severin 
Stated : “When we can finally realize 
that there are in fact areas for investi- 
sation which might result in the common 
800d, perhaps the buyers and industry 
ill” Occasionally wrench themselves 














ASIM-CPCU Guest Speakers Call For 
Urgent All-Industry Research Program 


free from their personal interests and 
get together on some research, in con- 
cert and in harmony.” 
Pillsbury Cites All-Industry Cooperation 
Mr. Pillsbury cited nuclear hazard 
problems as an outstanding example of 
all-industry cooperation in research. Also, 
he said, industry associations have many 
research committees including those of 
the New York Fire Insurance Rating 
Organization, the National Bureau of 
Casualty Underwriters and the Surety 
Association of America. Considerable 
research has been done by the Casualty 
Actuarial Society, CPCU and the CLU, 


too, he added. 
Rate making has been a_ separate 
determination for years, and the com- 


petitive situation in the industry makes 
underwriting “up to each company,” Mr. 
Pillsbury pointed out. 

Mr. Leonard took a different view, 
charging that “research of a_ broad, 
general nature has just not occurred.” 
He feels that the common denominator 
to most research done was “expediency. : 

He analyzed the examples given by 
Mr. Pillsbury: Cooperative industry— 
wide research (nuclear energy, multiple 
peril policies, revision of the term 
rule); research by a segment on its own 
peculiar problems (rating studies, policy 
provisions and interpretations; individual 
company research; for sales ideas, market 
analyses). All these, Mr. Leonard as- 
serted, show that the investigation done 


in each case was purely to meet an 
immediate problem. 
While enlightened self-interest is 


nothing to be ashamed of, Mr. Leonard 
stated that “expenditure of money and 
talent on pure research—like General 
Electric—is just not in the cards.” He 
feels also, that government regulation 
of the insurance industry tends to re- 
strict this kind of activity. 

The research done by the professional 
organization—CPCU, ASIM, CLU, ete. 
—which was cited by Mr. Pillsbury, 
was considered by Mr. Leonard to be 
just a “voluntary, part-time squeeze-in 
occupation of those who are interested 
in this kind of thing—or are talked into 
it by someone who has a program to 
put on.” 


Lack of Research Hurts the Business 

Continuing Mr. Leonard said that 
“follow through” is a must if research 
is to be more than a mental exercise. 
He believes that lack of a real program 
of research has hurt the business and 
its customers. To this lack of research, 
Mr. Leonard attributes the following: 
“The business is always on the defensive 


—from attacks by plaintiffs, attorneys, 
by the daily press, by legislators, by 
the public, by corporation insurance 
buyers. 


“The increasing extent to which gov- 
ernment is getting into the insurance 
business and for compulsory automobile 
insurance, etc. 

“For contract coverage being offered 
and then withdrawn—for property and 
liability losses inadequately insured—or 
insured at rates too high for the degree 
of risks involved.” 

The need in research is for money, 
physical facilities and personnel, but until 
the business is convinced of the need 

. nothing of a significant nature will 
happen, Mr. Leonard observed. 

There must be a broadly supported 
organization, well financed to do an 
objective job of research for the busi- 
ness. He recalled that when certain 
members of the American Association of 
University Teachers of Insurance, some 
years ago, set up an Insurance Research 
Board it collapsed for lack of work, 
the Insurance Company Education Direc- 
tors Society also asked for subjects to 
be researched, but none were sub- 
mitted. 

Insurance association research depart- 
ments, where they exist, Mr. Leonard 
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Employers Mutuals’ 
Prem. Income Record 


REPORTED BY PRES. BURHOP 


Tops $109 Million for 1958; Underwriting 
Gain was $7,305,059; See Casualty 
Results Improved 


Employers Mutuals of Wausau prem- 
ium income reached a record high in 
1958 and investment income provided a 
substantial increase in the policyholders’ 
surplus account, but loss ratios during 
the year continued at a generally un- 
favorable rate, William H. Burhop, presi- 
dent, reported at the company’s annual 
meeting. 

Total premium income for the firm, 
a leading underwriter of workmen’s 
compensation insurance, was $109,415,821, 
a 2.5% gain over the previous year. The 
increase was achieved despite a decline 
of approximately 2% in workmen’s com- 
pensation premium volume, Mr, Burhop 
pointed out. Workmen’s compensation 
volume was adversely affected by reces- 
sion conditions existing in most parts 
of the country last year which generally 
reduced industrial payrolls. 

Net_underwriting gain for the year 
was $7,305,059 and earned investment in- 
come totalled $5,254,065. Company direc- 
tors declared policyholder dividends of 
$12,004,777, leaving $554,348 for additon 
to earned surplus, Mr. Burhop reported. 

In addition, market value of stocks in 
Employers’ investment portfolio appre- 
ciated $6,367,368 after setting aside re- 
serves for taxes and this amount was 
added to the total surplus account. It 
was pointed out, however, that this 
latter amount does not represent profit 
or earnings which have been realized 
by the sale of securities and the value of 
stocks held for investment will tend to 
fluctuate from year to year, depending 
on market conditions. 

Operating expenses in 1958 were $30,- 
088,516, including Federal income, state 
and local taxes of $3,608,840 or approxi- 
mately 12% of total operating costs. The 
ratio of expenses to premium income, 
exclusive of taxes, was 24.7%, compared 
to 24.94% for the year previous. 
Casualty Underwriting Results Improved 

“Underwriting results- in 1958 showed 
some improvement in the casualty in- 
surance business,” Mr, Burhop reported, 
“but serious problems—especially in the 
automobile and general liability lines 
continue to beset the insurance industry. 
Average claim costs continue to rise, 
costs of materials and services are 
higher, and a greater claim consciousness 
on the part of the public is resulting 
in much higher loss settlement demands 
and awards.” 








said, are limited in staff and budget. 
“When insurance executives really feel 
that our business can benefit from re- 
search as other industries have—then 
we will get some action.” 

The speaker strongly 
time to get cracking, is 


indicated the 


now. 





LIABILITY DIVISION CHANGES 


At Continental Casualty; Goodwin Clark 
to Superintendent Underwriting, 
Carl Bostrom, Administration 
Robert Fletcher, manager of the lia- 
bility division of Continental Casualty, 
announces changes in the structure of 
the division. In future it will be organ- 
ized along territorial lines 
by type and size of risk. 
Also, the division’s functions have been 
divided into underwriting and adminis- 
trative responsibilities with assistant 
managers in charge of each. Goodwin 
Clark, assistant vice president, will have 
charge of underwriting and Carl Bos- 
trom, formerly manager of the branch 
office liability underwriting division has 
been named assistant manager of the 
liability department for administration. 
W. R. Barnes, R. B. Johnson, Howard 
Grauff and Everett Darrow have been 
promoted to territorial underwriting 
superintendents with responsibility for 

various branches. 

Mr. Barnes will be underwriting super- 
intendent for the western region (Los 
Angeles, Seattle, San Francisco, Denver, 


rather than 


Dallas); Mr. Johnson for the central 
region (Detroit, Grand Rapids, Chicago 
Central, Milwaukee and Canadian 


branches); Howard Grauff superinten- 
dent for the eastern region (New Eng- 
land, New York, Philadelphia, Pitts- 
burgh, Syracuse) and Everett Darrow 
will be underwriting superintendent for 
the southern region (Atlanta, Cincin- 
nati, Columbus, O., Indianapolis, New 
Orleans, St. Louis, and Kansas City). 

On the administrative side, Joseph 
Wiedeman will be administrative super- 
intendent for the Southern and Eastern 


regions, and Robert Griffing for the 
Central and Western regions. 

An additional responsibility for Ad- 
ministrative Assistant Manager Carl 
3ostrom will be research and develop- 
ment. John Larson will take care of 
legal matters; Earl Payne will handle 
workmen’s compensation and_ general 
liability and Robert Douglas will head 
education and training under the re- 


search and development program. 





Despite generally adverse conditions 
prevailing in the casualty insurance busi- 
ness in recent years, Employers Mutuals 
has had a healthy growth and has con- 
tinued to improve and expand its serv- 
ices to policyholders, Mr. Burhop con- 
cluded. He expects premium volume to 
increase in 1959 as a result of higher 
rates and general business expansion and 
believes loss ratios should show some 
improvement during the year. 





ALLSTATE PLANNING MANAGER 


Herbert B. Berdan has been promoted 
to long range planning manager in the 
corporate planning division of the home 
office of the Allstate. Prior to this 
promotion, he was assistant economic 
development manager. 
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Premo, Industry Opposed to 
Compulsory Hearing Bill 


Connecticut Insurance Commissioner 
Alfred N. Premo and insurance industry 
representatives joined in opposing pro- 
posed state legislature that would compel 
the State Insurance Department to con- 
duct public hearings on all requests for 
casualty insurance rate increases, in- 
cluding automobile insurance. 

The commissioner said public hearings 
“would be a terrific waste of time and 
money” and “unnecessary.” The establish- 
ment of casualty rates is a “long and 


complicated” process, he added, noting 
that the Department always has the 
public interest in mind. 

Opposing the bill, Hugh Harbison, rep- 
resenting the Association of Casualty 
& Surety Companies, said the Commis- 
sioner “is in a position to protect the 
people of the state.” Public hearings, 
he added, “would result in the possibil- 
ity of a field day. There would be a 
great deal of political talk with no re- 
lation to rates. It would tend to change 
the whole atmosphere of rate-making 
and rate-changing, It would become a 
political football and would be extremely 
harmful to the state.” 

William H. Wiley, representing the 


ROGER F. QUAIL PROMOTED 

Roger F. Quail has been named assist- 
ant manager of the Philadelphia branch 
office of Standard Accident. He joined 
the company in 1931, and will retain 
his position as manager of the bond 
department. 





Connecticut Association of Insurance 
Agents, also opposed the measure. It 
was favored, insofar as it concerned 
rates for workmen’s compensation, by 
Fred Waterhouse, who represented the 
Manufacturers Association of Connecti- 
cut, and by the Connecticut Road Build- 
ers Association. 











From one deliveryman to another 


... goes our Mr. Za’s package. Accepting it, A. L. Hammell, 
president of Railway Express—which for twenty-two 
years has been a Zurich-American client. 

Takes Insuremanship* to build such long-time relation- 
ships. Practiced only by Zurich-American 
agents. Like our Mr. Za—always swift, 


sure and service-giving. Also calm, cool 


and sales-collecting. 


Only Z-A Insuremen have our multiple- 
line portfolio of policies and our coop- 


erative departments. Our excellent repu- 


tation and fine service, too. 





ZURICH - AMER 














They find one sale leads to several—and all to rustling 
new leaves on their money trees. A situation you might 
enjoy. If so, cast your eyes over our booklet on 
Insuremanship, our new concept of insurance selling. 

Glad to deliver one. Just send us word. 


ZURICH INSURANCE COMPANY 

AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
ZURICH LIFE INSURANCE COMPANY (an affiliate) 

135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN PRINCIPAL CITIES: New York, Boston, Providence, 
New Haven, Buffalo, Amsterdam, Orange, Phi 
Baltimore, Greensboro, Charleston, Savannah, Atlanta, Birming- 
ham, Canton, Cleveland, Cincinnati, Detroit, Grand Rapids, 
CAN Minneapolis, Milwaukee, Chicago, Jackson, Dallas, St. Louis, 
ais Kansas City, Denver, Seattle, Portland, Sacramento, San Francisco, 
t Fresno, Los Angeles, Phoenix. 


Pittsburgh, 
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Packwood Tells Safety 
Record of St. Joseph, Mo, 


GIVES CREDIT TO WALTER LADD 


Points to Local Safety Council’s Organ. 
ized Campaign Which Produced 
Lower Automobile Rates 


F. Glenn Packwood, president of Her. 
bert H. Powell, Inc., St. Joseph, Mo, 
recently addressed the occupational safe. 
ty dinner of the St. Joseph Safety Coun. 
cil on the subject of “Practical Safety 
Engineering in Orbit.” His talk covered 
such subjects as “Safety is Less Than 15% 
Engineering” ; “Your Attitude Can Kill’. 
small plant safety and the current auto- 
mobile rate picture. Mr. Packwood told 
why the rates are going up in many 
cities and states around the country but 
in St. Joseph they have been reduced, 
The answer, he emphasized, is in that 
city’s organized safety and traffic en- 
forcement program, credit for which he 
deservedly gave to the local safety coun- 
cil and its secretary, Walter Ladd. 

Mr. Packwood further brought out 
that the secret of Mr. Ladd’s success is 
his ability to gain the cooperation of 
civic minded citizens of St. Joseph who 
gave generously of their time and finan- 
cial support to the cause of organized 
safety. Obtaining the cooperation of the 
police department, schools, industry, 
civic and business clubs, these volunteer 
workers obtain chain reaction to their 
safety talks, etc. down the line to car 
and truck drivers, plant workers, an 
workers in hotels, stores, garages ani 
all business houses in town. 


Warns Against Complacency 


In this connection Mr. Packwood 
stressed that “it takes a long time an 
lots of work to get results.” He caw 
tioned against complacency, as a com- 
munity must keep everlastingly at it 
in order to hold on to safety gains 
realized, 

Saying that there is great need in other 
communities on how to organize a 
effective safety program, Mr. Pack 
wood indicated that the St. Joseph Safety 
Council holds itself in readiness to hel 
others. At the request of a publishing 
company Mr. Ladd has written a_ book 
on “Community Organization for Traffic 


Safety” which will be off the_press thi ¢ 


spring. The publisher is Charles 6 
Thomas of Springfield, Ill., which spe- 
cializes in books, journals and mono- 
graphs in the fields of medicine, science 
technology and public administration. — 
Mr. Packwood, who recently assume( 
presidency of his agency after the deatl 
of the late Herbert H. Powell, will b 
remembered for his 25 years’ service 4 
manager of the Kansas City branch offic: 
of Massachusetts Bonding. During thest 
years he gave substantial time to safe’ 
public relations work, pioneering in thé 
smaller towns and medium size cities ! 
his territory Iowa, South Dakot: 
Kansas and western Missouri. He mat 
safety talks on many occasions. 
Following his most recent talk a_nej 
Walt Disney motion picture, “The Stor 
of Anyburg, U.S.A.” was shown. It wa 
both educational and entertaining. 
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Aetna C. & S. Names State 
Agents and Special Agent 





master-mij 
Ws not be 


Appointment of two state agents al other int 
assignment of three new special agetl! believe th 
have been announced by the fire insU§ with their 
ance division of Aetna Casualty @— ample, in 





Surety and Standard Fire. John 


to technic 


Johl has been promoted to state age territorial] 


at Newark, N. J., 
Jr., advanced to state agent at Pougifs 
keepsie, N. Y. 


est @ 
New special agents are Orrin F. Be" picious, “hy, 


and C. G. McAulilif nize. shifts 


uburbs ai 
ié 
pe 


Syracuse, N. Y., George F. Foley, >“§ptint were 
falo, and Robert T. Grogger, Richmo™#to:luy son 
Va. The special agents recently ©§ our more I 
pleted a six-month training progra™ Blt would | 
the companies’ home office in Hartloftime jf y 
during which they were graduated '@steereq 4, 


the Aetna Casualty and Surety Sadfch 
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ty 100,000 SHARES OFFERED 
Mo, 3y Western Casualty & Surety to Stock- ‘ 
: holders at $45.50 per Share, One for other lines. 
LADD Five Shares Held 
5 Western Casualty & Surety Co. 1s is- : 
sel sing to the holders of its capital stock campie 
rights to subscribe at $45.50 per share for 
100,000 shares of additional capital stock recent vears. 
f Her- at the rate of one share for each five 
- w shares held of record on March 11, 1959. 
il safe- 


The subscription offer will expire at 3 


Coun- pm., CST, on March 24, 1959, 
Safety} A group of investment firms headed 
-overed | jointly by Kidder, Peabody & Co., Inc. 
an 15%] and Prescott, Wright, Snider Company 
1 Kill”, | will underwrite the offering and pur- 
t auto-| chase any unsubscribed shares. 





speaker asked: 


many | and its wholly-owned subsidiary, West- 
try but 
educed. 95 se “ 
i Kirk For Unified Action 

fic en- 

lich he (Continued from Page 45) 

y coun- 

ht out] some fundamental questions of principle 
~cess is} and procedure.” 

tion off Further along the 

| finan- 

panized 

. of the 

ylunteer 

o their 
to car 


od told] The company, incorporated in 1924, 
in that 
dd. afraid to tangle horns with agents on 
ph who 
idustry, 
rs, and 


“Why should not the insurance industry 
examine every element of the price 
structure in a realistic manner—and take 
a forthright stand on every item of 
cost which can be reduced? Does it 
telect moral turpitude if somebody 
looks with jaundiced eye at the stagger- 
ing volume of detail work done by 
companies and agents—and if he finds 


res andg overlapping of function and duplication 
of cost, does he commit a crime to 
. suggest it be eliminated? 
y “Have we become so steeped in tradi- 
ckwooif tion that we are unwilling to give up 
me anif some of the costly rigamarole between 
Te cau-f the company, the agent and the policy- 
a com-fholder? Are you sincere in arguing 
y at itfagainst such change on the grounds it 
y gainf would weaken the connection between 
yor and your client—or is it really 
in otherf because you are afraid to trust the 
1ize alfcompany further than I could throw a 
Pack-f steer ? 
1 Safety} “Maybe these are silly questions, but 
to helpf this is my sneaky way of suggesting that 
blishingf better methods of policywriting, billing, 
a bookf handling accounts and renewals can be 
- Trafic} found to eliminate a lot of needless 
ess thif expense—which would justify reduction 
rles Gfin the agent’s commission and the com- 
ich spef pany’s allowance for overhead cost.” 
mon} Mr, Kirk indicated that he deplored 
sciencef the California commissions’ law suit, 
ition. fand even the New York Agents “com- 
assumelf pensation” bill which was vetoed last 
re ceatif week by Gov. Rockefeller. He pointed 
will bf also to the 12% production allowance 
rvice af in force on auto rates in Massachusetts 
ch oflich for many years. 


ng thes Call for Unified Company-Agency 


o safe'y P 
x in th : Action 
cities} “Instead of going to the courts or 


Dakoteh the legislatures,” the speaker suggested 
{e mai} that “our common interests could be 
better defended if the leaders in agency 
k a neipand company ranks would pool their 
he Stor} talents, probe the realities of the present 

It wf Situation together and try to reach 
ng. agreement on changes which can and 
should be made by both sides.” 

In closing his talk, Mr. Kirk delivered 
this advice: “We must beware of false 
tate P prophets and false ideas — and even 
A gent master-minds in our own ranks. Let 

geny ws not be misled by glib spokesmen for 
ents aother interests who would have us 
| agetif believe that our failure to keep pace 
re inslifwith their tremendous success—for ex- 
ilty af ample, in the automobile field—is due 

John *§t0 technical defects on our system of 
te agi territorial differentials, failing to recog- 
{cAuliff tize shifts in population from city to 
- Pougt suburbs and such stuff like that. 

_ If a person were inclined to be sus- 
Pcious, he might think such ideas in 
# tint were a part of diversionary tactics 
f° lull some of us into apathy toward 
our'more pressing competitive problenis. 
It would be most unfortunate at this 
gime if we allowed ourselves to be 
Bitcered by “hidden persuaders” into 

thasing statistical butterflies—or any- 

else which interferes with a con- 
“tted effort to save our own hides.” 
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ern Fire Insurance Co., write automobile, 
general liability, workmen’s compensa- 
tion, and miscellaneous casualty, fire and 
Business territory of the 
companies covers more than 26 states. 

The_purpose of the sale of the addi- 
capital stock, it is reported is 
to provide additional funds required by 
reason of increased premium volume in 
Net premiums written for 
the 1958 calendar year totaled $43,600,- 
204 compared with $39,323,221 in 1957 
and $37,069,939 in 1956. 

The companies reported for 1958 net 
premiums earned amounting to $40,544.- 
579 and consolidated net income, after 
income tax adjustments, of $1,826,032. 








W. F. JORDAN PROMOTED 

William F. Jordan, for the past six 
years in the New England department 
of American Casualty, has been pro- 
moted to production manager of the 
department. 

A. U. S. Marine Corps veteran who 
entered the insurance business 20 years 
ago, Mr. Jordan joined American Cas- 
ualty in 1953 as a field representative 
in its Boston office. 





The company has paid cash dividends on 
its common stock for 20 consecutive 
years beginning in 1939. In 1958, pay- 
ments amounted to $1.20 per share. 


IASA Meet Set May 5-8 


The spring conference of the Associa- 
tion of Casualty Accountants and Sta- 
tisticians will be held May 5-8 at The 
Shoreham, Washington, D. C. 

The agenda and discussions will prove 
of considerable those in 
stock insurance companies writing cas- 
ualty business, engaged in the fields of 
accounting, statistics, internal auditing, 


interest to 


electronics, systems and taxation. 
These are timely subjects and a full 
attendance is expected. 
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You're not just 

“one of the crowd” 
when you have the 
policy with the P.S.* 


You're a person — distinct, separate, individual. And when it comes to the 
strictly personal matter of your financial security, you don’t want to be treated 
like a faceless file number. You need and deserve personal service . . . 

and that’s what you get from 4£tna Casualty and its thousands of representatives 
from coast to coast. Personal service means building your insurance program 

to fit you alone . . . bringing you help in a hurry when you need it . . . 
giving you fast, fair action when you have a claim. A2tna Casualty people 
always treat you as an individual — so why not get in touch with 


your Etna Casualty agent soon? You'll find him listed in the yellow pages. 
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Get the best .. . the policy with the RS. 


AW TNA CASUALTY 


Quality INSURANCE for individual, family, business, home and other possessions 
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This first advertisement in Atna Casualty’s 1959 P.S. campaign appears in: 
SATURDAY EVENING POST, March 7; LIFE, April 6; SUNSET, April. 
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‘Record Year Reported 
By Liberty Mutual 


$329,766,601 PREMIUMS WRITTEN 





Assets up 9.7% to $596,123,119; President 
Black Notes WC Record Main- 


tained Despite Recession 





An all-time high of $329,766,601 in 
premiums was written by the Liberty 
Mutual Companies in 1958. This was 
$24,929 393 higher than the 1957 total, 
S. Bruce Black, board chairman re- 
ported this week. 

Assets of the companies rose $52,609,- 
362 to $596,123,119, a 9.7% gain. Both 
assets and the premium written repre- 
sent combined totals of Liberty Mutual 
Insurance Co, and Liberty Mutual Fire, 
separate corporate entities which operate 
together as a multiple line insurer. 

Dividends to Liberty Mutual policy- 
holders in 1958 came to $41,500,590, com- 
pared with $38,544,481 declared in 1957, 
Mr. Black said, and after provision for 
these dividends, the policyholders’ sur- 
plus totalled $109,810,290, up $11,769,659 
from the previous year. 

A noteworthy feature of the 1958 
results was an encouraging reduction 
in the companies’ loss ratio and expense 
ratio, Mr, Black observed a drop of 
06% and 0.9%, respectively, with the 
loss ratio coming to 63.57% of earned 
premium and the expense ratio to 
22 0%. 

Libertv’s major lines of insurance all 
achieved increases in premium volume. 
Mr. Rlack noted. Antomohile writings 
eained 174% to $108000474 from the 
1957 ficure of $91.964.115. 

Ac one of the nation’s largest writers 
of workmen’s compensation insurance, 
Liberty wrote premiums totalling $122 - 
091.646 in this line in 1958. making it 
the companies’ leading line of insurance 
once again. 

“The fact that Liberty made some in- 
crease in compensation volume is especi- 
ally gratifying in view of the economic 
recession last year,” Mr. Black observed. 
“Workmen’s compensation insurance is 
acutely sensitive to business conditions.” 

Accident and health insurance writings 
by Liberty reached a total of $35,033,319, 
a 7.5% increase over the $32,591,499 
figure for 1957. Mr. Black said that his 
companies’ growing share of this market, 
one of the most rapidly expanding fields 
in the postwar insurance era, reflected 
Liberty’s long experience in industrial 
insurance and its consequent know-how 
in establishing effective accident pre- 
vention and medical programs for em- 
ployes and their families. 

The 1958 results for the other Liberty 
lines are as follows: general liability 
premiums $33,936,214, compared with 
$30,893,827 in 1957; fire, marine and 
allied line premiums $26,943,624, com- 
pared with $24,621,902 in 1957; and crime 
insurance and miscellaneous lines $3,851,- 
324, compared with $3,385,348. 

The percentage increase over the prior 
year in total premiums written by Lib- 
erty Mutual in 1958 thus amounted to 
8.2% 

Liberty’s net income from operations 
after Federal income taxes of $3,557,361, 
came to $44,527,920. This is $8,065,080 
more than the companies’ income from 
operations the prior year 

Viewed from the perspective of its 
beneficiaries, 1958 was a year in which 
Liberty paid out $178,338,471 in claims. 
In summing up his report, Mr. Black 
singled out two distinctive aspects of 
Liberty’s operation as typifying the com- 
panies’ stress on policyholder service and 
its consequent ability to reduce insur- 
ance costs: First, its extensive loss pre- 
vention engineering work hoth in the 
field and at its research laboratories in 
Hopkinton, Massachusetts; and secondly. 
its emphasis on medical services and 
rehabilitation. In connection with the 
latter activity, Mr. Black said that as 
of the end of 1958, of the total of 5,534 
patients treated at Liberty’s two unique 
rehabilitation centers in Boston and 
Chicago, more than 4,870 were substan- 
tially improved, with about 81% of these 
able to return to gainful employment 


Clash Between UM, UCJF 
Bills Seen in S. Carolina 


A bill to strengthen laws on uninsured 
drivers was passed by the South Carolina 
House of Representatives and sent to 
the State Senate, where it was expected 
to run into opposition with another plan. 

The House measure would require 
motorists convicted of certain violations 
to take out insurance or forfeit+ their 
licenses. 

An unsatisfied judgments fund bill in 
the South Carolina Senate would re- 
quire uninsured motorists to put up $10 
when acquiring licenses plates, with the 
money to be used to pay off claims 
against any uninsured drivers. A small 
percentage of liability insurance pre- 
miums also would go into the fund. 

Observers noted that an ultimate plan 
would be written by Senate and House 


conferees after the upper branch pressed 
its own plan, rather than the House 
measure. They also noted that the 
House leadership was trying to avoid 
the state insurance pool which is part of 
the Senzte plan. 





CORP. SURPLUS FUND BILL 

New York State Senate passed and 
sent to the Assembly the Rath Bill 
amendment to sections 255,256 of the 
Insurance Law requiring medical and 
dental expense indemnity and_ hospital 
service corporations to maintain a special 
contingent surplus fund if they are in- 
corporated after the effective date of 
this act. Also, to increase the funds 
each calendar year by 2% instead of at 
least 4% of net premium income during 
the calendar year. The funds should 
not exceed 15% instead of 25% of net 
premium income at the end of any 
calendar year, 
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Charles B. Watkins 
Joins Amer. Casualty 


HEADQUARTERS IN CHICAGO 
Takes Charge of Bond Production in 

Chicago-Milwaukee Area; Was With 

New Amsterdam Cas. in Pittsburgh 

Charles B. Watkins has been appointed 
regional fidelity and surety production 
manager in the Chicago branch office of 
American Casualty. In the new post, 
Watkins will be in charge of bond pro- 
duction in Chicago and Peoria, IIl., and 
in Milwaukee. He will make his head- 
quarters in Chicago. 

Mr. Watkins started in the bond busi- 
ness in 1940 with the Baltimore home 
office of United States Fidelity & Guar- 
anty and except for three and a _ half 
years in the Navy during World War 
II, remained with them until six years 
ago, when he became Pittsburgh man- 
ager for the Employers Group. 

He remained in that post for four 
years, and two years ago joined New 
Amsterdam Casualty, as manager of the 
bond department in Pittsburgh, He 
brings to American Casualty an excellent 
record of developing fidelity and surety 
business. 
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Employers Mutuals’ i. 
J. H. Phillips Retires ™s 


WAS VICE PRESIDENT-ACTUARY © (on; 
) 
His Successor is Dunbar R. Uhthoff Fi 
Who Joined the Company in 195] ;esi/t 
From N. Y. Office of Comp. Council — Sj 
etkov 
J. H. Phillips, has retired as vice aia 
president and actuary of Employers cayse” 
Mutuals. He joined the company in 1935 from y 
as actuary and was named vice president a rate 
in 1937. Previously, he had_been with Syperi 
the Minnesota Insurance Department) The 
and was secretary-actuary of the Minne- Genera 
sota Compensation Insurance Board, He writing 
is a member of the Casualty Actuarial] phtaini: 
Society. istate | 
Dunbar R. Uhthoff was named by the|Regulat 
board of directors to succeed Mr. Phillipslintende 
as vice president and actuary. A Fellowland am 
of the Casualty Actuarial Society, Mr! Howeve 
Uhthoff came to Employers Mutuals in jitigatio 
1951 from the National Council on Com-Coynty 
pensation Insurance, New York, whereheen cl 
he was associate actuary. During World'pife an, 
War II, he served on the Mathematics [py an 
Panel of the Division of War Research ¢ounsel, 
at Columbia University. the Ne 
He has been a member of the council Reavis. 
of the Casualty Acturial Society andwith th 
member and chairman of both the Asso- Bohlings 
ciate and Fellow examination committees, York, o; 
has contributed to the Society’s Pro-tiff's mx 
ceedings, and presently is a member ofNew Yc 
the Research Committee. “restrain 
pendency 
issuing | 
TOP EXECUTIVE ALTERATIONS 5 in. 
| e A 
Employers Mutuals Pres. Burhop Now\was give 
Chief Executive Officer; M. P. Mce- ‘state’s br 
Cullough Succeeds Late H. J. Hagge |dant was 
Directors of Employers Mutuals ofto file “r 
bicker have voted to eee the FA 
laws of the company to designate the : 
president as iuiet executes officer at the Continen 
annual meeting in Wausau recently. W) In the 
H. Burhop, who joined the company injof Insura 
1919, has been president since 1952. Helfor a p 
will serve as chief executive officer oijstated the 
both the Employers Mutual Liabilityl1958, 1 
Insurance Co. of Wisconsin and _ the)431 indi 
Employers Mutual Fire Insurance Cojin New © 
In other action the directors electeljdent’s apy 
M. P. McCollough, Chicago, chairmaiments of 
of the board. The late H. J. Haggejthe Insur 
who died January 6, formerly was chair} In resp 
man of the board. McGrath 
Also elected were three new: directorfthe matte 
to fill vacancies created by deaths ofof the 3, 
retirements during the past year. Thejform had | 
are J. M. Sweitzer, Wausau, vice pres}by the S 
ident and general counsel of Employer}Approval 
Mutuals; John H. Batten, III, presidenifargued, co 
of the Twin Disc Clutch Co., and Davilffiled with 
B. Smith, president, Wausau Paper Milkfof the sta 
| Specific 
fendants 
Gillam Named Research — psie?’;! 
am ame esearc Policy Fe 


Manager of Nat’! Bureajine 1. 1 


; iy 
The executive committee of the Ne orang 
tional Bureau of Casualty Underwritetijy. benefit 
has appointed William S. Gillam # easonable 
manager of the research division, Wi! harged—t 
liam Leslie, Jr., general manager, hé egislature 
announced. twas fur: 
Mr. Gillam joined the bureau as # ‘Notwith 
actuarial trainee in 1949 and since 1 brovals, it j 
has been engaged in research activitition of the 
He is a graduate of Rutgers Universl§y: sundiy; 
where he was elected to Phi Beta Kap?! equiremen 
and he took post-graduate work at ind rates . 
Wharton School of the University Binuance of 
Pennsylvania. In 1957 he was elected’ 
fellow in the Casualty Actuarial Societ! (Co 
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Continental Casualty 
Faces Supreme Court Test 


ON ITS CREDIT A. & H. RATES 





Supt. of Insurance Charges Co. Sold 
These Policies Without Insurance Dept. 


tires, Approval; Counsel Files Reply 





‘UARY| Continental Casualty faces this week 
a Supreme Court test of its credit A. & 
Uhthoff 7 rates for New York State as a 
1951 result of an order obtained March 11 
uncil py State Attorney General Louis J. 
Lefkowitz in the state’s Supreme Court 
as_-vic€ requiring the Continental to “show 
ployers cause” why it should not be restrained 
in 1935 from writing credit A. & H. insurance 
esident at rates not approved by the New York 
n with Superintendent of Insurance. 
irtment)) The main contention of the Attorney 
Minne-| General is that Continental has been 
ard, He writing credit A. & H. policies without 
ctuarial| ohtaining approval of rates under a new 
istate law (Article 78) which set up 
by the}Regulation 27A, issued by the Super- 
Phillips|intendent of Insurance last August 28 
Fellowjand amended by him last December 5. 
ty, Mr/However, this regulation is presently in 
uals in litigation in the Supreme Court, Albany 
n Com-,County, its legality and propriety having 
whereheen challenged by the Old Republic 
| World'Life and the Credit Life Insurance Co. 
ematics [n an affidavit filed by Continental’s 
esearch counsel, John P. McGrath, member of 
‘the New York law firm of Hodges, 
council Reavis, McGrath & Downey, together 
ty andwith the firm of Aranow, Brodsky, 
e Asso- Bohlinger, Einhorn & Dann, also of New 
mittees, York, opposition is given to the plain- 
's Pro-tiff’'s motion (People of the State of 
nber ofNew York), for preliminary injunction 
“restraining the defendant. during the 
pendency of this lawsuit, from selling, 
issuing and delivering any policies of 
TIONS ‘credit insurance in this state.” 
| The Attorney General, it is learned, 
yp Nowlwas given until March 18 to file the 
-Me- |state’s brief in this matter while defen- 
lagge jdant was allowed until today (March 20) 
uals ofito file “reply papers” with the Supreme 
the by-\Court. 
nie re Continental Says Policies were Approved 
tly. W| In the affidavit of the Superintendent 
pany injof Insurance in support of the motion 
52. Helfor a preliminary injunction, it was 
ficer oijstated that the defendant, from October 
iability!1958, through January 1, 1959, issued 
nd_ the3431 individual credit A. & H. policies 
nce Colin New York without the Superinten- 
electeiident’s approval pursuant to the require- 
hairmaiyments of section 154, subdivision 7 of 
Hagge|the Insurance Law. 
s chair} In response to this charge John P. 
McGrath of counsel said: “The fact of 
lirectonjthe matter is that each and every one 
aths offof the 3,431 policies was issued on a 
-, Theyform had been submitted to and approved 
se presiby the Superintendent of Insurance.” 
iployes|Approval of the form, Mr. McGrath 
residenifargued, constituted approval of the rate 
d Daviiffiled with the form under the terms 
er Milkjof the statute. 
Specific approvals obtained by the de- 
fendants were for Policy Form SRP- 
" MS BN, granted July 18, 1956, and for 
Policy Form SRP-1261 AU, granted 
ureauyme 19, 1956. Mr. McGrath held that 
in making these approvals, the Super- 
he Ne ntendent necessarily determined that 
rwrite'fthe benefits provided in the policies were 
lam ‘ tasonable in relation to the premium 
ni, Wi! harged—the only standard which the 
er, Milegislature has given him to follow . . .” 
twas further brought out by counsel: 
1 as a “Notwithstanding these prior ap- 
ice hi ovals, it is apparently the present posi- 
ctivitlition of the Superintendent that section 
riversitmh s subdivision 7, has changed the legal 
a Kapei quirements applicable to such policies 
c at ind rates so as to require the discon- 
rsity “Binuance of their use. There is no statu- 
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pen (Continued on Page 54) 






















Republic National’s 
Growth in 1958 Cited 


DIRECTORS PROMOTE B. OAKES 





President Beasley Gives Stockholders 
Bright Picture; S. G. Winstead; 
Dallas Lawyer, Elected to Board 





Stockholders of the Republic National 
Life of Dallas have elected Sam G. 
Winstead of the Dallas law firm of 
Jackson, Walker, Winstead, Cantwell & 
Miller, to the board of directors. Mr. 





SAM G. WINSTEAD 


Winstead and the firm he represents are 
widely known throughout Texas as 
counselors in tax matters. Mr. Winstead 
has an A.B. degree from University of 
North Carolina, LL.B. from Duke Uni- 
versity Law School and LL.M. from 
Columbia University Law School. 

For a time Mr. Winstead was in the 
chief counsel’s office of the Internal 
Revenue Service and since 1944 has been 
practicing law. 

Theo, P. Beasley, Republic National’s 
president and chairman of the board, 
reported to the stockholders on the com- 
pany’s 1958 progress and the attainment 
of $2 billion of life insurance in force 
early in January, 1959. New life insur- 
ance issued and paid for during 1958 
amounted to $676,725,817, and the gain 
in life insurance in force was $371,374,- 





BARRY OAKES 


304, bringing the total on Decemer 31 
to $1,952,915,513. 

Another important increase, he said, 
was made in accident and sickness prem- 
ium income which amounted to $12,793,- 
956, or an increase of $3,163,461 over 
1957. 

Total income for 1958 was $37,776,633, 
an increase of 25.5% over 1957. 

It was a noteworthy accomplishment 
that during a year of tremendous in- 
creases in production and the attendant 
costs of acquiring large amounts of new 
business, the Republic National was still 
able to add $1,020,765 to its capital and 
surplus funds in 1958. 


Oakes Administrative V. P. 


At the meeting of the board of direc- 
tors following the stockholders’ meeting 
all officers of the company were re- 
elected and Barry L. Oakes was ad- 
vanced to the position of administrative 
vice president and general counsel. Mr. 
Beasley explained that the company’s 
rapid expansion into 40 states, the Dis- 
trict of Columbia, Hawaii and Puerto 
Rico, and its phenomenal growth during 
the past few years have created the 
need for an administrative assistant to 
the president. Mr. Oakes will continue 
to serve as head of Republic National’s 
legal division. 

Sales operations of the Republic Na- 
tional in 1958 were extended into four 
new states. Reinsurance operations have 
grown to a point that the company now 
reinsures business from over 600 com- 
panies in the United States and eleven 
foreign countries. 





IN U. S. NEWS & WORLD REPORT 
The March 16 issue of “U. S. News 
and World Report” features an article 
on “The High Cost of Being Sick.” It 
summarizes generally that it is a case 
of American’s getting the best medical 
care ever “and the most expensive.” 
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FIFTY-TWO YEARS OF INSURANCE SERVICE 
e ACCIDENT-SICKNESS-HOSPITAL-MEDICAL e 


SPECIFIED DISEASES 
SUB-STANDARD RISKS 


ATHLETIC TEAMS INDUSTRIAL "TOURINGSURANCE" 
FRANCHISE GROUP TRUE GROUP 
e AUTOMOBILE LIABILITY ¢ 


THE Hoosier CASUALTY COMPANY 


HOME OFFICE: 333 North Pennsylvania Street, Indianapolis, Indiana 


OPERATING IN 


Mlinois—Indiana—lowa—Kentucky—Michigan—Missouri—Nebraska 
New Jersey—Ohio—Pennsylvania—West Virginia 
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SPECIAL RISKS 
VOLUNTEER FIREMEN 


Best's Rating A+ 








LIAMA A. &S. Meeting 
Program for April 21 


TO FEATURE FIELD TRAINING 





G. Warren DeGelleke, N. Y. Life is Mod- 
erator; Gail L. Shoup among Speakers; 
Business Disability Income 





A forum on training communications 
will open the Tuesday morning, April 21 
session of the Life Insurance Agency 
Management Association’s A. & S. meet- 
ing in Chicago with G. Warren DeGel- 
leke, director of A. & A. sales, New 
York Life, as moderator. This forum 
will consider methods companies are us- 
ing to train field personnel. 

Training of field management person- 
nel will be considered by Carl H. Lane, 
superintendent of agencies, General Life 
and J. Kenneth Higdon, director of train- 
ing for Business Men’s Assurance. 

Approaches to the training of agents 
by the home office will be discussed by 
Robert W. McCabe, director of accident 
and health sales, Guardian of America 
and Charles E. Powell, director of train- 
ing, Monarch of Massachusetts. Gail 
L. Shoup, general agent in Grand Rapids, 
Michigan for Lincoln National, will tell 
how he does his agent training in the 
agency office. Mr. Shoup is president of 
IAAHU. 

Robert W. Carey, director of personal 
health insurance for John Hancock, will 
speak on how to train agents in field 
underwriting A. & S. insurance. Fred- 
erick E. Boes, manager of personal acci 
dent and sickness claims for Metropoli- 
tan Life, will discuss the training of an 
agent in A. & S. field claim handling for 
positive selling. 

Speakers on Afternoon Session 


John W. Sayler, vice president in 
charge of sales for Business Men’s As- 
surance, will open the afternoon session, 
April 21, discussing the apparent neglect 
of disability income insurance sales. He 
will be followed by John J. Plumb, vice 
president and director of agencies for 
Paul Revere Life, who will speak on 
selling A. & S. for family needs through 
programing and single package selling. 

Selling disability income for business 
needs (key man, sole proprietor, etc.) 
will be discussed by Daniel S. Blackman, 
III, assistant director of agencies, ordi- 
nary agencies department, The Pruden- 
tial. Means of selling disability income 
as a package with mortgage cancellation 
life policies will be handled by W. C. 
Evans, western regional manager for 
Federal Life and Casualty. 

Joseph F. Tudor, director of agencies 
for Pacific Mutual, will be the final 
speaker Tuesday afternoon when he tells 
how his company’s field force sells dis- 
ability income with life insurance as a 
combination package. 

At the end of each of the day’s ses- 
sions there will be a question and answer 
period when questions from the audience 
can be directed to the speakers. 





Western N. Y. Assn. Had Top 


Speakers at Sales Congress 

Western New York A. & H. Associa- 
tion held its annual sales congress in 
Buffalo recently. General arrangements 
chairman for the one-day meeting was 
Howard A. Potter, Empire State Mutual 
Life. Speakers and their topics included: 
James L. Carrier, New York City re- 
gional manager, Monarch Life, discussed 
“Prospects Around Us.” Louis L. Mandra 
of Boston, northeastern regional sales 
supervisor for New York Life, spoke on 
Se Accident and Health into Your 
ife. 

W. Harold Petersen of Indianapolis, 
superintendent of accident and sickness 
agencies American United Life Insurance 
Co. talked on “An Open Letter to My 
Wife.” 

“Sales Promotion and Motivation” was 
discussed by the Buffalo manager of the 
Chevrolet Division of General Motors, 
John H. Kirkpatrick. 
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‘Newark Office Wins Silver Eagle Trophy 








Outstanding production of accident and sickness insurance in both business and 
personal lines earned the Newark service office of Indemnity Insurance Co, of North 
America the 1958 Silver Eagle trophy. Indemnity’s vice president, R. S. Robins, 
right, here presents the trophy to Donald B. Allen, Indemnity manager in Newark, 
left. Edwin H. Marshall, accident and sickness secretary, looks on. 

Honorable mention in A. & S. production went to Indemnity’s service offices in 
Boston, Long Island and San Francisco. The trophy was introduced as an annual 
award by INA president, John A. Diemand, in 1946. 





Progressive Life Ready With 
Lifetime A. & S. Policy 


The Progressive Life of Red Bank, 
N. J. has put on the market a lifetime 
accident and sickness policy which has 
been well received among field repre- 
sentatives of the company. Benefits 
under this policy start at $100 a month 
for A. & S. to a maximum of $400. In 
case of hospitalization an additional $300 
a month in benefits is paid which in- 
cludes daily room and miscellaneous ex- 
penses. 

A special feature is that the policy will 
cover for dismemberment benefits in ad- 
dition ‘to the monthly indemnity. 

The Progressive Life has adopted the 
HIAA recommendation of last December 
8 which urged member companies not 
to cancel or refuse to renew anv policy 
because of deterioration of health. This 
has been put in effect by the Progressive 
on all its commercial A. & S. policies 


Named Man of the Year By 


North American Accident 
I. T. Fisher of the Malcolm Bryant 
Agency in Portland. Ore.. has been 
named Man of the Year for 1958 by 
North American Accident, Chicago. 
Mr. Fisher has been a top producer 
in A. & H. franchise during his 30 
years with the company. His sales con- 
tributed heavily to making the Brvant 
Agency a three-time winner of North 
American’s Founder’s Trophy for top 
A. & H. production. 





Progressive Life Correction 

Inadvertently the 1958 earned premiums 
and incurred losses for two A. & H. 
lines written bv the Progressive Life 
of Red Bank. N. J., were incorrectly 
given in our March 6 issue tabulation. 
The correct figures are as follows: Group 
A. & H. student accident—earned prem- 
iums of $750.550 and losses incurred of 
$811.481. Industrial A. & H. non-can. 
and hospital—$1,297.672 earned premiums 
and losses incurred of $540,601. 


LINDOP IN NEW QUARTERS 
Ralph K. Lindop, New York insur- 


ance consultant, has moved his office to 
155 East 44th Street, 


MUTUAL OF OMAHA MAN KILLED 

A veteran Salem insurance’ man, 
Walter T. Davey, 66 was killed when his 
car left the Portland Freeway on March 
5. He had been with the Mutual of 
Omaha since 1946. He is survived by his 
wife Marjorie and a son. 


Profitable Operations for 
The Craftsman in 1958 


Craftsman Insurance Co. of Boston 
enjoyed one of its best years in 1958. 
William I. Newton, president, reported 
to stockholders that a profit of $76,650 
before taxes was shown and that net 
profit totaled $54,580 after paying divi- 
dends of $16,000 and Federal taxes of 


$6,071. 

Surplus to policyholders at the year- 
end totaled $1,039,233. This included 
$400,000 capital paid-up and $639,232 
surplus. 

Mr. Newton reported total admitted 
assets of $2,591,715 at the year-end, 
representing $167 in assets for every $100 
of liabilities, 

Net income from premiums was 
$5,855,413 and total income for the year 
was $5,919,773. 

Two new states, Wyoming and Utah, 
were entered last year making a total 
of 22 states and D. of C. in which the 
Craftsman is operating. “Plans for 1959,” 
said Mr. Newton, “include expansion to 
other states as well as new policy 
coverages.” 





Capital Stock Increases 
By Two Combined Group Cos. 


Increases in capital stock accounts of 
the Hearthstone Insurance Co. of Mass- 
achusetts, and the First National Cas- 
ualty Co, were announced by W. Clement 
Stone, president of the Combined Group. 

For Hearthstone the capital stock 
account was increased to $500,000 from 
$200,000 by the transfer of $300,000 from 
surplus funds. This company’s home 
office is in Boston. 

For First National Casualty, with 
headquarters in Fond du Lac, Wis., the 
capital stock account was increased to 
$300,000 from $200,000 by the transfer 
of $100,000 from surplus funds. 





' Calling all agents and brokers — 
YOUR ADVERTISING 


MAY WIN 


AN OSCAR 


NO MATTER HOW LARGE 


OR SMALL YOUR 


ADVERTISING BUDGET 


Fs 
if 











So save your 1958 advertising 
materials — and remember it’s 
not how large or small your budget 
but how effective your advertising. 


Fill out and mail the 
coupon today for 
complete informa- 
tion and entry blank. 


Art Dannecker, Chairman, 7th Annual Awards Program 


40 South Third Street, Columbus 15, Ohio 






| want to enter my 1958 advertising. Please send me complete information. 


Name 
Agency 


Address__ cin Sale ee 2 


_Zone_____ State__ 





City 


Non-Can Guaranteed 
Renewable A. & S. Plan 


WRITTEN BY WESTERN LIFE 








Affiliate of St. Paul F. & M. New in 
A. & H. Field Named Group Managers, 
John Dole, Edward Schelling 





Western Life Insurance Co., Helena, 
Montana, an affiliate of St. Paul Fire 
& Marine, recently introduced a non- 
can., guaranteed renewable policy in 
force to age 65 for men, and 60 for 
women. W. B. Hershe, St. Paul F. & M. 
is director of the individual A. & S. de- 
partment. The company recently entered 
A. & S. 

At the same time R. B. Richardson, 
president of Western Life, announced 
the appointment of a regional Group 
manager, and a Group claims manager. 

John Dole has joined the company as 
regional Group manager, from Spokane 
where he had been with Washington 
National for six years. 

Edward Schelling, named Group claims 
manager, was formerly in St. Paul with 
St. Paul Fire & Marine as A. & S. claims 
department examiner. Both appointees 
will operate out of the Helena home 
office. 

Features of the non-can, guaranteed 
renewable policy, the company reports, 
include a waiver of premium clause and 
a recurrent disability clause. The policy 
is incontestable after it has been in force 
two continuous years and there is no 
house confining clause for sickness. 

The policies provide total and partial 
disability for sickness. 

Policies are issued to men for from 
one year to lifetime in the event of 
accident and from one to 10 years for 
sickness. Women are provided one te 
two years coverage for both accident 
and sickness. 

To round out its A. and S. program, 
Western also issues a commercial dis- 
ability policy, which provides 100 weeks 
to lifetime coverage for accident and 
one year and two year coverage for 
sickness. 

The company recently added individual 
and family hospital, surgical and hospital 
medical expense policies to its portfolio, 





50th Milestone Reached 
By Minnie F. Dellinger 


Minnie F. Dellinger, who supervises 
the underwriting services department at 
American Casualty’s home office it 
Reading, Pa. will never forget March 9, 


the day on which she completed 50 years} | 


of service with the company. The second 
employe to attain the half century of 
service milestone, Miss Dellinger was 
feted at a luncheon party at  whcel 
ACCO President Harold G. Evans was 
the chief speaker. She was also pre- 
sented with gifts, both from the com- 
pany and its Quarter Century Club. 

Mr. Evans laughingly pointed out in 
his talk that Miss Dellinger, as the only 
active ACCO employe in the Half Cer- 
tury Club, was its president, treasuref, 
secretary, and “can run things pretty 
much as she chooses.” 

When she started with American Ca- 
ualty it had a staff of six and was house 
in a narrow building at 1 N. 5th Street 
Reading. This compares with almos' 
2,300 employes today, housed in a I4 
story home office building (and six story 
annex) and 59 branch and service offices 
in all 49 states, D. of C., Puerto ant 
Canada. 

Miss Dellinger recalled that when sht 
started each policy was a_handwritte! 
manuscript contract. She initiated th 
use of typewriters for writing policies 
and like everything else, has seen tht 
typewriter develop so thoroughly tha 
today’s policies are typed on electricallj 
operated machines. 

What pleased her the most was Mi 
Evans’ praise of her job “ability, eaft 
estness and ambition, and, above all, th} 
great vitality and energy which has & 
abled her to work so ably and so # 
ficiently for our company.” 
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Hawaii’s Statehood Celebrated 
By the Combined of Chicago 


Congressional approval of statehood 
for Hawaii sparked a celebration last 
Friday at the home office of Combined 
of America in Chicago. From 9 to 10 a.m 
everyone passing the building was pre- 
sented with a colorful lei by the com- 
pany’s employes. In addition, all of 
the Combined’s 400 office emploves was 
given a lei, and throughout the day 
Hawaiian music was played over the 
companys public address system. 

“We have a special reason for cele- 
brating the coming statehood of Hawaii,” 
W. Clement Stone, president 
of Combined Group companies. 

“Several years ago we extended our 
operations to include Hawaii. Our agents 
are now preparing to attend a company 
convention in Honolulu in the week 
beginning August 24. Chicago, with more 
than 1,000 conventions a year, is prob- 
ably the convention center of the United 
States. Because Hawaii is such a de- 
lightful setting, we feel that Chicago 
can well afford to share a little of its 
convention business with Hawaii, which 
will be our 50th state,” said Mr. Stone. 





Injuries Lowest Since 1939 

Disabling job injuries among American 
workers totaled 1,810,000 during 1958— 
the lowest level since 1939—according 
to. preliminary estimates compiled by the 
U. S. Department of Labor’s Bureau of 
Labor Statistics. Deaths from work in- 
juries declined to 13,300, the lowest total 
in the Bureau’s 23-year series. 

From a high of 2,414,000 in 1943, the 
volume of work injuries has decreased 
25%, despite a steady upward trend in 
the employed labor force. Except for a 
few minor fluctuations, the ratio of in- 
juries to workers has declined gradually 
from 45.7 per 1,000 in 1943 to 29.4 in 
1958. The 1958 injury total was 4% below 
the revised estimate of 1,890,000 for 
197. Although lower employment and 
shorter hours of work in 1958 contributed 
to this decline in injuries, there was also 
a decrease in the rate of injury occur- 
rence—to the lowest level on record. 





Executive Vice President 


Security L. & A., Denver 





IRA J. McGUIRE 


Security Life & Accident Co, of Den- 
Yer announces election of Ira J. McGuire 
& executive vice president. Formerly 
Vice president in charge of reinsurance, 
€ started with the company in 1931 in 
the actuarial department. From 1938 to 
he was assistant treasurer in charge 
of accounting; from 1946 to 1951 as- 
‘stant to the president; 1951 through 
%, he was vice president in charge of 
tinsurance; elected a director in 1951. 
A chief petty officer in the Navy dur- 
mg World War II, he is vice president 
ot Colorado Life Convention, and a mem- 
t of Accident and Health Committee 
% American Life Convention. 


Oil Paintings of George Washington 


Featured in Washington National’s Ads 


Because of the many favorable com- 
ments created by Washington National’s 
series of original oil paintings about the 
life of George Washington, the company 
has decided to run a ads in 
the insurance trade journals based on 
these paintings which were created by 
Artist Walker Haskell Hinton. 

R. J. Wetterlund, chairman of Wash- 
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ington National, made known this de- 
cision recently, and the first message of 
the series, “Breaking the Colt,” appears 
in this issue of The Eastern Underwriter. 
It depicts Washington as a young horse- 
man on Ferry Farm near Fredericksburg, 
Va. where he spent his boyhood years. 

Mr. Wetterlund comments further on 
the Washington paintings, originals of 
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which are on display in the company’s 
Evanston home office building, by saying 
that full-color booklets showing all of 
the paintings are available for all who 
wish to them. Already nearly 
500,000 booklets have been distributed to 
all parts of the United States 
11 foreign countries. “School children, 
school teachers, and people in all walks 
of life, who have received the booklet, 
have been fascinated by these entirely 
new concepts of George Washington,” 
said Mr. Wetterlund. “We feel that 


receive 


and to 


our paintings have done much to human- 
ize our first President.” 


“nice compensation for the seller, too!’’ 


Care to make a simple test—that could 
pay off handsomely for you? Just ask ten 
executives you know... 
corporation officers and professional 
men if they carry personal compensation 


coverage. 


We believe you'll find that the majority do 
not—and that the results of your survey 
will give you a good idea of the volume 
you can quickly build with Combined’s 
Personal Compensation Plan. 


COMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 


Hearthstone Insurance Comp 


self-employed, 


This remarkable coverage by Combined, 
second largest exclusive accident and health 
company in the world, has been thoroughly 
“field-tested”, with outstanding results. 
Prospects recognize this coverage, with its 


special renewal provision, as the practical 


Name___— 


Combined Insurance Co. of America, Dept. 25 
5050 Broadway, Chicago 40, Illinois 


Gentlemen: Please send me details about Combined’s 
Personal Compensation Plan 


type of income protection they need. 


Take a few moments now to fill in and mail 
the coupon below. We will be glad to give 
you particulars about this plan... that pays 
substantial compensation to the seller. 
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Lang on Key to Survival 


(Continued from Page 45) 


the only place where opinions really count. 

“Come to think of it, the policy buyer 
is in a position similar to that of the 
president of an insurance company when 
the latter decides to buy a new car or 
a TV set. What does he look for? The 
best buy he can get with assurance of 
such service as he may need. He is not 
interested in the corporate nature of the 
organization making the product, how 
its salesmen are paid or the different 
philosophies of management. He wants 
the best buy for the least money. So 
does the policy buyer when he is in the 
market for insurance,” said Mr. Lang. 

He urged that many companies must 
break away from their hearths and get 
out into the weather. “It is a tornado,” 
he declared, “of aggressive merchanidis- 
ing, higher operating costs, commission 
wrangles, new processing methods, new 
products and higher loss ratios.” 

Key to Survival—Management 

The speaker then pointed out that 
some of the more forward-looking com- 
panies have taken action or are planning 
to do so for survival. He said: “They 
have merged or purchased other com- 
panies in an attempt to break into 
established markets, to strengthen their 
execulive staff, to acquire specialists 
in every phase of operations, to consol- 
idate assets and capital and to spread 
a larger premium volume over fewer 
overhead units. Companies have ex- 
panded by one means or another to re- 
lieve the strain on financial resources 
caused by multiple line operations. Some 
of these maneuvers have been successful, 
at least for the immediate present. 

“The companies which have tried to 
maintain a fictitious status quo have 
begun to pay for their lethargy and the 
worst is yet to come, I would like to 
stress that the fortunes of individual 
companies are not entirely dependent 
on the type of organization structure 
or on their means of merchandising 
alone. We find successful and unsuccess- 
ful operations among stock as well as 
mutual insurers. We find variations in 
results among those who are selling 
through independent agents, those using 
an. exclusive agency system and tlose 
who are selling either through salaried 
employes or directly to the public. 

“There are good and bad operations 
in the fire, casualty, life, accident and 
health and multiple line segments of the 
business. In the experience of our firm, 
there is only one criterion which deter- 
mines success or failure: quality of man- 
agement. Nowhere is this standard so 
vital as in the smaller or medium sized 
company which jhas been hidebound and 
insulated from reality for years.’ 

Four Alternatives for Survival 

Mr. Lang then said that in the ex- 
perience of his firm, the medium sized 
company, relying on outdated methods, 
must take one of four courses to survive. 
They are as follows: 

1. It can take the initiative and as 
rapidly as its financial structure will per- 
mit, enlarge its markets, its facilities 
and its outlets. This may involve a mer- 
ger, acquisition of another company, 
purchase of general agencies or other 
means of expansion. 

2.4%t can narrow its operations and 
become a specialty company offering 
either one line of insurance, a unique 
type of service or some feature not 
generally offered by its competitors. 

3. It can restrict its operation to a geo- 
graphically limited area and try to pro- 
vide superior agency and policyholder 
service through closer control of ex- 
penses. 

4. It can seek a stronger company 
which will be willing to absorb it into 
its corporate structure. 

He followed this up by pointing to 
the fact that mergers currently seem to 
be in vogue, In this connection Mr. 
Lang said: 

“In 1958, 21 stock companies, 11 mu- 
tuals and 7 reciprocals were absorbed by 
mergers or consolidations, according to 
Alfred M, Best Co. Added to these were 


N. J. Hearing on NAIC Model 
Credit Life and A. & H. Bill 


A public hearing was held by the 
New Jersey Banking and Insurance De- 
partment on adoption of a duplicate of 
the NAIC model law governing life, and 
A. & H. insurance on instalment buying. 
The bill would become effect-ve Juiv 1. 

Chief opposition was to the provision 
of a table setting up standard prenuuim 
rates. The hearing officer, W. Haro!d 
Bittel, chief actuary of the New Jersey 
Insurance Department explained that the 
rates could be changed on application 
of the insurance carriers, who would, 
however, have the burden of proving 
that the deviating rates were necessary. 

Speaking for 2 ag sitio Life and 
other companies, H. P. Yates considered 
the rules “excellent” but suggested 
minor changes of phraseology. H. B. 
Cleveland for John Hancock Mutual 
Life endorsed the “general purpose” of 
the rules. 

Strongest opposition to the proposal 
came from the Old Republic Life spokes- 
man, Ronald Roberts. He charged the 
New Jersey Department far exceeded 
its authority and ignored the statute 
entirely. He favored the NAIC model 
bill but questioned the Department’s 
rates—that “its figures are just a sub- 
terfufie,”’ and the Department’s right 
to set standards, 

He was generally supported by spokes- 
men of Consumers Credit Corp. and 
Beneficial Management Corp. of Mor- 
ristown, N. 

Following the hearing Mr. Bittel re- 
served decision and granted opponents 
five days to file objections. 





other liquidations making a total of 56 
retirements. In 1957, there were a total 
of 58 retirements; in 1956, 60; and in 
1955, 59. This is a total of 233 retire- 
ments in four years! 

“I believe we can expect the number 
of liquidations to increase in the future 
as smaller and medium sized companies 
find the going tougher.” 

Check List for Survival 

In closing Mr. Lang read a so-called 
“check list for survival” containing 
searching questions which, he said, were 
not original with him, nor idly addressed 
to his audience. “They represent,” he 
said, “some of the current perplexities of 
companies with whom we have been 
priviledged to work toward their solu- 
tion. Your answers to these questions is 
the key to your survival.” They follow: 

Are your company’s objectives, pol- 
icies and programs well defined? Are 
they clearly understood by your staff? 

Do they know their individual respon- 
sibilities for their achievement ? 

In organization planning, does your 
staff have the ability to distinguish what 
is right from who is right? 

Is work flow properly channeled to 
provide maximum efficiency ? 

Is there waste of executive talent and 
confusion between line and staff activity ? 
Or is there a shortage of executives and 
none on the horizon? 

Have you made sufficient plans to 
develop your management group? 

Does your management regularly re- 
ceive clear and concise reports to prop- 
erly control each operating function? 

Expansion Into New Areas 

Are you planning to expand into new 
areas and new coverages? 

Are you integrating your fire and 
casualty operations to reduce costs to a 
minimum ? 

Are your underwriting standards in 
line with current experience by line and 
cle ASS ? 

Does your underwriting manual clearly 
set forth the relative desirability of 
different risks? 

Have you devised means of reducing 
your underwriting expenses? 

Have you established controls for loss 
frequency and severity ? 

Can you appraise overall claims per- 
formance? 

Have you set up controls to deter- 
mine that losses are not overpaid and 
that expenses are within reason? 

Is there proper coordination between 
different departments ? 

Do department heads have a clear 


More A. & H. Co, Results For 1958 


_ The following A. & H. premium-loss results were received too late to be included 
in the company tabulation of our March 6 issue. 


UNITED INSURANCE CO. OF AMERICA 
** Accident and Health............... 
** Embraces all A. & H. lines written. 


MUTUAL LIFE OF NEW YORK 


Group Accident & Health*........... 
Commercial Accident ............... 


Commercial Health .................. 


Non-Can and Guaranteed 


Renewable A. & H.**.............. 


* Includes Major Medical Expense and Statutory Disability Benefits. 


** Includes Hospitalization. 


MASSACHUSETTS BONDING 


Group Accident & Health............. 
Hospital and Medical Expense....... 
Accident @ Mealth..............225. 
PRR ED, 5 oo beers ese adc 


MINISTERS LIFE & CASUALTY 


Commercial Accident ..................-.00- $ 76,670 $ 24 109 
Comme2rcial Health & Accident.............. 2,977,014 2,484,249 
Non-Can and Guaranteed Renewable A. & H. 3,971 109 
fe a, See 280,219 308,458 

$ 3,337,874 $ 2,816,925 

COLUMBIAN MUTUAL LIFE 

CAS So | $ 1,002,351 $ 443,536 
Non-Can and Guaranteed Renewable A. & H. 6,016 2,043 
oe Ee ee en 433,844 192,527 

$ 1,442 211 $ 638,106 


Earned Losses 
Premiums Incurred 
Sheet $ 7,627,109 $ 6,678,010 
caine 362,584 211,446 
voters 2,058,109 821,271 
RR AS 1,551,953 595 321 


aN 506,451 248,525 
emerge 1,983,031 1,031 589 
i bial saree 206,588 75,502 


$ 48,393,158 $ 19,199,983 


$ 11,599,755 $ 8,306,048 


$ 1,324,026 $ 1,076,191 





$ 4,020,096 $ 2,431,798 





Cont'l Faces Court Test 


(Continued from Page 51) 


tory basis for this position. Moreover, 
even assuming arguendo that he is 
correct, he is not justified in disregarding 
the fundamental requirements of due 
process contained in the Insurance 
LAW: =. 

Mr. McGrath argued that the Super- 
intendent is still required formally to 
withdraw his approval of these forms 
and rates by following the statutory 
procedures and methods specifically in- 
dicated in section 141 of the Insurance 
Law. This section stipulates that any 
such withdrawal “shall be effective at 
the expiration of such period, not less 
than 90 days after the giving of not.ce 
of withdrawal, as the Superintendent 
shall in such notice prescribe 

“It is clear from a reading of section 
141 that whatever the Superintendent’s 
beliefs may be concerning the effect 
of section 154, subdivision 7 on the 
legality or propriety of previously ap- 
proved policies, forms and rates, he 
still cannot summarily withdraw such 
approvals or preemptorily outlaw their 
further use. Yet that is exactly what 
the Superintendent is trying to do 
here . . 

Counsel further argued that the Super- 
intendent’s affidavit “contained broad 
allegations of improper conduct by the 
defendant and a large portion of the 
insurance industry in general, allegations 
made not on the basis of the defendant’s 
present activities but instead, based on 
alleged abuses by the insurance industry 
in years past in the credit A. & H. 
field in other parts of the country, abuses 
as to which the defends int denies past or 
present guilt . 





understanding of their own and others’ 
responsibilities and how they are re- 
lated to a common purpose? 

Are you using the modern techniques 
to reduce expenses and increase pro- 
ductivity per employe? 

Have you adopted incentive plans in 
the home office and in the field to en- 
courage improved performance? 

Finally, have you adjusted your sales 
plans to the new economic climate? 


V. J. Skutt Awarded Scroll by 


Omaha Chamber of Commerce 





Left to right, Dr. C. W. Mayo, 
Richard Walker, V. J. Skutt. 


V. J. Skutt, president of Mutual o 
Omaha, was presented with a_ special 
scroll at a recent luncheon in Omaha 
by the local Chamber of Commerce, It 
attests to Mutual’s role in helping 
Omaha to become a leading insurance 
city and a growing center of Midwest 
operations. The luncheon, tendered by 
the C. of C., was attended by 250 lead: 
ing Nebraska business men. Speakers 
were Dr. Charles W. Mayo, Mayo Clini, 
who is a member of Mutual’s board 0 
directors, and Bob Considine, nationally 
known newscaster. Mutual’s 50th antr 
versary was celebrated March 5. 


GRADUATES HEAR F. W. BOYLE 

Deputy Manager Frank W. Boyle wé 
the principal speaker at graduation & 
ercises for the 53rd agents class of tié 
Employers’ Group, held recently at Al 
gonquin Club in the Back Bay sectidl 
of Boston, 
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THE MARK 
OF AN AGENT 
WITH A 
FUTURE 





This is INA’S new service mark—a new face to symbolize 

a philosophy and way of business life that is modern 

and progressive. EVIDENCE: INA’s capacity, skill and courage 

in innovating broader, more salable protection . . . packaging of policies 
like Homeowners... one-stop fire-casualty-life facilities .. . 
INAmatic pay-by-the-month . . . world-wide service. With INA 
you'll sell easier, move faster, make more money. 

Be an agent with a future—with INA, the company with a future. 


INSURANCE BY NORTH AMERICA (NYY 


Insurance Company of North America . Indemnity Insurance Company of North America . Life Insurance Company of North America . Philadelphia 
































News Flash! 


We’re now operating a Complete M ultiple Line Office at 111 John St., 


New York, set up as follows: 


HAROLD N. SLOANE AGENCY 


General Agents 


CONTINENTAL ASSURANCE COMPANY 
Chicago, Il. 


(Formerly Life Associates] 


SICKNESS & ACCIDENT AGENCY, Inc. 


which is fully equipped to provide your Clients with the finest of A.& S., 


Major Medical and Special Risks Policies to meet all their needs. 
In Addition 


Multiple line fire and casualty facilities can be obtained through 


GRUBER & SLOANE AGENCY, Inc. 


Insurance Underwriters 
111 JOHN STREET - = = = NEW YORK 38, N. Y. 
_BEekman 3-4545 


His Majesty: 
Our Client 






Vote: Ns or ahent May 1 we will move fo a street front office in 
our present building — 111 John Saat. Phas visit us. 
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